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Designed for your profit 


You can’t help but profit when you sell these Dexter key-in-knob sets, with rugged, 


lifetime service and striking beauty at popular prices. And installation is simplicity 


itself. Illustrated above: No. 600 Pin Tumbler cylinder set for the ultimate in 


security; and (below) No. 300 Dise Tumbler cylinder set, for dependable security 


where price is re | factor ee e HOW available Va ler ke jed, \\ rite for a Dexter . 
dactory representative to call on you. _ ~ ual N 


DEXTER LOCK COMPANY 


A SUBSIDIARY OF NATIONAL BRASS COMPANY 
GRAND RAPIDS, MICHIGAN 


In Canada: Dexter Lock Canade Lid., Guelph, Ontario 
In Mexico: Dexter Locks, Plata Elegante, $.A, de C.V,, 
Monterrey, Nuevo Leon 





Acme Sliding Door Hardware is 
guaranteed for the life of 

the building. Write for complete, 
illustrated catalog. 


resists wear 
like 
childs play 


Sliding door 
hardware 


ACME APPLIANCE MANUFACTURING COMPANY «+ 35 SOUTH RAYMOND AVENUE + PASADENA 1, CALIFORNIA 
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How com I be sure of window value ? 


People today are value-conscious. More than ever before, home 
owners, contractors and architects want to know what they are 
getting in building products. Curtis Silentite Windows give a 
complete answer to their questions. First, the Curtis Certificate, 
issued to the home owner or builder by the Curtis dealer, is a 
guarantee against manufacturing defects in materials and work- 
manship in any Curtis product over which Curtis has control. 
Second, the Curtis name and reputation—famous for fine wood- 
work since 1866—-assure the very latest advances in window 
weathertightness, easy operation, beauty and economy. 





What kind of windows should Tuse im my home 7 2) 
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People today are hungry for information on where and how 
to use different types of windows. Curtis Woodwork dealers 
can offer the right wood windows for every room in the 
home. Picture windows. Double-hung windows. Casements. 
Panel windows. Awning windows. Circle windows. Base- 
ment windows. A complete line of pre-fit wood window 
units for every purpose. 











you can answer both questions... 
at a profit...with 


CURTIS SILENTITE WINDOWS! 


Curtis Silentite Windows are leading the trend towards window 
value and variety. And Curtis dealers everywhere are cashing-in! 
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CURTIS COMPANIES SERVICE BUREAU Curtis 


WOODWORK 
Clinton, lowa 


A Department of Curtis Companies Incorporated c I LE N T I T E 


Clinton, lowa © Wausau, Wis. © Chicago, Ill. © Sioux City, lowa the Insulated window 
Lincoln, Nebr. © Topeka, Kan. ¢ Minneapolis, Minn. ¢ New London, Wis. : 
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WASHINGTON REPORT. 


June Expected to Set New Record for Industrial Production 


The Department of Commerce 
tells us that at the present time 
business in general is about tops. 
June is expected to be the peak 
month, up to now, in industrial 
production. In fact, as this page 
understands it, if the economy on 
a national average got any hotter, 
the Federal medicine men might 
take after it with another fever- 
reducing dose of credit limitations. 

That medication isn’t likely to 
occur; for according to rumor this 
hard-money, anti-inflation febri- 
fuge carries a lot more socking 
power than the specialists expected. 
Sure enough, it hasn’t ripped any 
big holes in the national pants; 
and, as mentioned above, the gen- 
eral business pattern continues to 
rise and shine. But quite a few 
people who anticipate a personal 
bust when the big dose gets around 
to them are cutting loose with the 
howls. Loud stuff; and most shock- 
in’. It’s just as well to remember 
that some of these people will be 
hurt. 


Brakes that work 


Of course the medics expected 
these things; and in a sense they 
planned it that way. Not that they 
aimed to damage any special per- 
sons or interests; but they wanted 
to slow the performance down a 
little. But the grapevine has it 
that when they put on the brakes 
they didn’t expect the things to 
grab quite so hard. Relaxation 
later in the year? Our friend ru- 
mor says there may be. 

In regard to building, the higher 
interest rates haven’t done much 
damage to light construction. It 
may be that on: the contrary 
they’ve helped; although when 
mortgage interest rates rise all 
other, or most other, rates rise too; 
leaving the competition about 
where it was. Or so some industry 
people are saying. 


Less commercial 


It’s the heavy stuff that getting 
postponed; though not all. Quite 
a number of schools, office build- 
ings, public utilities are waiting 
over until next year. The higher 
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interest rate means higher taxes 
to pay for public projects; and 
when you say “higher taxes’ to 
John Q. Public, he doesn’t even 
pause to wind up. He just cuts 
loose with the old bean ball. 
But industrial companies con- 


tinue to invest in plant expansion 
and in equipment. This is big-vol- 
ume stuff; and specialists in the 
field say the volume of this invest- 
ment will decline but little if at 
all during the remainder of the 
year. 


Little resistance on new interest rates 


Reports come in from here and 
there that the higher interest rates 
are dampening down the new house 
market. This seems to be excep- 
tional, and industry leaders, here 
in the capital, don’t think it’ll be 
any sort of factor in our business. 

Chief reason is the change, of 
late, in habits and methods of 
house buying. Unlike his predeces- 
sor of a generation back, the cur- 
rent home buyer asks but a couple 
of fiscal questions: How much do 
I pay down? How much each 
month? He matches the answers 
with his cash balance and his 
monthly income to decide if he can 
afford the house. He lets the seller 


fuss with the interest rate, in fix 
ing up that sum by the month. 


Starts strong 


At least the crop of residence 
starts hasn’t been frosted so far. 
At the moment they're running 
ahead of those for '52. All sorts of 
fears have been hung on the line; 
indicating that this activity may 
peter out, come the fall of the leaf. 
Well, in a free country anything 
can happen, and frequently does 
happen. But experienced econo- 
mists in this industry think the 
housing starts in '53 will equal the 


figures for 52 and may exceed 


them. 


The latest Washington round-up 


The specialists are still consult- 
ing over the case of Fannie Mae. 
Albert M. Cole, the Federal Hous- 
ing Administrator, says the agency 
for the present will continue the 
suspension of non-defense over-the- 
counter mortgage buying until 
these plasters can be disposed of 
on an “orderly basis.” 

Whatever the other reasons for 
this purchase suspension, it’s taken 
for granted that one reason for the 
stoppage was to keep lending agen- 
cies from throwing a blizzard of 
low-interest mortgages at Fannie, 
so they could handle the higher 
rates. It’s still a tough problem; 
and so far as this page is informed 
it’s due to stay in the deep freeze 
for some little time. 

H.R. 5297, introduced by Repre- 
sentative Ayers, of Ohio, is now 
before the House Committee on 
Veterans’ Affairs. This bill would 
amend the Servicemen’s Readjust- 
ment Act to require the withhold- 
ing of 3% of the purchase price for 
any home carrying a Federally 
guaranteed or insured loan. 


This amount would be held for 
60 days and released only under 
a certification to the lender, by the 
VA or the FHA, that the construc- 
tion job had been done according 
to Hoyle. 


Taft-Hartley 


The Taft-Hartley remodeling, 
like the farmer’s buggy horse, 
seems able to trot all day in the 
shade of one tree. Formal hearings 
on the proposals, before the Sen- 
the Labor Committee, were closed 
more than a month ago. The White 
House, it seems, has sent over no 
recommendations. 

Two or three weeks ago the 
chairman of the Senate committee 
guessed that no complete over- 
hauling of the law would be pos- 
sible before the midsummer Con- 
gressional recess; that a few of 
the more urgent items might get 
fixed up, with the rest of the proj- 
ect going over until fall. 

Now there’s talk along the Av- 
enue that nothing will get 
until the next session. 


done 





B.F.Goodrich 


Cd TILE DESIGNER... 


oe 


Yowreustomers Fee how the floor 
they have in mind will look 


A brand-new merchandising unit has been designed by B. F. 
Goodrich to help you sell the highly profitable 


% and growing 
over-the-counter” trade. 


Now your customers can plan their own color combinations 
and patterns with actual tile samples right in your place of busi- 
ness. This “on-the-spot” demonstration makes swift sales, 


Each beautiful display, of all steel construction, comes sup- 
plied with either B. F. Goodrich 80 gage, 2 x 2 Koroseal 
or 80 gage 2 x 2 Rubber Tiles. The display, with a simple 
change of signs, is suitable for either Koroseal or 


Rubber Tile selling. 
In addition to tile samples, each unit fos’ 
has a supply of our 4-page illustrated folder BEGoodr dri ch 
of self-installation instructions and , 0 Cs 
a quantity of descriptive folders, 


RUBBER TILE 


Send « today for complete information: 


B. F. Goodrich Co., Flooring Div, 
Sales Promotion Dept. L6 
Watertown 72, Mass 


For 80 gage Koroseal 

and Rubber Tile only. If 

$ 00 : used for Rubber Tile, a small 

ONLY 1 metal “Rubber Tile” sign is 
bolted over “Koroseal'’ on copy panel. 

Cost of unit with either Koroseal or 

TUNE IN **THE BURNS AND ALLEN SHOW"! Rubber Tile samples and literature $10.00. 
CBS — TV MONDAY 8:00 PM EDT Additional sets of samples $1.00 per set. 


Please rush full information regarding B. F, Coodrich New 
Tile Designer 


Name 


Sree... 


ecceeceececoesesl 


RUBBER TILE - ASPHALT TILE - VINYL PLASTIC TILE - RUBBER COVE BASE - ACCESSORIES 
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Do-it-yourself offers a double saving . . . because to pay carpenters 
out of a salary your customer must now earn substantially more than the 
bills. In the $6,000 bracket, a man must earn $302 to pay a carpenter $206 
for the labor in putting up book shelves. If a man in this salary range is 


handy with tools he can, in effect, earn an extra $302 by doing the job 
himself. 


Buying a home saves money, too .. . a tenant can't deduct any part 
of his rent payments. However, if the same money is spent to maintain 
a home, the interest and taxes are deductible. 


Increased accounts receivable . .. that’s just one highlight from the 
Kentucky cest of doing business survey now being printed. The entire 
building materials industry is watching the surveys being conducted by 
state and regional associations this year. They give a detailed blueprint 


of present conditions and suggest necessary changes in operations in 
future months. 


Living room racketeers .. . is the way the Los Angeles builders 
describe the home improvement boys and their fraudulent practices. The 
builders have launched a program to halt the crooks who are said to be 
taking Southern Californians for an estimated $100 million in the last 
few years. They recommend correcting financing and new legislation to 
protect the home owner from frauds. Incidentally, Tennessee has just 


passed an act regulating and licensing, with a tax, the peddlers of lum- 
ber and building materials. 


It’s a record for mortgage lending . . . with the first quarter show- 
ing a sharp increase compared to 1952. Even more important the April 
total reached a whopping $1.5 billion, only in October of last year was such 
figure approached. With the outlook for new home starts at a high level 
the possibility of another top year for mortgages is expected. 


Direct loans to veterans .. . the latest is that the House veterans af- 
fairs committee has proposed that the Government’s direct lending pro- 
gram be continued for another two years. The provisions of the new bill 
are about the same, except that the interest rate will be increased to 414%. 


Public housing still a tangle ... with the House refusing to appropri- 
ate the money for the 35,000 public housing units requested by the Presi- 
dent. The Senate has taken a different stand on the measure, will fight 
to restore the program being led by Sen. Taft. Best guess: there will be 


appropriations for some public housing but less than the 35,000 in the 
Senate version. 


Construction wages are more stable .. . with advances so far this 
year very minor. Weekly earnings have advanced somewhat due to a 
trend towards a longer work week. Only slight advances are anticipated 
for the balance of the year. Pressure for increases are easing because 
of the continued stability of the cost-of-living index. 


Metal materials outlook mixed .. . but with the supply-demand situ- 
ation satisfactory. Steel prices are definitely going up but copper which 
has been high is now stabilized, the next movement will be downward. 


Both lead and zinc, after drastic price reductions in recent months, are 
set for increases. 


Home shows attract 10 million . . . with more than 125 scheduled 
this year. The Wall Street Journal reports that last year the total was 100 
and the year before about 50. Only major home shows “ire covered in these 
figures. Growth of home ownership from 15 million in 1940 to 23 milion 
in 1950 is cited as the reason for the home show boom. 


Appliance maker cutbacks . . . reflect a return to rough competitive 
selling. Kelvinator, Crosley and others have reduced labor on the assembly 
lines and are hinting that new models, price cuts are in the offing. Many 


companies are trotting out sales gimmicks—premiums of various kinds 
to bolster sales. 
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COVER: Telephone clinic sponsored 
by American Lumberman and Illi- 
nois Bell Telephone Co. Among the 
participants were Miss Joan Cowley, 
Illinois Bell communications expert 
and left to right: F. L. Bruce, Bader 
Lumber Corp., Gary, Ind.; Frank B 
Stoltz, Rubenstein Lumber Co., Chi- 
cago and Ed. Mathieu, Mathieu Lum- 
ber Co., Blue Island, Il 


New Construction 
Sets April Record 


New construction activity in Ap- 
ril, up 8% from a record March 
figure, reached an all-time April 
high of $2.6 billion, the National 
Production Authority announced. 

On a seasonally-adjusted basis, 
construction operations continued 
at an annual rate of $35 billion or 
more for the third consecutive 
month, the highest level ever re- 
corded for the industry. 

The strongest seasonal expansion 
occurred in highway construction, 
which increased by more than one- 
half over the March rate of $185 
million. Work on public construc- 
tion projects was up 14% over 
March to $837 million, but only 1% 
higher than April a year ago. 

For the first four months of the 
year, total new construction out- 
lays of $9.6 billion were 6% above 
January-April 1952. Privately fi- 
nanced activity values at $6.7 bil- 
lion was 7% more than in the first 
four months of last year. 


NMLA to Speed 
Research Program 


Speeding up research aimed at 
reducing home building costs and 
improving lumber products was the 
key subject discussed at the spring 
meeting of the National Lumber 
Manufacturers Assn., at Asheville, 
N. C., May 25-26. 

Dm, 
(Ohio) 


Frampton, Columbus 
lumber manufacturer and 
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Defender 


A new, moderately-priced 








cylindrical lock 
for today’s buildings! 


IT’S THE BIGGEST 
HARDWARE NEWS OF 1953! 


*Completely new ball bearing operation 
*Easy, fool-proof installation 
*New beauty of design and finish 


The Corbin Defender is a major advancement 
in its class, In its design and construction... 
in its exclusive features, you will immediately 
recognize superb engineering and superior 


materials, Yet it is moderately priced. You 
can specify the Corbin Defender with the ut- 
most confidence ... for light commercial and 


residential installations where both trouble- 
free service and economy are required. 
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¢ Meets Federal specifications Type’ 160 P. & F. CORBIN Division 
F The American Hardware Corporation 
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chairman of NMLA's Products and 
Research Committee, led the dis- 
cussion at Asheville and reported 
recommendations to the board. 

The Frampton Committee sug- 
gested that major emphasis be put 
on improving the technique of 
lamination—-the gluing of two or 
more pieces of lumber together to 
give them greater strength than a 
solid piece of the same size. 

Leo V. Bodine, executive vice- 
president of the NLMA said “it 
may be possible to effect worth- 
while savings in home building 
costs by finding new and better 
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ways of 
studding, 
sheathing, 
partitions. 

“One prime objective of a 
stepped-up research program 
would be to find new uses in home 
building for small pieces of lum- 
ber and wood species which here- 
tofore have had little or no com- 
mercial value. Normally, the use 
of small pieces of lumber is se- 
verely limited in home construc- 
tion. 


laminating lumber for 
exterior wall and roof 
sub-floor and interior 


“If our program is a success, it 
will give the lumberman improved 





for lifetime beauty 


Your contractors and carpenters will like the sales appeal and easy 
installation qualities of Ozark Brand Oak Flooring. Fifty, even one 
hundred years from now, Ozark Oak Flooring will be as beautiful and 
durable as the day it is laid—and it's easily laid. 

Produced from fine quality, Missouri altitude-grown Oak stock, Ozark 
flooring is unusually strong, yet takes only minimum sanding and 
finishing. It’s properly seasoned in Moore Cross-Circulation kilns— 
accurately milled—and precisely graded to NOFMA standards. It is a 
ficoring that sells itself to homeowners, industry and your builders. 
It's a flooring that means extra profits for you. 





“Fine Flooring 
Since 1927” 








Carefully bundled for safe arrival and easy unload- 
ing. Prompt Shipment. Place your order today! 


THE OZARK OAK FLOORING CO. 


BISMARCK, 
MISSOURI 
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products from each log cut and 
thereby achieve a better utiliza- 
tion of raw material.”’ 


Bodine explained, for example, 
that there is an adequate supply 
of 1x4” boards which lumbermen 
could laminate into 2x4’s and 1x8’s. 

“Indications are that it would 
be more economical for builders to 
use these laminated 2x4’s and 
1x8’s than to measure, saw and 
nail two separate 1x4’s. There also 
would be the advantage of addi- 
tional strength, he asserted. 


In the case of sheathing, lam- 
ination may make it possible for 
builders to use much larger panels 
than are presently produced. Such 
a development would represent a 
potential saving in the cost of ap- 
plying sheathing to new homes.” 


NRLDA Meeting 
Set for Las Vegas 


The National Retail Lumber 
Dealers Association has announced 
that the annual meeting original- 
ly scheduled for Sun Valley has 
been changed to Las Vegas, Nev. 
The dates remain the same—Sep- 
tember 27 through October 1. 

The new city was selected be- 
cause of better hotel and meeting 
room accommodations. NRLDA 
has also assured delegates that the 
temperatures will be more moder- 
ate at Las Vegas—80 to 90° and 
no humidity. 


NAHB Recommends 
Liberalized Title | 


A long-range program to rescue 
up to 5,000,000 people a year from 
slums and give them decent, livable 
housing has been proposed by home 
building leaders. 

The program is a key plank in 
the national housing policy plat- 
form adopted by 350 directors of 
the National Association of Home 
Builders at their spring meeting in 
Washington, D.C., May 22-27. 

The platform is based on an an- 
nual production of at least 1,000,- 
G00 new homes and new condition- 
ing of another 1,000,000 existing 
homes. 

Title I to $3,500 


Emanuel M. Spiegel, New York, 
NAHB president, said the NAHB 
recommended that Congress _per- 
mit the Federal Housing Adminis- 
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Filling a customer's order for Trinity white cement ot W. J. Bailey Co., San Diego, Californ'a 


... the jobs turn out beautifully ... and everyone up 


and down the line is happy. If we are not now yet ine Yas? aiitiiaie 
the ]@ 


, aN 
serving you—may we? “YY 


... plain or waterproofed 


THIS IS ABOUT all there is to our story: We make @ : P 

a very excellent white cement... we tell and 

re-tell the white cement users about it... we 

supply the dealers . . . the dealers supply the users vane 
wil? 


Se PIRATE ag Be, ce — 
A Product of GENERAL PORTLAND CEMENT CO, + Chicago - Dallos - Chattanooga - Tampa - los Angeles | 
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tration to insure loans up to $3,500 
payable in 10 years, for home mod- 
ernization and rehabilitation. At 
present, the limit on FHA modern- 
ization loans is $2,500, with a three- 
year repayment term. 

The proposed new financing tool 
would aid owners to recondition 
and remodel their homes. It would 
be particularly helpful in cities 
where organized slum cleanups are 
underway. 

The industry’s immediate goal is 
to recondition 750,000 old but 


structurally sound houses annually, 
including both slums and marginal 
properties. In addition, builders fig- 
ure on “new conditioning” another 
250,000 post-war homes a year 
which they would accept as “‘trade- 
ins” on new housing. 

To get the trade-in program 
rolling, the NAHB directors urged 
that FHA provide mortgage insur- 
ance, where the house has _ been 
new-conditioned, of 95% of the 
first $8,000 of value, plus a sliding 
scale for additional value. 


ALL YOUR ROOFING AND SIDING FROM ONE SOURCE 
Old American 
of corde! 
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Old American has a complete line of asphalt and 
asbestos-cement roofing, shingles and siding to meet every 
need. For greater variety .. . superior quality .. . prompt, 
personal service... order all your needs from one source — 


Old American, of course! 


and roofing 
and shingles 
GOULET "008 to foundation. 





and -.---. 


Insulating siding, asbestos-cement wall- 
boards, built-up roof materials and allied items. 


Get FREE Catalog Sheets and Sales Literature...Write TODAY to 


Old American Roofing Mills 


7600 TRUMAN ROAD 


KANSAS CITY EAST ST. LOUIS 


in 


} 
! 
MW 
_ a 
—— 


| 


KANSAS CITY, MO. 
SALT LAKE CITY 


Ju ne 





The NAHB directors also op- 
posed strongly new Veterans Ad- 
ministration regulations severely 
restricting fees and charges al- 
lowed under that program. 


April Retail 
Sales Up 7% 


Total sales of retail stores in 
April amounted to $14.3 billion, 
about 7% above a year ago, the 
U.S. Department of Commerce an- 
nounced recently. 

The lumber, building materials 
and hardware group jumped from 
$853 million in April 1952 to an 
estimated $880 million this year. 

Sales rose from March to April 
approximately in line with season- 
al expectations. After adjustment 
for seasonal factors and trading 
day differences sales in April re- 
mained virtually unchanged from 
the March level. 

The trend in sales from March 
to April after seasonal adjustment 
was generally small for all the ma- 
jor trade groups but some differ- 
ences in direction were indicated. 


New Nickel Curbs 
May Affect Building 


The bars recently erected by the 
National Production Authority 
against the use of nickel may seri- 
ously affect the quality of home 
construction. 

The tightening of nickel controls 
means that many home buyers will 
have to settle for substitutes, both 
in construction materials and ap- 
pliances, NPA officials said. They 
did not deny that the latest action 
on this comomdity would tend to 
decrease long-range values of new 
houses. 

Nickel is used extensively in the 
manufacture of stainless steel and 
other nickel-bearing items that re- 
sist rust, heat and _ corrosion. 
Nickel was described as a “vital 
component” of two-thirds of all 
stainless steel and an even more 
important ingredient in other types 
of alloy steel. It is used in some 
cast iron and in the undercoating 
and plating of many metals. 

Plumbing fixtures may no longer 
contain any nickel under the new 
rules with exception being listed 
for hot water heater tanks and 
coils. where corrosion would ruin 
pipes in less than three years, in 
oil filter screens, gas pilots, and in 
nozzle fittings of oil burners. 
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THE WHIRLING WHIMPUS 


(Turbinoccissus nebuloides) 


Occasionally it happens that inexperienced 
hunters and others wandering in the woods 
disappear completely. Guides are unable to 
locate them and all kinds of theories are 
offered to explain the disappearances. 


From the pine forests of Oregon comes the 
rumor of an animal called the whirling 
whimpus, the existence of which may throw 
some light upon the fate of those who fail 
to come back to camp. 


According to woodsmen who have been 
“looking” timber in north central Oregon, 
the whimpus is a bloodthirsty creature of no 
mean proportions. It has a gorilla-shaped 
head and body and enormous front feet. Its 
unique method of obtaining food is to station 
itself at a bend in the trail, where it stands 
on its diminutive hind legs and whirls. The 
speed is increased until the animal is invis- 
ible, and the motion produces a strange dron- 
ing sound, seeming to come from the trees 
overhead. Any creature coming along the 
trail and not recognizing the sound is almost 
certain to walk into the danger zone and be- 
come instantly deposited in the form of syrup 
or varnish upon the huge paws of the 
whimpus. 














LUMBER LEGENDS 
AS WE REMEMBER THEM 
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WHIMPUSES OR NOT—Kinzua Pine 
Quality Can’t Be Obliterated! The ex- 
pertly machined wide Kinzua Pine 
clears shown below illustrate the bright 
appearance found in all Kinzua Pine 
products. Soft textured and easily 
worked, Kinzua Pine is stored and 
loaded under cover, shipped to you in 
excellent condition. 


Sold 
‘Qualit 


Csuaranté 


Kinzua_ Pine’s 
peerless quality is 
a legend among 
today’s lumber- 
men and lumber 
dealers. Let us 
have your in- 
quiries. 





Proposed Lumber 
Grading Rules 


At a series of meetings West 
Coast lumber manufacturers have 
considered a proposal to simply the 
grading rules, aimed at accom- 
plishing three things: 

1. Reduce the number of grades. 

2. Substitute names for 

bers on some grades. 

2. Encourage more 

grade-marking. 


All three parts of the proposal 
have been discussed by industry 
members for many years and are 
not new. They have, however, not 
previously been combined into one 
proposal as is now done. 

The discussions so far have been 
confined to the clear items which 
are usually sold through retail lum- 
ber dealers, and to boards and 2” 
dimension. No changes in 3” and 
thicker commons or on any of the 
special grades such as_ railway 
grades have been suggested. Names 
and marks used in the accompany- 
ing table are arbitrary selections 
by the staff for purposes of dis- 
cussion and may be changed if the 
proposal is adopted. 


universal 


Award Certificates 
For Top Literature 


The Steel Joist Institute, Wash- 
ington, D.C., and the Overly Manu- 
facturing Company of Greensburg, 
Penna., have been awarded Certifi- 
cates of Exceptional Merit in the 
Annual Products Literature Com- 
petition, which is sponsored jointly 
by The American Institute of Arch- 
itects and The Producers’ Council. 

The awards were presented June 
15 in Seattle, at the semi-annual 
meeting of the Producers’ Council, 
part of the pre-convention program 
of the American Institute of Archi- 
tects. 

In addition to the two top win- 
ners, 11 building product manufac- 
turers were named for certificates 
of merit and 24 others were given 
honorable mention. The Armstrong 
Cork Company was the manufac- 
tured to receive the most awards: 
a total of five in three different 
classifications. 

The purpose of the competition 
is to improve technical presenta- 
tion of building products in adver- 
tisements and manuals, thus as- 
sisting the architect in his job of 
selection and specification. 
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Proposed 
Present Grades 
Dimension 
Select Structural 
No. 1 and No. 2 
No. 3 
No. 4 
Boards 
Select Merchantable 
No. 1 and No. 2 
No. 3 
No. 4 
Clears 


B & Btr. & C 





Select Structural 
Structural 
Construction 
Utility 


Select Merchantable 
Merchantable 
Construction 

Utility 





Grade Changes 
Proposed Grades 


Proposed Marks 


Sel-Str 
Struct 
Const 
Util 


Sel-Mer 
Merch 
Const 
Util 


AAA 
AA 


A 





Yale University 
Forestry Grants 


Three new grants totaling $210,- 
000 to support research and fellow- 
ships for graduate study at the 
Yale School of Forestry were an- 
nounced by George A. Garratt, 
dean of the school. 

At the same time, Dean Garratt 
announced the names of nine com- 
panies and two individuals who 
have contributed to the General 
Forestry Endowment fund. These 
gifts are part of the long-range 
campaign to raise $5,730,000 for 
enlarging the teaching and re- 
search program at the Yale School 
of Forestry. 


The three announced grants are: 

1. The Weyerhaeuser Timber 
Foundation of Tacoma, Wash., has 
donated $100,000 to establish the 
Charles S. Chapman Memorial 
Fund. 


2. The Crossett Lumber Com- 
pany of Crossett, Ark., the For- 
dyce Lumber Company of Fordyce, 
Ark., and four members of the 
Watzek family have contributed 
$80,000 to establish the Ralph C. 
Bryant Memorial Fund. 


3. The Crown-Zellerbach Foun- 
dation of San Francisco, Calif., has 
donated $30,000 to establish a spe- 
cial regional fellowship fund. 

Dean Garratt in announcing the 
list of donors to the General For: 
estry Endowment said that the 
fund is unrestricted. The two in- 
dividual donors are: Mrs. David S. 
Ingalls, of Cleveland, Ohio, and 
George Hewitt Myers, of Washing- 
ton, D. C. 

The nine companies that contri- 
buted are: Cascade Lumber Com- 
pany Yakima, Wash.; Dykes Lum- 


ber Company, New York City; El- 
lensburg Lumber Company, Ellens- 
burg, Wash.; Gaylord Container 
Corporation, St. Louis, Mo.; Gen- 
eral Box Company, Des Plaines, 
Ill.; Naches Box Company, Naches, 
Wash. 

Also, Northwest Paper Founda- 
tion, Cloquet, Minn.; St. Paul and 
Tacoma Lumber Company, Ta- 
coma, Wash. and the United Shoe 
Machinery Company, Boston, Mass 








Perpetual Inventory Control 


What are the advantages of a per- 
petual inventory control system? It 
saves time and labor and reduces oper- 
ating costs. A good perpetual inventory 
control system is one way to reduce 
operating costs. American Lumber- 
man’s next issue will explain how a 
Vermont dealer set up his inventory 
control system and what it has done 
for him. 


Mr. Richard G. Ryder, Holden & 
Martin Lumber Co., Brattleboro, Vt., 
author of this dealer article, says that 
“a definite advantage of a perpetual 
inventory system is the anticipation of 
shortages . . . It is difficult to pay 
operating costs out of the profit from 
a sale that was lost because you are 
out of an item.” 


Be sure to read, “How to Halt In- 
creasing Operating Costs by Inventory 
Control,” in the next issue—June 29. 
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“THERE'S MORE TO OUR 
_ PARTNERSHIP DIVIDEND PLAN 


THAN MEETS THE EYE: ; 





T out oF EveRY S RETAILERS 
OF HARDWARE OWNS ONE OF OUR 


Jool Bars 


ASK OUR HARDWARE’ DISTRIBUTORS’ SALESMEN | ‘ 


THE PECK, STOW & WILCOX COMPANY — SINCE 1785 — SOUTHINGTON, CONNECTICUT, U.S.A. 


100% SANITARY 

100% WATERTIGHT 

EASILY INSTALLED 
COMPLETELY SELF-SEALING 


4 


BIG REASONS eee 


WHY BUILDERS PREFER HUDEE 


1. Patented installation makes completely self-sealing unit. 
2. A sink frame that is 100% watertight — 100% sanitary. 
3. A continuous welded frame with an inconspicuous weld. 
4. Easy to install—no rabbeting, scribing or special tools. 
5. Installed with equal efficiency in-the-shop or on-the-job. 
6. You confidently guarantee every installation with Hudee. 
7. Used with any top-covering — linoleum, rubber, plastic. 
8. Installed after all top-covering material is applied, bowl may 

be removed at any time without damage to top-covering. 





MANUFACTURERS AND DISTRIBUTORS 
CHICAGO 10,1LLINOIS 


IN CANADA, WALTER E. SELCK AND CO., LTD., TORONTO 











and Easier 


TO INSTALL SINK FRAMES - 
WITHOUT RABBETING, SCRIBING 
OR SPECIAL TOOLS - WHEN THEY 
USE THE... 








Iggy e 
ALANA < 


Hudee is the amazing Sink Frame that has earned the 
enthusiasm of Dealers, Builders, Architects, Cabinet Manu- 
facturers, Plumbers and Home Owners. The eight reasons 
for Hudee superiority, as listed at the left, justify its ac- 
claim as the “World's Finest Sink Frame." 


Builders particularly appreciate the Easy-To-Install feature 
of Hudee and its great saving of time. Actually, the Hudee 
is installed in four easy steps: 


(1) Using the frame itself as a template, mark the location 
of the cutout for the sink bowl. This can be done either be- 
fore or after covering material is installed. (2) Cut out the 
hole as marked, using an ordinary keyhole saw. (3) Place 
the bowl and Hudee frame into position. (4) Space lugs 
around frame and tighten lug bolts. The Result—A Perfect 
Installation Every Time. 


The Hudee Ideal Sink Frame System is sold through Lumber 
and Building Material Wholesalers everywhere. 


WRITE TODAY FOR LITERATURE AND PRICE LIST 
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FOR DOORS THAT BLEND 
WITH THE HOME DESIGN, 


It’s JOnG-ReLi 


When you want doors that blend with the 
character of the home... offer fine dec- 
orating possibilities ...look to Long-Bell. 
Created for beauty and service, panel doors 
and sash doors by Long-Bell are precision- 
manufactured to assure consistent high 
quality and uniformity. Available in Pon- 
derosa Pine, Douglas Fir or California Fir. 


Style-designed Long-Bell doors and Long- 
Bell windows are available in top quality 
Ponderosa Pine or economical California 
Fir and distributed only through Millwork 
Jobbers. 





LUMBER 
West Coast Douglas Fir, Hemlock and Cedar, 
Ponderosa Pine, White and Douglas Fir, Southern 
Pine and Hardwoods 
FACTORY PRODUCTS 
DOUGLAS FIR — Quality Frames, Industrial Cut 
Stock, Doors, Kitchen Cabinets, Unpainted Furni- 
ture, Prefabricated Building Stock 
PONDEROSA PINE—Quaolity Frames, Industrial Cut 
Stock, Sash and Doors, Glazed Sash, Box Shook 
Varied Products 
PLYWOOD 
Douglas Fir and Ponderosa Pine. 
OAK FLOORING 
PRESERVATIVE TREATED PRODUCTS: 
Woods, Posts, Poles, and Piling treated with Creo- 
sote and Standard Salt Preservatives. 


a FABRICATED TIMBERS = 


The Jonc-Betz Jumber Company 


Established 1875 — Kansas City 6, Mo. 



































DIVISIONAL SALES OFFICES 


EASTERN DIVISION — KANSAS CITY, MO. WESTERN DIVISION — LONGVIEW, WASH. 
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YOU CAN GET CEDAR 
SHAKES AND LUMBE 
IN MIXED CARS 


Let us handle your shipments 
quickly, efficiently and economically 


offi, 





vrrervrarvrrrcdvegy 
WITT We 





Order what you want... 


We will arrange delivery FTE SHARES 
UNDERCOURSING 
NO. 1 CEDAR SHINGLES 
You CAN NOW MEET your complete lumber material needs at NO. 2 CEDAR SHINGLES 
, RUSTEX TIGHT-KNOTTED CEDAR 
low cost through our new Dealer Purchasing department here (1”x8” Paneling) 
. ‘ , , * PILGRIM TIGHT-KNOTTED CEDAR 
at Colonial. We are offering mixed cars of West Coast forest (1”x10” Bevel Siding) 
. at y ~wifcati smi ; ARISTOCRAT TIGHT-KNOTTED CEDAR 
products to meet your specifications, eliminating the need to (1%4"x10” Bevel Siding) 
purchase many full cars. By ordering from us EXACT quan- MAJESTIC TIGHT-KNOTTED CEDAR 
(1%2"x12” Bevel Siding) 
tities of what you need you will realize increased profits from TOTEM HANDSPLIT SHAKES 
K.D. FLOORING AND SIDING 
FIR AND CEDAR FINISH 
creased protection against market fluctuations. At the same time K.D. DIMENSION STOCK 
CEDAR BEVEL AND BUNGALOW SIDING 


less warehousing, smaller tie-ups of investment capital and in- 


we assure you products from quality mills loaded in minimum 
time. And our FITITE price lists still apply, even though you 
order them shipped in conjunction with other lumber prod- 
ucts. We even assume the stopoff charge if you order 100 or 
more squares of FITITE SHAKES and 100 squares of under- 


coursing. We invite your further inquiry —call, write or wire— 


COLONIAL CEDAR COMPANY, INC. 


600 WEST NICKERSON STREET + SEATTLE 99, WASHINGTON + GARFIELD 5611 
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EASILY 
INSTALLED 


ALASKA 

Glass Sash & Door Supply 

Anchorage, Alaska 

Don Able Millwork and 
Building Supply Co 

Juneav, Alaska 


COLORADO 
Prefabricators, Inc 

3800 Race Street 
Denver, Colorado 
SOUTH CAROLINA 
Dealers Supply Company 
420 West McBee Street 
Greenville, South Carolina 
GEORGIA 

Randall Bros 

Atlanta, Georgia 

1OWA 

Calmar Manufacturing Co 
Calmar, lowa 

ILLINOIS 

Harbor Plywood Corp 
1444 W. Cermak Road 
Chicago, Illinois 
INDIANA 

Allied Wholesale Co 
1212 S. Walnut Street 
South Bend, Indiana 


BuILpING Propucts 


FULLY 
WEATHERSTRIPPED 


Send today for this fully illustrated 
folder which gives you all of the 
features that are making the ‘‘400” 
the fastest growing removable win- 
dow on the market. Construction 
installation details 


and 


included. 


Few choice territories still open. 





EASILY 
REMOVED 


Contact your local lumber dealer or 


A.R.B. WINDOW SALES CO. 


306 E. State Fair, Detroit 3, Mich. 


THESE JOBBERS SELL THOUSANDS OF ''400’s” 


MICHIGAN 

Ros Curtis Company 

831 Oxbow Lake Road 

Milford, Michigan 

Royal Oak Wholesale Co 

2121 S. Michigan Ave 

Saginaw, Michigan 

West Michigan Sash & Door Co 
Grand Haven, Michigan 


MINNESOTA 

Marvin Lumber & Cedar Co 
Warroad, Minnesota 
MARYLAND 

Dixie Millwork Company, Inc 
Hagerstown, Maryland 
Monumental Millwors, Inc 
1101 S. Brunswick Street 
Baltimore, Maryland 


NEW YORK 

General Millwork Corporation 
529 Main Street 

Utica, New York 

Cameron Lumber Company 
Newburgh, New York 

The Gibson Door Company 

1 Arnold Avenue 

Utica, New York 


MERCHANDISER 


Rock Island Wholesale Co 

52 Leslie Avenue 

Buffalo, New York 

Wood Glass Company 
Newcort Ave. Eastwood Station 
Syracuse, New York 

Mercury Millwork Corporation 
Garden City, Long Island, N. Y 


MISSOURI 


Lumbermans Supply Company 
22nd and Olive Streets 
St. Joseph, Missouri 


Defiance Window Mfg. Company 
1605 S. Kingshighway 

St. Louis, Missouri 

NEW HAMPSHIRE 

D'Arcy Company, Inc 

Dover, New Hampshire 
MASSACHUSETTS 

Springfield Millwork Company 
Springfield, Mass 

NEBRASKA 


Presto-Matic, Inc 
24th and Spring Streets 
Omoaho, Nebraska 


OHIO 


Toledo Door & Sash Co 

901 Hoag Avenve 

Toledo 7, Ohio 

Akron Sash & Door Company 
Akron, Ohio 

Cincinnati Sash & Door Co 
Front and Freeman Street 
Cincinnati, Ohio 

Great Lakes Sash & Door Co 
3920 Lakeside Avenve 
Cleveland, Ohio 

interstate Sosh & Door Co 
836 Savanah Avenue 

Canton, Ohio 

Teachout Sash & Door Co 
100 Spring Avenue 
Columbus, Ohio 


PENNSYLVANIA 

W. C. Ashenfelter & Son, Inc 
Colonial and Del River 
Philadelphia, Pennsylvania 
N. B. Epstein Company 
Scranton, Pennsylvania 
Lyman-Felheim Company 
2010 Holland Street 

Erie, Pennsylvania 


Whipple Bros., Inc 
Laceyville, Pennsylvania 


TENNESSEE 
Nashville Sash & Door Company 


152 2nd Avenue North 
Nashville, Tennessee 


UTAH 
Utah Sash & Door Factory 


2341 South State Street 
Salt Lake City, Utah 


VIRGINIA 

Virginia Sash & Door Company 
Box 1097, Roanoke, Virginia 
Sash Door & Glass Corp 

Sixth & Slocton Streets 
Richmond, Virginia 


WEST VIRGINIA 


W. A. Wilson & Sons, Inc 
1409 Main Street 
Wheeling, West Virginia 


WASHINGTON 

Lumbermons Supply Corp 
3002 Mission Avenue East 
Spokane, Washington 
Dealers Millwork Supply, Inc. 
1441 West Elliott Street 
Seattle, Washington 
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4 Powerful Reasons 
why costs go down with 


‘ossin TRUCKS 


CHEVROLE 


on the job 


EXTRA POWER WITH ECONOMY! More hauling power, greater 
economy! That's the result of new 7.1 to i compression ratio of 
improved Loadmaster engine on 5000 and 6000 Series heavy-duty 
and forward control models—optional on 4000 Series heavy-duty 
trucks. Thriftmaster engine in light- and medium-duty models pro- 
vides traditional Chevrolet economy. 


ENGINEERED FOR THE JOB! With Chevrolet, you buy a truck that 
is exactly right for the job. Not too big. Not too small. You get a 
truck engineered from the ground up with your job in mind—with 
the right tires, springs, axle, clutch and engine. You get a truck that 
will stick on the job day after day, and do your work at lowest cost. 


BUILT TO LAST! The extra-sturdy construction of Chevrolet ad- 
vance-design trucks means longer life, even lower costs. Now, 
Chevrolet trucks are brawnier than before—with heavier, more 
rigid frames, with greater ruggedness and stamina built right in. 
These are the toughest and the sturdiest Chevrolets ever. 

THE LINE LISTS FOR LESS, TOO! With all the solid superiorities that 
Chevrolet offers—with all their special features and advantages— 
this great line of haulers lists for less than any other trucks of com- 
parable size and specifications. See your Chevrolet dealer. Chevrolet 
Division of General Motors, Detroit 2, Michigan. 
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June 


CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES — 
the Loadmaster or the Thriftmaster —to 
give you greater power per gallon, lower 
cost per load. POWER-JET CARBURETOR — 
for smooth, quick acceleration response. 
DIAPHRAGM SPRING CLUTCH —for easy- 
action engagement. SYNCHRO-MESH 
TRANSMISSION —for fast, smooth shift- 
ing. HYPOID REAR AXLE—for dependa- 
bility and long life. TORQUE-ACTION 
BRAKES—on light-duty and medium-duty 
models and on front of heavy-duty models. 
TWIN-ACTION REAR BRAKES—on heavy-duty 
models. DUAL-SHOE PARKING BRAKE—for 
greater holding ability on heavy-duty 
CAB SEAT—with double deck 
springs for complete riding comfort. 
VENTIPANES—for improved cab ventila- 
tion. WIDE-BASE WHEELS—for increased 
tire mileage. BALL-GEAR STEERING — for 
easier handling. UNIT-DESIGNED BODIES— 
for greater load protection. ADVANCE- 
DESIGN STYLING—for increased comfort 
and modern appearance. 


models. 





in demand 'j 
in value; 
in sales 
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You'll make more sales at lower cost with a Masonite 
Selling Center. Never before has so little floor space 
sold so much of any building material. Here’s why; 
1. Helps customers sell themselves. They can see it, feel it, and buy it. 
2. Sells the ‘‘do-it-yourself’’ market. Builds volume in small panels—leads to bigger sales. 
3. Sells the ‘‘use’’ of Presdwood. Photos build customer desire. 
4. Demonstrates uses of Presdwood”. Display is built of different types of Masonite Presdwood. 
5. ‘‘Educates’’ your customers. Includes sample pack, “‘Dial-it-Right” and helpful literature. 


6. Sells related items. Every Masonite Presdweood sale calls for additional materials. 


T © 
Masonite Selling Centers meet your MASO od 4 E 
requirements—three types available. See 

your Masonite representative for details, 


Dept. Al-6-15, Box 777, 
CORPORATION cheese 90, tines 
or write— 


“Masonite” signifies that Masonite Corporation is the source of the product 


BETTER HARDBOARDS FOR BETTER PROFITS 
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a COMPLETE LINE of 


Ff DRY WALL TOOLS 
...another GOLDBLATT First 


2-FOR-1 TOOL. for dry wall feathering. 2 flexible spring on 1 bledes, 1 1 
curved, | flat. Blades instantly interchangeable or may be used together 
if rigidity is desired. Each blode fits in either 
knife position, as illustrated, or reverse trowel 
position beneath the handle. Hardwood 
handle, steel ferrule. 

DW21 — Complete with blades...... Each $4.95 
_») OWFB — Extra Flat Blade... Each 1.75 
> od i (8 wide x 6” long) 
a DWCB — Extra Curved Blade 


‘ (8 wide x 41/2" long) 
~ - 
ey /™ SN 


CORNER TAPING TOOL. 100° ~~ 
spring steel flex-o-blades make it pos- 
sible to cement both sides of a corner 
ot once. Tape can be smoothed to 
clean angle in one operation. Smooth, 
comfort-grip hardwood handle. Frog 
and rane of lightweight aluminum. 

3’ x 5’. Total weight of tool only 

7 oz 


oOwcT 
















Each 1.75 













Each $3.95 
















CURVED BLADE TAPING TROWEL. For 
those ee trowel style tool for 
taping work. Tool has a spring steel 
blade with a 3/16” concave radius. 
Blade is securely riveted to tough, 
lightweight aluminum mounting. Com- 
fortable handle. Blade size 10/2" x 
4" 



















Les 
te 
—, 


DRY WALL CEMENT HAWK. Specially 
made for wall board work. Stainless 
steel blade measures 10” x 5” and 
has a 1” lip. Howk weight only 18 
or. for lightweight comfort. Comfort- 
able boon type handle. Smooth 
surface makes this tool practically 
self-cleaning. 


DWCH 


feck $4.10 








... Each $2.75 
















TAKE-DOWN “'T” SQUARE. 477%" leg with 18” “T”’. 
“T’ folds down to align with | for convenient 
carrying and storage (see illustration). 477" leg, 







perfect for scoring 48° wall board panels. Square 
weighs only 20 oz. 
DwTt ; Le 






Items shown above ore only a few of the many Dry Wall tools and acces- 

sories you'll find in the new Goldblatt Dry Wall bulletin. Fill in coupon 

below and return today for your free copy . . . and Dealer Discount Sheet. 

Prices shown above ore suggested list. Our comprehensive 116-page 
Catalog of Tools and Equi nt the Trowel 
Trades is also yours, Free for the asking. 


oldblat) TOOL COMPANY, 


1924-B Walnut Street + Kansas City 8, Mo. 














Please send me Free Goldblatt Dry Wall Bulletin. 


Please send me Free 116-Page Catalog 
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Letters to the Editors___ 


“When Price Is A Problem” 


To the Editor: I have just seen a copy of a reprint 
of your article, ‘When Price is a Problem,” from the 
American Lumberman. This article so well expresses 
the philosophy of aggressive salesmanship in the 
lumber industry at the retail level that we would 
like to use it in our instruction here. 

If you have sufficient copies of this article on 
hand, I would greatly appreciate your sending me 
100. 

Herbert I. Winer, Instructor in Forestry, Yale Uni- 
versity, New Haven, Conn. 


Finds Dealer Products File Helpful 
To the Editor: I have just been checking through 
your 1953 Dealers Product File. 

It certainly is a complete record of just about all 
the building products that are made, and offered to 
the dealer. 

I especially like the way you have set out the defin- 
ite plan and suggestion for doing certain jobs, 
through the entire book covering so many many 
items. 

Then the index in the rear gives one immediate in- 
formation as to where and from whom he can pur- 
chase certain items he might be in need of. All in 
all it is a fine piece of work. 

Hy. Guhleman, Scruggs-Guhleman 
Jefferson City, Mo. 


Lumber Co., 


They Like the ADservice Mat Service 

To The Editors: I like your ADservice mat service 
very much. The fact is that two weeks is too long to 
wait. 

Could you answer a few questions? Are you to 
continue building it around package selling? What 
subjects do you intend to cover? Will you continue 
beyond the 13 issues? Has the response from dealers 
been gratifying? 

The best thing A.L. ever did for the dealer, for 
now every dealer can do a professional job of adver- 
tising. 

R. W. Nowels, Nowels Lumber and 

Coal Company, Rochester, Mich. 

To the Editors: While reading your American Lum- 

berman issue of February 23rd, we came across your 

advertisement regarding the mat page which inter- 
ested us very much. 

We are attaching check for the amount of $3.95 
and shall appreciate receiving from you at an early 
date this entire mat page. 

8S. E. L. Maduro & Sons, Inc., 


“By Jupiter” Available to All Dealers 
To the Editor: We should like to take this opportun- 
ity to thank you for the film entitled “By Jupiter’ 
which was shown at our employe sales meeting. This 
was a most excellent film and certainly presented a 
story of how to live by being wisely selfish. This is 
the sort of selling technique that we are hopeful of 
installing in all of our men, and the message could 
not have been presented better than by this film. 
Lloyd A. Gates, J. H. Patterson Company, Rock- 
ford, Il. 


Curacao, N. A 
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BECAUSE THE 
FIBRES ARE LONG... 


AL i} : 


TO HANDLE a | VN 
; =: _ : 5 pt 
HEAVY CRATING . 


Time and cost are important items in any man’s 

business... that’s why more and more box fac- 

tories, shippers, and food distributors are speeding 

‘ production and reducing costs with Western White Spruce 

from Western Canada. Light, strong, odorless Western 

White Spruce is a wood of many uses... easy to resaw 

... tough too .. . it will take automatic nailing without split- 

ting and wili endure all the hard knocks of weight and 

rough handling. Plentiful supplies are available for quick 
shipments to the United States. 


i 
BUILDING 
we McLEOD BUILDING 


EDMONTON ALBERTA CANADA 
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Keymesh used to provide a tight, durable key 
for insulation covering on supply ducts. 








Proved on many thousands of types 
of reinforcing jobs all over the nation, 

the outstanding features of Keymesh 
make it the most versatile and 


preferred lightweight reinforcing 


to use, easy to handle, but goes up fast, 


{ 
f 
{ 
obtainable. It is not only economical | 
is noninjurious to the hands, provides | 





smooth troweling, and really reinforces 
through its open-mesh design. The 
reverse twist weave and the hexagonal 


mesh design provides multidirectional 


reinforcing as well as greater 


bonding surface. 









Applying Keymesh reinforcing as a base for in- 
terior tile. Notice the ease of handling. 





KEYMES 


Keymesh reinforcing lays flat as a strong, 
crack-resistant underbed for terrazzo floor 
Mvee Mlieclait, Mole Mel sell Milla titiry 


GALVANIZED 
REINFORCING 


the most versatile lightweight reinforcing you can obtain 


As tile or terrazzo underbed reinforcing or 
used with concrete, mastic, oxychloride, as- 
phalt emulsion and other finishes for floors 
and walls—Keymesh has gained wide accept- 
ance and preference. It is easier to handle on 
the job, rolls out flat, and provides multi- 
directional reinforcing with greater bonding 
surface through its reverse twist weave and 
hexagonal mesh design. 

Keymesh also assures a firm, crack-resist- 
ant base for any type of roof deck finish 
applied over a ‘‘mix’’ substance. In addition, 


it makes an easy-to-apply base for the insu- 
lation of large air ducts, pipe lines, outside 
tanks and vaults. Tile or similar surfacing 
installations applied over tubs, in showers, 
or in complete bathrooms remain water tight 
and structurally sound when the base is 
reinforced with Keymesh. 

In fact, Keymesh will provide more per- 
manent reinforcement for lasting quality and 
beauty on any location where stucco, plaster, 
concrete, or any finish over a “mix’’ base 
substance is used. 


ASK YOUR SUPPLIER ABOUT KEYMESH 





_ 


Roof deck installation starts with the ap Keymesh reinforcing was nailed direct to 


plication of Keymesh reinforcing in easy old floor 
to-handle rolls 


Keymesh reinforces plaster or any base 


New floor surfacing is being ap for wall or floor tile assuring maximum 
plied here over the reinforced base crack resistance 





KEYSTONE STEEL & WIRE COMPANY, PEORIA 7, ILLINOIS 


KEYMESH * KEYCORNER * KEYBEAD * KEYSTONE NAILS 
KEYSTONE WELDED WIRE FABRIC * KEYSTONE TIE WIRE 


4293 Bandini Blvd 1800 N.W. 16th Ave. 
Los Angeles 23, Calif Portland 9, Oregon 


930 19th Ave 1544 First Ave., South 
Ookland 6, Calif. Seattle 4, Washington 
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For well over 50 years Northern Woods have been recognized for their high quality. The 
Northern Lumber Mills are better equipped today than ever before to serve you with well- 
manufactured, accurately-graded Northern Woods. Consult the firms on this page for your 
requirements in Northern Woods. 


*tboeha- Madisen Lumber Co. . . . Milwaukee 3, Wis. “poodman iumber Company 


Linden, Mich., White Lake, Wis. Mirs. - ~ 
hardwood Flooring. K. D. facilities availa ot cm OP- 
mente dried bar woods from stock at 


Goodman, Wis. 
Northern Hardwoods, Hemlock, White Pine. Basswood, Hard- 
wood Dimension. Planing mill. Dry Kilns. Rotary cut veneers. 


Hardwood Lumber. Old Faithtul Hemlock. NORTH- 
WHITE PINE. NORWAY PINE and Piling. Excellent 
ansit Millworking Facilities. 


Cail So Lumber Co... «Sault Ste Marie, Mich es Pole & Tie Co, =... . Newberry, Mich. 


Northern Hardwoods, Hard Maple ¢,See > * ame 
Pine. Modern Dry Kilns. Facilities for oie ay 


* . , : ' 
Mountain, Mi Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 
“Abbott Fox Lumber Co. SAS 8 ° Iron tain, Mich. z oddis Lumber & Veneer Co. of Mich. . . Ironwood. Mich. 
Manufacturers gnd Concentrators of Hardwoods, Hemlock and B ce. & Veneer Co.,, Ltd... Sault Ste. Marie. Ontario, Can. 
White Pine. Planing Mills. Dry Kilns. . . N. Hdwds., Hemlock. W. Pine. Cedar Prod.. 


Flo Hdwd. Ven‘r'd Doors. Wivoue Mod. Dry Kiln fea. 


* Conner Ur. & Land Co. (Canmore, Neh et) Oe Marshfield, Wis. *jnonen Lumber Co. _ Ironwood, Mich. 
a. 5, Hardwoods, Hemlec! w. P *—Codar Shingles. Northern Hardwoods, de. Hemlock. White Pine, Spruce. Planin 
‘osts. ta aytite Rock Maple & ‘buck ne —Dimension stock. Mill—Moders Dry Ellns. Sales agents for the “AAA” bron 
Hardwood Flooring. 





e , . 
tHorner Flooring Co. =. =. =. «=. =. Dollar Bay, Mich. *Copeland lumber Se cece Chicago ill. 
MFMA Northern Michigan Hard Maple and Birch Fleoring M A ac Michig 
Northern nay SS Kils Drying oan" Stice noe + CF AGO Be. ont Le Sa Salle St. 
Tel Mich. 652 Hardwoods, White Pine and Hemlock 





Schneider Bros. Lumber Co. . . . . Marquette, Mich. *C. M. Christiansen Co. =. =. =. =. Phelps, Wis. 
North Hardwoods d Hemlock, Hardwood Dimensions. ; ‘de 

on ough Hardwood Tamings Sesbwesd Pelleto—any size. Plan- - toot _ dw pF oy ~ OS cena 
ing an Ty 





*+Holt Hardwood Co. =. wt; _. Oeonto, Wis. “Wm. Bonifas Lumber Co. (,,.-<Mi “taren.) Sales Neenah, Wis. 


renisco, Mich. 
Maple. Birch. Beech, Oak Fleeriag. Sub. Assembled Block Northern Hardwoods, White Pine, 
rringbone. Parquetry types: all types Heavy Duty Flooring. Modern Dry Kilns. Expert Millwork. 


tMember Maple Flooring Mfrs. Assn. *Member Northern Hemlock & Hardwood Mfrs. Assn. 
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This § much-in-demand 
glass product 


requires no costly inventory 


_ you sell Pittsburgh Door Mirrors, you're 

handling a product that doesn’t need a lot of 
valuable floor and storage space . .. one that doesn’t 
require you to keep a large amount of money tied up 


in inventory. The only inventory you need is one 


one aha RE rang 


standard mirror “package” of five sizes—all 68” high 
and 16, 18, 20, 22, and 24 inches wide. These five 
sizes will fit more than 90% of all interior millwork 
doors—so you're almost sure to have the correct-sized 
mirror on hand when a customer wants one. 

You'll find, too, that Pittsburgh Door Mirrors are 
fast-moving, bring in quick profits. Most people feel 
that a home isn’t completely furnished unless it has 
at least one full-length door mirror . . . many people 
want two or three. Door mirrors are easy to sell, and 
merchandising aids — available to you free — make 


your selling job even easier. 





Get the complete details about Pittsburgh Door 
Mirrors—and the other Pittsburgh Glass Products— 
from your local Pittsburgh Plate Glass Company 
branch (on the west coast, a W. P. Fuller & Company 
branch). Or write direct to the Pittsburgh Plate Glass 
Company, Room 3216, 632 Duquesne Way, Pitts- 


burgh 22, Pennsylvania. 


MAD FROM 


PITTSBURGH 
PLATE GLASS 


This widely advertised Pittsburgh label is recognized by your customers as y 


the mark of quality Plate Glass. /Aake sure it's on the products you handle. 


lp PAINTS - GLASS - CHEMICALS + BRUSHES - PLASTICS - FIBER GLASS 
G 


tee eee ewe PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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ALCOA 
MEANS 
BUSINESS! 


A complete line with ALL 
the accessories! 

You stock only the sizes and styles 
most popular in your territory ... 
but your nearby Alcoa Distributor 
carries the rest! It keeps your in- 
ventory at a minimum yet offers 
your customers the complete line 

. with all the accessories. Find out 
how you can be an Alcoa Dealer in 
your locale. 

MAIL THIS COUPON, TODAY! 


ALUMINUM COMPANY OF AMERICA 
2117-F Alcoa Building 
Pittsburgh 19, Pa. 


Please send me information on the Alcoa 
line of Farm Roofing and Accessories. 


Name 
Company 


Address 





Alcoa -. 
Aluminum 


ALUMINUM COMPANY OF AMERICA 


30 





\dvertixement 


A MODERN STORE, a friendly atmosphere, and 
up-to-date seliing techniques have contributed to 
the success of Morrow Brothers and Heath Co., Inc., 
one of the South’s leading distributors of Alcoa 


Farm Roofing. 


MR. W. E. MILTON, a key figure in the Morrow 
Brothers picture, has found Alcoa Roofing “a profit- 
able item for any dealer to handle.” To get all the 
details on how you can become an Alcoa Dealer, 
mail the coupon at left, below. 


NORTH CAROLINA DEALER CALLS ALCOA ALUMINUM ROOFING... 


“A profitable item 
for ANY dealer to handle’”’ 


“TI like to handle Alcoa Farm 
Roofing Sheet,” writes Mr. W. E. 
Milton of Morrow Brothers and 
Heath Co., Inc., “‘because all Alcoa 
Products are the best in alumi- 
num.” And he adds, “I feel it’s a 
profitable item for any dealer to 
handle.” 

This independent roofing deale: 
from Albemarle, N. C., demands 
that each product must show four 
main features before they consider 
taking on a line. They are: a fast 
moving item, a good profit margin, 
quick deliveries and plenty of ad- 
vertising and sales aids. 


ALCOA OFFERS THEM ALL 


Alcoa Farm Roofing moves fast 

. and almost every sale is a big 
one! In the majority of cases, roof- 
ing is purchased to cover an entire 
building ... or group of buildings. 
This results in more and larger 
sales—requiring less handling, pro- 
viding greater profit margins. 

Write today for all the details on 
how you can be an Alcoa Rural 
Roofing Dealer, or mail the coupon 
at left. The address is: Aluminum 
Company of America, 2117-F Alcoa 
Building, Pittsburgh 19, Pa. 


\ 


MIN 


ALCOA’S WEEKLY TELEVISION 
program, featuring America’s fore- 
most news commentator, is designed 
to have Edward R. Murrow presell 
your customers, make your job easier 

. your profits larger, as an Alcoa 
Dealer. 


WE © SELL 
) a og oy .\ 
ALUMINUM 


ROOFING 


THE ALCOA SIGN, hung in a con- 
spicuous place, is a real eye-catcher 
It identifies your place of business as 
“Roofing Headquarters” in your city 
or town; a distributor of aluminum 
products by Alcoa—greatest name in 
aluminum. 
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How fo sell more 
Armstrong’s M-67 Monowall 





ADVERTISE Monowall—Your sales will increase when you 
tell home owners and businessmen in your community that you 
carry this decorative panelboard with the tough M-67* plastic 
finish. Ad mats describing Monowall are available on request. 
Newspaper advertising offers you a practical, economical way to 
tie in with this nationally advertised product. When the ads bring 
in prospects, you'll find that Monowall practically sells itself. 

* T.M. Reg. applied for 














TELL the Monowall story — Explain to 
your prospects how easily Monowall can be 
cemented right over the old walls. Describe 
Monowall’s durable plastic finish — how it 
resists damage from soap, steam, grease, al- 
cohol, solvents, and stains. And remind 
them that when they’ve installed Arm- 
strong’s M-67 Monowall, they’re through 
with remodeling for many years to come. 


See. ts 














DISPLAY Monowall—An attractive, built-in dis- 
play can help turn prospects into customers. When 
they see the actual installation, they’ll appreciate 
Monowall’s glass-smooth appearance—its wide range 
of color and design. To help you add your own built- 


in display, Armstrong will allow you a special dis- 
count on the material. 














Mownowatt is a steady seller with three broad markets — home remodeling, commercial 
interiors, and new construction. There are bigger sales and steady profits in the Monowall 
Line for the dealer who follows these simple merchandising rules. For more infor- 

mation on Armstrong’s Monowall, call your local who!ssaler or write directly to 
Armstrong Cork Company, 4106 Rieker Avenue, Lancaster, Pennsylvania. 


Armstrong’s Building Materials 


M-67 Monowall® + Cushiontone® + Temlok" § - Hardboards - Insulating Wool 
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TRADEMARK 0 


es, © SUOStOtaat 
© GKORGIA—PA 


F QUALITY LUMBER 


or 
CIFIC or vwees company 


NSON LUMBER CORPORATION 


Manufacturer: WEST COAST LUMBER 
Mills: TOLEDO, ORE. Shipments: RAIL AND WATER 


Sales Offices: AMERICAN BANK BUILDING, 
PORTLAND 5, OREGON 
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NOW .. .sMALL BUSINESS 
CAN AFFORD, BIG BUSINESS 
CAN PROFIT BY MECHANIZED 
BOOKKEEPING AT LOWER COST. 


NEW! a SPECIAL DESIGN 
TO MEET THE WIDEST 
NEEDS OF BUSINESS AT 

THE LOWEST POSSIBLE COST. 


Remington Rand announces a new 
LOW-COST bookkeeping machine... 


SEE HOW IT SOON 


PAYS FOR ITSELF... 


Today’s best buy for clerical savings 


Complete figurework. You can now get five 
totals or more for posting, distribution 
and control—up to 140 digits of totals at 
your command for a new low cost. 


Complete description. ‘The typewriter key- 
board permits describing each entry on 
each record as your procedures require. 


Complete records. One writing of each 
charge or credit posts all records simul- 
taneously, with up-to-date balance for 
each account, and complete daily proof 
that all entries balance to the penny. 


Call for a demonstration at your local 


Business Equipment Center, or write 
\B-664 from Management 


for folder 


fontrols Reference Library, Room 


>, 
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2796, 315 Fourth Ave., New York 10. 


PROFIT-BUILDING 


Touch-method speed saves you valuable 
clerical time each day, keeps work up-to- 
date, takes the “rush” out of month-ends. 


Single-keyboard simplicity. Your present 
employees can quickly learn to use it. 
No costly training or premium salary. 


For any kind of work: receivables, payables, 
payroll, analysis or distribution, general 
ledgers, inventory, costing, many others. 


All the basic money-saving advantages of 
a top-price Gescriptive machine can now 
be yours for only a fraction of the usual 
investment. Easy to get started saving. 


Remington. Bland. 


IDEAS FOR BUSINESS 
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GETTY OPERATORS 


Qpou-and- Ghat, CASE 


Check the evidence yourself. Getty operators 
are used on more casement windows than all 
other operators combined! 


Your customers will like their easy, free-turning 
action—their fingertip control over window 
operation—their positive locking at any win- 
dow position. 

Getty Operator 4703W is the only 
And you will like handling a product that offers internally geared operator on the market 
vears of trouble-free service. for wood casements. This exclusive feature 
, permits the entire length of the worm to 
On new construction or remodeling the final engage the gear teeth at all times— 
verdict is: Getty operators are best for all metal assures smoother operation, longer life. 
or wood casement windows. Recommend them! 


H. 4 GETTY) & CO., INC. 3348 NORTH 10th STREET, PHILADELPHIA 40, PA. 
a 
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Coll the floor that’s NATURALLY benatiful ! 


Prefinished for economy and durability 


You build good-will along with extra profits when 
you sell Prefinished Bruce Strip Flooring. 

The owner gets more beauty and durability at 
lower cost because of the superb factory-finish. 
Tests prove it outwears surface finishes 3 to 1. 

The builder saves from 3 to 5 days on every 
home in which this prefinished oak flooring is used. 
And you make your regular flooring profit plus an 
extra profit on the factory-finish. 

There’s another plus for you: the increased sales 
volume you gain from handling highest quality, 
nationally advertised Bruce Strip Flooring. Write 
for prices, literature and sales helps. 


| ) E.L. BRUCE CO., MEMPHIS 1, TENN. 


Hedrich-Blessing Photo 
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THE PROTECTIVE FINISH THAT ENRICHES THE 
COLOR, RESISTS DIRT, STAINS AND WEATHER 


ADDS NEW SALES APPEAL TO SENSATIONAL ASBESTOS-CEMENT 


Color-Grained Siding 


First, Ruberoid introduced decorator colors and “shake” texture. Now, Ruberoid 
scores again with a revolutionary protective finish for Color-Grained asbestos- 


cement Siding that keeps colors bright and clean . . . resists dirt, stains and weather. 


Only Color-Grained Siding offers you all the sales benefits of economy, beauty 


and permanent color protection. See your Ruberoid salesman. Get your order in 


now for increased siding profits. The Ruberoid Co., 500 Fifth Ave., N. Y. 36, N. Y. 


“Patent Nos. 2307733, 2397734, others pending 


Thee RUBEROID ©o. 


ASPHALT AND ASBESTOS BUILDING MATERIALS 
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Already...an \ PURITAN'S 


We 


\ \ favorite! } pia net 


COTTON CLOTHESLINE 








with | FIBERGLAS 





big gains in 
this far West 


market” 
what our 


customers 


“Already a 
West Coast 
favorite!” 


: \ BR oe ’ 
with . ‘\8 | , re-order!” 
I OCL EY THC 


yestit® 
Go od =o qianet ve 


*T. M. Reg. U.S. Pat. Off. 


PURITAN CORDAGE MILLS, INC. 


LOUISVILLE, KENTUCKY 
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New Home of the Ludman 
Corporation— World's Largest 
Manufacturer of Awning 
Windows and Jalousies 


That's right! Because LUDMAN AUTO-LOK Windows are the 
WOOD windows women want most—this new plant had to be built 
WINDOWS to meet their demands! Women sell themselves on Auto-Lok 





windows the moment they see'them. And it’s no wonder! 
Ludman Auto-Lok is the first window that gives women 


everything they've ever wanted in a window. 


Stock and sell these outstanding windows! They'll boost profits 





for you! They help your contractors and builders sell more 





houses. Auto-Lok windows are readily available from complete 
jobber stocks located near you. They are made in a wide 


variety of sizes to answer every builder's requirements. Screens 





and storm sash are also available. 





Your customers need this window! Write today for complete, 
detailed dealer information and the name of the Ludman 


jobber near you. 
Sealed like a 


\ 4 
refrigerator... 
The tightest closing Ouse 
window ever made 


BOX 4541, DEPT. Al-6, MIAMI, FLORIDA 





UDMAN LEADS THE WORLD IN Window ENGINEERING 
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EDITORIAL 


Compensatory Pricing Principles 


Easy-to-Use Guides for 


No. 5 of a series 


Average net profits in the retail lumber and 
building products business have been slipping 
for the past three years. A more profitable ap- 
proach to pricing is essential for adequate profits 
This is the fifth of a new series of editorials 
covering an improved philosophy of pricing and 
the methods to apply it. 


Your profit is in your price. 
It is not the price you set but the price you 
get that counts. 


The maintained mark-up is the important one, 
not the budgeted one. 


The foundation of profitable pricing is a knowl- 
edge of costs all of them. 

The determination of costs is a science but 
pricing 1s an art 


Odd dollar and cents pricing is always more 
seductive to consumers than even-money quo- 
tations. 


In initiating price changes remember competi- 
tion will nearly always promptly follow you 
down but will lag in foliowing you up. One 
man in the company should be responsible for all 
price structures. He may delegate this responsi- 
bility but should be wary in doing so and fre- 
quently check net profit results. 

It is fully as important to know a competitor's 
costs, his services and his pricing principles as 
to know his prices. No two end-use packages of 
labor and materials are ever exactly the same so 
there is no basis for exact competitive compari- 
son. In end-use package sales, where dealers ac- 
cept responsibility for the workmanship of build- 
ers they recommend, they should get an addi- 
tional mark-up for this service. 

Contractor material prices should be the start- 
ing point for profitable pricing, and when selling 
ultimate consumers, dealers should add an extra 
profit for each consumer service rendered. 


Retail Prices Vary Two Ways 


Retail prices should never be based on a fixed 
mark-up for all items but on two types of vari- 
able mark-ups (1) variables on different kinds 
of merchandise and (2) variables for different de- 
grees of service rendered. 

What your competitor is actually charging for 
the specific services he renders is usually different 
from what the shopping buyer says he is*quoting. 
In estimating prices and doing any guessing about 
future expense trends it will be well to guess 
on the up side! 

On all sales items not requiring erection or in- 
stallation labor, there is nothing to be gained by 
withholding the price and many sales will be 
made through price display. On the other hand, 
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Profitable Pricing Practices 


when an end-use package is involved, involving 
either amateur or professional labor, it is well 
to quote the lump-sum price only after a thor- 
ough analysis of the services involved. 


Merchandising Really Counts 


In consumer selling, the advertising and sales 
effort behind a product usually have more bear- 
ing on the sale than the price. Other than prices 
on display, sales persons should always secure 
the following information before quoting prices: 
customer’s name, delivery address, quantity re- 
quired, what is the item to be used for and when 
wanted. In quoting prices where the potential sale 
ippears to be $100 or more, the salesman should 
always quote the monthly payment price using 
the phrase “‘as little’ or “tas low as.” It is better 
to quote piece prices rather than price per thous- 
and. All price quotations should be dated and re- 
corded. 

Operating owners’ and officers’ salaries should 
approximately 4°/ of sales. The net profit should 
be 10°7 on sales before taxes in addition to own- 
er’s salary which should be charged to expense. 

Prices should be tailored to immediate profit 
needs, long-swing profit objectives, competitive 
realities, cost variables and variables in customer 
benefits and services. 

The right price will attract patronage, avoid 
driving away patronage, assure continued pa- 
tronage, establish a reputation for sound values, 
return an adequate net profit margin over all 
costs and assure company’s share of local con- 
sumer dollars. 

Adequacy of price should be frequently veri- 
fied by costing sales tickets for a period to de- 
termine (1) gross margin realized and (2) net 
profit realized after deducting gross expense 
from gross margin realized. Every price cut or 
concession must be compensated for in terms of 
added mark-up on equivalent dollar volume if bud- 
geted net profit is to be secured. 

Until 10°; net profit on sales before taxes is 
achieved, prices should be established at the high- 
est mark-up under which an optimum number of 
customers will buy. 

Dealers who constantly apply these suggested 
principles should find themselves in the upper 
net profit brackets year after year. 
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DEALERS PRACTICE what they learned at early ses 
sion of telephone clinic sponsored by American Lumber- 
man and Illinois Bell Telephone Co Frank B. Stoltz 
Rubenstein Lumber Co., Chicago, facing camera, is the 
customer talking with Earl F. Tillery, Elgin (111.) Lum- 


ber & Supply Co. Their conversation is wire recorded 
then played back for helpful critical comment by com 
munication consultants Mary Kopesky, left, and Joan 
Crowley, far end of table. Helpful literature is available 
so you can hold similar clinics in your organization. 


How to Make More Sales by Telephone 


This article, based on American Lumberman’s telephone 
clinic, will help you turn your telephone into a sharper sales tool. 
It will show you how: 


. To turn inquiries into sales 





This is the first of two articles 
on successful telephone techniques. 


The telephone is your most 
important sales tool. How to use 
it more effectively is the subject 
of this article. But before you read 
further, remember this: 

To keep this tool at maximum 
effectiveness requires constant vig- 
ilance. Just reading these articles 
once and saying to yourself, ‘Those 
are wonderful ideas, I think I'll 
try them,” isn’t going to do the 
job for very long. These guide- 
posts should be reviewed regular- 
ly to make sure that you, and 
everyone in your organization who 
uses the phone to sell, is on the 
ball—-and stays that way. 

Why not make this subject of 
effective telephone technique one 
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l 
2. To step up your collections 
3. To develop new sales leads 


for your next employe’s meeting? 
Ask each employe to check others 
regularly on _ correct’ telephone 
habits. It will pay off in more 
sales and better customer rela- 
tions. 

“Whenever I need a new sales- 
man,” one dealer said, “I always 
interview applicants over the phone 
first. If their voices don’t sound 
pleasant, clear and interesting, I 
don’t bother to interview them per- 
sonally.” 

Realizing the increasing impor- 
tance of the telephone as a sales 
tool, American Lumberman invited 
1 dozen dealers from yards in Tlli- 
nois and Indiana to sit in on a 
special telephone clinic arranged 
in cooperation with the Illinois Bell 
Telephone Co. at their headquar- 
ters in Chicago. 


and sales 


Two communications experts il- 
lustrated the points which are 
brought out in this article. Finally, 
the dealers paired off for actual 
telephone conversations which 
were wire-recorded and later criti- 
cized by one of the communica- 
tions consultants, who work under 
the direction of H. A. Morris. 

Dealers attending the American 
Lumberman telephone clinic were: 
Ira B. Joseph, Joseph Lumber Co.; 
Walter G. Siegel, Siegel Lumber 
Co.; Frank B. Stoltz, Rubenstein 
Lumber Co.; Henry Addis, Harvey 
Lumber Co.; Mrs. Marilyn Buch- 
weitz, John Bader Lumber Corp., 
all Chicago; F. L. Bruce, Bader 
Lumber Corp., Gary, Ind.; Harold 
Main, Indiana Harbor (Ind.) Lum- 
ber & Coal Co.; Wilbur H. Nicho- 
las, Hobart (Ind.) Lumber Co.; 
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AVOID MESSY DESK. 
reduce your efficiency 
in your mouth 
sincerity. 


Philip J. Angsten, Rosenthal’s, Cry- 
stal Lake, Ill.; Earl F. Tillery, El- 
gin (Ill.) Lumber & Supply Co.; 
Ed Mathieu, Mathieu Lumber Co., 
Blue Island, III. 


Handling Incoming Calls 
The first step in improving your 
telephone technique is proper han- 
dling of incoming calls. Here are 
some suggestions: 


1. Answer promptly. When 
your telephone rings, you can get 
the conversation off to the right 
start by answering promptly 
at the first ring if possible. Other- 
wise, your caller may hang up and 
take his business elsewhere. 


2. Greet the caller pleasantly. 
You establish your personality 
through your voice. An enthusias- 
tic yet sincere voice, will encourage 
customers to say, “The people over 
at Jones Lumber Co. are fine peo- 
ple to do business with. I seldom 
go over since they fill my orders 
so well by phone.” Speak directly 
into the transmitter, keeping your 
lips one-half inch from the mouth- 
piece. 

3. Identify yourself. For ex- 
ample, “Jones Lumber Co., Mr. 
Jones speaking” or “Jones Lumber 
Co., this is Mr. Brown.” 


4. Explain waits. For example, 
if a customer calls for an estimate 
or some information which will 
take a little while to gather, offer 
to call him back rather than keep 
him waiting. If it is necessary to 
transfer a call to another depart- 
ment, explain that you are having 
the call transferred and to whom 
the party will be speaking. 
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It will delay your phone calls, 
Avoid talking with gum or cigaret 
Your voice should reflect enthusiasm and 


to your customer 


5. Leave word. If it 
sary to leave your office for the 
mill or warehouse or an outside 
call on a prospect, tell your oper- 
ator or someone in your depart- 
ment where you are going and 
about what time you will be back. 


is neces- 


6. Transferring calls. Signal 
the operator s-l-o-w-l-y by depress- 
ing and releasing the receiver 
hook. If you move the hook too 
rapidly, the operator cannot see 
the signal. Stay on the line until 
the operator answers. 





Run Your 
Own Clinic 


The material in this article 
was based on American Lum- 
berman’s telephone clinic spon- 
sored in cooperation witn the 
Illinois Bell Telephone Co. and 
a valuable packet of literature 
which is made available to com- 
mercial telephone subscribers 

Attractively-illustrated book- 
lets in this series are titled 
“How to Make Friends by Tele- 
phone’; “Turning Telephone 
Inquiries into Sales’; “After 
the Sale’; ‘“‘How to Build Busi- 
ness by Telephone”; “How to 
Make Collections and Keep Cus- 
tomers by Telephone”; “How to 
Advertise Your Telephone 
Number.” 

These booklets can be used 
as the basis of a valuable tele- 
phone cliaic in your own organ- 
ization. A complete packet of 
booklets described above will be 
mailed free of charge to the 
first 100 dealers who apply 
Each company will be limited 
to one packet. Just mail your 
request to American Lumber 
man, 139 North Clark St., Chi 
cago 2, Il 











one-half inch from 


CLEAN DESK witl help you get the right answers across 


promptly. Speak in normal tone, lips 
transmitter, 


And now a few suggestions to 
follow when placing a call: 

1. Be ready. When the called 
person answers, be ready to talk. 
Have pencil and pad handy for 
notes. It saves time at both ends. 

2. Allow time to answer. Give 
the person you are calling at least 
a minute to reach the phone. 

3. Is it convenient? Ask the 
person you are calling if it is con- 
venient for him to talk. This is an 
important rule of telephone eti- 
quette. 

4. Don’t shout. Talk in a normal 
tone of voice. A loud voice sounds 
gruff, creates a bad impression. 
Just as bad is a person who whis- 
pers or mumbles. Remember: lips 
about one-half inch from the trans- 
mitter. 


5. Visualize your customer. 
Speak TO the person at the other 
end of the line, not AT the tele- 
phone. 

6. Express appreciation. Say 
“thank you” and “you're welcome.”’ 
People know that courtesy on the 
telephone means courtesy in your 
business dealings. 
the customer’s name. 
Make sure that you know how your 
customer’s name is_ pronounced, 
then use it, but not too frequently. 

8. Who hangs up first? Ordi- 
narily the person who originates 
the call ends the conversation. 


7. Use 


However, some business firms pre- 


fer to let 
first. 


the customer hang up 


In the next issue American Lum- 
berman will conclude this exclusive 
feature on the use of the telephone 
in modern business, 
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PRICE 


offers a 


FRONT OPENING 
DIMENSIONS 
engineered for con- 
venience in using 
standard brick and 
standard masonry 

joint. 


DUCTMAKERS 

FURNISHED FREE 
that save masons 
valuable time. 


EXPANSION 
CHANNELS 
eliminate the ugly 
joint between face 
brick and fireplace 
form. No masonry to 

crack and fall out 


FLEXIBLE METAL 

STOP provided to 
hold insulation blan- 
ket in place above 
fireplace opening. 


INCREASED 

VOLUME of warm 
air supplied due to 
larger air passages. 


6 NATIONAL ADVERTISING PROGRAM 
offering book “100 Fireplace 
ideas” brings many thousands 


~_ 


«| fob link 
aby, fal 


Send for copies of the Price book ‘100 Fireplace 
deas” for each of your Salesmen 


PRICE 


193 W. AUSTIN ST 


of inquiries every year—leads 
for you—and helps sell both 
builders and home owners 
on the benefits of this won- 
derful new fireplace form. 


FIREPLACE, HEATER & 
TANK CORPORATION 


BUFFALO 7, NEW YORK 





PLYWOOD CUTTING TABLE is 10 feet long and four feet wide. Two 


2x4s, dadoed on the 
mounted on a 


inside, 
platform, slides 


Which saw blade runs 


Speeds Custom 
Cutting With 
Special Saw 


Custom cutting of plywood and 
hardboards for the homeowner 
has been greatly simplified by 
Mathis Lumber Co., Morton, Il. 

Mathis constructed a simple ply- 
wood table, 4 feet wide and 10 feet 
long. Two 2x4 boards were fastened 
to the table top, running parallel 
and lengthwise. Dadoes were made 
on the inside of each 2x4 to make 
a track. An 8-inch heavy-duty saw 
was then secured to a_ platform 
whose sides fitted into the slotted 
tracks. 

The material to be cut is placed 
on the table and the saw is then 
pushed through the scribed mate- 
rial. Plywood, hardboard and insul- 
ation board can be cut quickly and 
easily with this device. 

To prevent warpage, the length- 
wise track pieces are held in place 
by angle iron, fastened with lag 
screws. Grease or wax can be put 
in the grooves periodically so the 
portable electric saw’s platform 
will move easily. 

“We've solved a number of prob- 
lems with this rack and saw ar- 
rangement,” says Eugene Mathis, 


June 


form 
smoothly 


which electric 
slotted line 


along 


Note 


track saw, 


through 


CARL MUEHLING places a piece of 
plywood on table top for cutting. 
Note slotted line through which saw 
blade runs 


vard foreman. “It has salvaged 
waste, increased man-hour output, 
given a better finished product and 
cut costs.” 

Custom cutting for the _ retail 
trade was formerly done by plac- 
ing the plywood panel across two 
sawhorses and cutting with a hand 
saw. 

The 8-inch saw is in use two 
or three hours each day, five days 
week. This saw and rack operation 
has been in use for six months. 
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by NATIONAL PACIFIC 


r r ro 
te uh . 


= ‘ 


BEVELAND |1 So 
BUNGALOW | ae 
SIDING Oe He 


MOULDINGS 


CUT STOCK 
Windows 
Doors 
Furniture 
Caskets 
Fencing 


CUT AND PACKAGED 


PICKETS 


PANELING 


FINISHED 
BOARDS 


Send for free illustrated booklet 
containing NATIONAL PACIFIC'S 
grade classifications. 


NATIONAL PACIFIC Timber Products, Inc. 


Moiling Address, 7161 Telegraph Road, Los Angeles 22, California 
Sawmill, Smith River, California e Dry Kilns and Planing Mill, Montebello, California 
Southern California’s Leading Producer of Redwood Products 
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Promote this distinetive, low-cost ceiling With Weldtex, dull flat surfaces that need 
frequent redecoration are a thing of the 
past. Here the deep grooves in Weldtex rable. and easily painted. Grooves in Weld 
add a third dimensional quality. Note the tex conceal joints and face nails. Available 
interesting Weldtex picture frame in 4’ x 8’, 4’ x 9’ and 4 x 10! panels. 


applic ation to your customers, Weldtex 
pre-cut squares are available in 12”, 16 
ind 24” sizes, They're eas\ 


fell vour customers about Weldtex 

exterior paneling, It is weatherproof, du 
y to put up and 
can be painted or given a natural finish. 


Want to see summer sales soar? 


Beautiful) 


AMERICAN 


Nt Mis » 


+ 
% 


THERE ARE OVER 15 MILLION readers of 


these publications . . . prospects 


an 


who 
have a vital interest in the beauty of their 
homes. This eye-catching full-color Weld- 
tex ad tells them about three popular 
Weldtex applications: walls, ceiling 
squares and exteriot Weldtex. 
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Ready-cut *s” Weldtex siding 
strips 48” by 157%” 


like this in 
ean he used where a 
It is 
takes 


dramatic horizontal effect is desired 
easy to install in shingle style, yet 


far less time than shingle-size pieces 


Join this July Weldtex 


Cash in on the big and growing 
do-it-yourself-on-vacation market 
by promoting Weldtex—the wood 
of a hundred uses around the home 


This July millions of home owners will 
take vacations—at home. They'll turn 
their dreams of a new attic room, a new 
TV room, or new siding for their homes 
into reality. They ll do the job them- 
selves with material they buy from you. 

That’s why July is Weldtex month. 
This beautiful. low-cost Weldwood 
paneling with its deep, distinctive 
grooves will be promoted nationally 


Cash in on the July Weldtex promotion by using 
your Weldtex display. Put it where it can be 
seen! Free newspaper mats and mailers are yours 


for the asking. Use coupon at the right. 
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Here’s a dramatic and pleasing wall sur- 
face with a custom look made with both 
Patented 


Weldtex Panels come in fir, gum. and 


Weldtex panels and squares. 


Philippine mahogany; squares in gum. 
PI y; sq 





during July to over 15 million readers. 

It’s easy for you to tie-in to this 
barrage of advertising. There’s a free 
Weldtex mat for your local 
newspaper advertising. Use Weldtex 
envelope enclosures for your mailings 


service 


and for give-aways. Put your attractive 
Weldtex counter display upfront where 
it can be seen. Display the colorful 
July Weldtex ad. 

Most important, stock up on Weldtex 
paneling—interior and exterior grades, 
Promote Weldtex pre-cut squares. Join 
the hundreds of dealers who have found 
in Weldwood products unsurpassed 
profit opportunities, 


55 West 44th Street, New York 36, N. Y 





« Weldwood © 


~ 


Name — 


Company 
Weldtex and Plankweld 


are registered trademark Adare 


City 


promotion! 


There is a Weldwood Product for every part of the home 





Weldwood 


United States Plywood Corporation 


DISTRIBUTING UNITS IN ALL PRINCIPAL CITIES 


United States Plywood Corporation, 55 West 44th St., New York 36, WN. Y. 
Please have your salesman contact.me with full details 


r 
| about the July Weldex promotion. 
| 
| 
| 











a Biss i oS aa 
A little imagination and a panel or two of 
Weldtex can make a beautiful cabinet like 
this one. Top and sides were made with 
Weidtex—the ideal 


for all fine cabinet work. 






new “ad thickness 




































































All year dealers find Weldwood products 
keep sales high. Here’s Plankweld 


tinetive wood in the Weldwood family of 





















real wood for beautiful homes. 


e W estinghouse 
Micarta for 
table 


@ Concrete forms 

@ Wall and root 
sheathing counters, 

@ Cabinets and tops and bars 

e@ Doors 

@ Sub-flooring 

e@ Bathrooms and 


kitchens 


built-ins 
@ Interior walls 
@ Exterior siding 


material 


U. S.-Mengel Plywoods, Inc. 
Louisville, Ky. 
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FENCE POSTS and 


R. McKee shows a 


poles are 
yard area of McKee Lumber Co., 
prospective 
treated post guaranteed for 30 years 


displayed in neat stack in 
Lee’s Summit, Mo. Here, 
customer a_ creosoted, 


against rotting 


outside 
William 
pressure 


Treated Poles and Posts Sell Farmer Trade 


Poles and fence posts, if mer- 
chandised correctly, can be big 
business for the rural building 
supply dealer. These products are 
great traffic builders among the 
farm trade. And one dealer who 
has come to realize this fact is 
William R. McKee, president of 
McKee Lumber Co., Lee’s Sum- 
mit, Mo 

The fence post and pole volume 
at McKee’s has achieved a steady, 
growth since Bill McKee and his 
son, Bill, Jr., bought the yard in 
1945. The sales in this department 
have been climbing from 10 to 
25°) every year. 

Because of the reputation for 
stocking fence posts and poles for 
every farm need from chicken 
yard posts to heavy poles for barn 
construction the firm is recog- 
nized in the area as a farm shop- 
ping headquarters. 
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McKee Lumber Co., Lee’s Summit, Mo., becomes farm 
shopping headquarters by gaining reputation for quality fence 
posts and poles. Sales have climbed 10 to 25‘, yearly since 1945. 


“Our fence post 
stated Bill McKee, Sr., “which fea- 
tures only creosoted, pressure- 
treated posts, is one of our most 
active departments. It does a lot 
to build the firm name, has a large 
turnover, high leader volume, and 
it draws a good cross-section of 
the farmers in the territory.” 

The fence post and pole display 
occupies a prominent 1,600 square 
foot area at the back of the block- 
long operation, where it is con- 
venient for customers to drive in 
and load, and where it is close to 
a railroad spur to unload incoming 
merchandise. 

There is ample room for custom- 
ers to inspect the stock, and make 
selections on a self-service basis, 
if they wish, since posts are ar- 
ranged in orderly piles, with the 
size of each category plainly 
marked. 


department” 


Ju né 


The normal inventory, covering 
from 1,500 to 2,500 posts, includes 
16 sizes—from 61% to 8 feet. The 
pole stock is sized from 10 to 20 
feet. 

Another positive asset is Lee’s 
Summit's proximity to Kansas 
City. Many city businessmen own 
farms in the area, and these “city 
farmers” take tremendous pride in 
making “showplaces” out of their 
farms, adopting a_ price-no-object 
attitude in keeping them up. 

“Selling a half-carload of posts 
for use on a businessman’s farm,” 
Mr. McKee related, “is a fairly 
common occurrence. Ordinarily, 
however, post sales total between 
20 and 30 posts, yielding a $30 to 
$50 sale.” 

“National advertising, and the 
30-year guarantee which our posts 
carry, are other factors which 
have helped sales,’”’ he added. 
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Here 


azines that carry Lupton’s 


mag 


yeal 


Lupton Windows 
Steel or 
Aluminum 


Highland Estates, Camp Hill 
Pa., a nineteen unit develop 
ment using Lupton Aluminum 
Casement Windows. Contrac 


tor: Branagan & Wilson 


are some of the famous 


round advertising 
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Nationally Advertised. . locally 


Wherever you are you can sell Lupton for 
Metal Windows. They are available 
from coast to coast. Architects, 
builders, contractors and home-minded 
people know about them through con- 


any type of building Window 
operation is simple and easy. Main 
tenance costs are low .. . so ts initial 
price long range savings make them 
a “best buy”. They are thoroughly 


tinuous advertising in widely circu checked, tested and backed by over 
lated national magazines. Over 18 10 


million messages a year. This national 
advertising is LOCAL... it reaches 


years experience in manufacturing 
metal windows 


ir prospects, in ‘heir homes and And for the finest, talk Lapton Alumt- 
offices, in your area. num Windows. Here is long life and 
lasting beauty with complete freedom 
from painting... and 20th ¢ entury’s 
contribution to better living 


Talk Lupton, and you'll sell Lupton. 
Tell these potential customers the ad 
vantages of living with Lupton Metal 
Windows. They won't. stick. rattle. Get details from your local distributor, 
shrink, swell or warp. They are quality or write direct to the 
manufactured for lasting — efficiency full information 
and service. There is a size and style 


home office for 


and your nearest 
distributor's name. 


MICHAEL FLYNN MANUFACTURING COMPANY 


MAIN OFFICE AND PLANT .. . 700 East Godfrey Avenue, Philadelphia 24, Pennsylvania 


LOS ANGELES... . 672 South Laf 


WASHINGTON . Bond Building, 14th Street and New York Avenue, Washington 5, D. C. 


KANSAS CITY (Herb W. George)... 411 bast 92 Terrace, Kansas City 5, Missouri 
NEW YORK yl Last 42nd Street, New York 17, New York 
CINCINNATI (Wm. H. Foster, Jr.) ’§ Blue Rock Road, Cincinnati 
CHICAGO (Harry E. Heseltine, Jr.) 14 Burr Oak, Blue Island 


ayette Park Place, Los Angeles 5, California 


24, Ohio 


P Illinois 


LUPTON 


y METAL WINDOWS 
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Barn building made easier 
with 
this 
FREE FOLDER 
on 
POLE BARN 
CONSTRUCTION 
This tree folder we have for you-PRACTICAL 


POINTS ON POLE BARN CONSTRUCTION 


you how to build your barn cheaper and in less time 


shows 


with Dierks Pressure-Creosoted Pine Poles 

Drop in today for your free copy of PRACTICAL 
POINTS ON POLE BARN CONSTRUCTION. You'll 
be amazed to see how easy it is to build a substantial 


barn af a minimum of cost! 


W.R. McKee Lumber Co. 


Phone 125 Your DRY Lumber Number 











NEWSPAPER AD calling 
to free literature on 
struction spearheads 
and pole promotion. 


attention 
pole barn con- 
McKee’s post 


Located in a poultry-raising ter- 
ritory, the firm has a good, con- 
sistent demand for lightweight 
posts, costing 4¢ a piece. Line- 
fence post is another top volume 
producer. 

The sales pace on poles, run- 
ning from 10 to 14 feet, has im- 
proved as result of increased con- 
struction of pole-type barns. More 
farmers in the area are building 
farms with eight to 25-foot poles, 
which measure from four to eight 
inches across the top. The fact 
that no foundation is needed, 
which trims the expense consider- 
ably, and the fact that the poles 


are guaranteed for 30 years 


Postoffice 
Rural Route 


MATERIALS 


| MeKee Lu mber 


Lee's Summit, Mo. 


WILLIAM R. McKEE, 
views advertising with 
Jr 


seated, re- 
his son Bill, 


against rotting, makes this kind 
of barn construction attractive to 
farmers. 

McKee’s regard consistent news- 
paper, outdoor and direct mail ad- 
vertising as an essential factor in 
building post volume. Three plain- 
ly-lettered, 6’x8’ signs are located 
on leading farm roads. In black 
and red letters against a white 
background, these signs simply 
state that the firm handles creo- 
soted fence posts, and provides the 
brand name. 

Newspaper advertising runs reg- 
ularly and features durability, at- 
tractiveness and ease of installa- 
tion in the ad-copy. An ad that 


; FENCING 2x6": 
See. 14.66 PL aR. | 48” poultry 
—— | MATERIALS 0.500 ba 
Lee's Summit, Mo | 
Permit No. 6 | 


wo 


DIERKS Creosoted 


FENCE POSTS 


W.R.MSKEE LBR.CO. 
LEE'S SUMMIT. MO. 


: ro) xy, 

? ahs tak Sos 
OUTDOOR AD featuring this six by 
eight-foot sign located on three busy 
farm roads have proved the most 
effective, low cost means of adver- 
tising. 


“pulls” well is illustrated with the 
figure of a farmer struggling to in- 
stall a native post along side an- 
other farmer making an effortless 
installation of a creosoted post. 
Talking points in this particular 
layout stress the arduous labor in- 
volved in “lining up” and install- 
ing the crooked, larger native 
posts as compared with pressure- 
treated posts. 

From 5,000 to 8,000 5x7” cards 
are distributed four times yearly 
to boxholders and to the 500-plus 
names on the firm’s ledger. These 
cards list from 16 to 20 seasonal 
items providing exact sizes and 
prices on each product. 
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$9.60 


NEED A 


$6.50 





of 


ncrete culvert 


11 side 


10-Ib. sax 25 


BOXHOLDER celeb elk niaiin 


BUILDING SUPPLIES 


bell end 


“se” 4x8 


7) 


sheet 


Ind $9.85 sq 


witt 
PRESSURE-CREOSOTED 
POLES 


NEW ROOF? 
7.70 per 100-ft 
$1.95 ea 

$2.10 per 100 sq. ft 
$4.40 

50-Ib. sax 60k 
$4.20 per 100 

$3.10 

$1.30 


$1.30 


$9.03 a month (one year to 
will bu the best 
tab asphalt shingles to 


e-roof the average home 


osts included in bud 
t payment plan if vou 


‘oO mortgage, no red tape 
See McKee now for terms 
he © improvement 


W. R. McKee 
Lumber Co. 


PHONE 125, LEE’S SUMMIT 
For Prompt Free Delivery 


38.00 


BARNS BUILT EASIER 
CHEAPER 


Ask { te 
Practical P t mn P 
Rarn Construct 


DIRECT MAIL piece typical of those sent out four times a year to 8,000 box- 
holders and to the 500-plus names on company ledger lists 
building materials with an aceent on pressure-creosoted poles 
card, left, has thought-provoking illustration and sales message. 


assortment of 
Face side of 
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UILDERS, architects and home buyers know the 


Heatilator Fireplace. They know it from 27 years Seah weil 


; smoke dome 
of continuous national advertising .. . plus the testi- ’ é 


° " . ° ; “ tra wide 
monials of hundreds of thousands of satisfied users. aa save dell 
These users find that a Heatilator Fireplace does 


Warm air outlet 


everything it claims to do. It’s smokeless and trouble- 


Convenment 


free. It standardizes and simplifies construction, saves 


damper control 


time and money on the job. 
It circulates heat usually wasted up the chimney. 


No wonder dealers have sold more Heatilator units 


than all other fireplace units put together. 


Sell the Heatilator Fireplace people know it ! 


of 3/16" stecl 


Heatilator, Inc., 676 E. Brighton Ave., Syracuse 5, N.Y. 


HEATILATOR FIREPLACE 
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JOINTING BIRCH VENEER 
IN A MODERN MILL 
Throughout the U.S.A. over 200 
leading industrial plants are regu- 
lar users of BRAUND birch veneer 

and other products. 


BIRCH PLYWOOD 


STOCK PANELS 
Grades A-A, A-l, A-2, A-3, 1-l, 
1-2, 1-3, 2-2, 2-3, 3-3. All thick- 
nesses: ';" to *4”. Complete stock 
sizes. 


BIRCH DOOR PANELS 
Grades available: A-3, 1-3, 2-3, 
3-3, in 4” and *\". All panels are 


3-ply. 
All Birch plywood meets Bureau of 
Standards specifications 


BIRCH VENEER 
Rotary and Sliced Cut Face Ve- 
neer. Standard Thicknesses, 
Lengths 30” to 100”. Backs, Cross 
Banding and No. 1 Sheet Stock 


L. C. L. or CAR 
SHIPMENTS 


also available from our new 


DETROIT WAREHOUSE 


including 


DOOR PANELS 


birch and gum !x and 4%. 


STOCK PANELS 


birch and gum, all sizes 


SHEATHING 


fir and gum, all sizes 
Specify your Requirements 


W.R.BRAUND 
Company 


Room 214 Wabeek Building 
280 West Maple Avenue 
Birmingham, Michigan 
Telephone— Midwest 4-3450-51.52-53 
Birmingham TWX $00 
Detroit Warehouse— 
Tel. TY 4-4095 








COMPLETE unit 
consists of tar 
paper structure 
to hold lumber, 
portable erop 
tank. Proper pil 
ing of lumber is 
drier and oil 
essential 


FRAMEWORK 
of drying unit is 
built from stick: 
of lumber that 
» to be dried 
is covered 
with sheathing 
and roofing pa- 
per, must be air 
tight, 


Crop Drier Doubles as Kiln Drier 


With a little knowledge of seasoning, almost any 
farmer or small mill operator can build this portable dry kiln 
and put green lumber to use immediately. 


The U. S. Forest Products Lab- 
oratory at Madison, Wis., has re- 
cently compiled a report on utiliz- 
ing a crop drier to dry lumber. It 
is of special interest to farmers 
and small lumber mill operators, 
who may want to do their own dry- 
ing. 

With a set-up consisting of an 
air tunnel and a _ portable crop 
drier, a group of FPL researchers 
at Carpenter, Ohio, dried 4,000 
board feet of yellow poplar from 
22°;, moisture content to 7% in 
approximately 60 hours. The opera- 
tion required 120 gallons of fuel 
oil at a cost of about $5 per 1,000 
board feet. 

The air tunnel used in the dem- 


onstration consisted of a simple 
frame built on the spot and covered 
with sheathing and roofing paper. 
Lumber was piled on the inside of 
the air-tight tunnel. Air was then 
circulated through the structure 
by the crop drier. 

“Conventional lumber dry kilns 
are too expensive for many small 
mill operators, and kiln owners are 
not always conveniently nearby,” 
emphasized K. E. Kimbali, FPL en- 
gineer. “The crop-drier unit offers 
them the opportunity of drying 
lumber soon after it is cut,” he 
added. 

Complete details of the unit may 
be obtained by writing for Report 
No. R1799, Forest Products Labor- 
atory, Madison, Wis. 
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No ok m SELL FAMOUS TRUSCON QUALITY 


IN NEW ALUMINUM CASEMENTS 


¥ 
ee 
rani ud Pr aee 9 














fe ok es a 














In a New Range of Modular Widths... 
Featuring Highest Quality Hardware; = 
Increased Light and Ventilation Area; Stronger, More Rigid Construction 


Here’s the improved aluminum casement that offers 
a profitable addition to your big Truscon metal 
window line. Look at the selling points it gives you: 


@ Larger glass sizes allow approximately 8% more 
light and ventilation per window opening. In the 
modern manner, new Truscon aluminum case- 

@ It is manufactured in a new range of modular widths ments emphasize horizontal lines. Ventilators 
which match standard masonry dimensions. This new are wider. 

“masonry-matched” feature means no off-size open- @ Aluminum screens and storm sash are available. 
ings. It means savings for your customers on both 


sip. @ Heights are identical with those of standard steel 
labor and materials in masonry and wood framing. 


casements. Your customers can install new Truscon 
@ It is extra strong. Heavy extruded aluminum aluminum casements in homes originally planned 
sections are used throughout. Ventilator section is with windows of other widths. 
114” deep, with web member increased 50% 
beyond normal thickness for adequate stiffness 
and airtight closing. Truss-type aluminum hinges 
add strength while retaining slender architec- 
tural lines. 


With this new aluminum casement, Truscon’s metal 

window line offers you unmatched profit potential. 

You now fill all your window requirements from 

one source, on one invoice. You sell the most famous 

name in windows. You get Truscon responsibility. 

@ Hardware and accessories are You get Truscon warehouse support. Write today 
aluminum and stainless steel. for all the facts. 


TRUSCON STEEL DIVISION 


REPUBLIC STEEL CORPORATION 
MARK OF MERIT 1058 ALBERT STREET +« YOUNGSTOWN 1, OHIO 
PRODUCTS 


TRUSCON® a name you can build on 
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Lumber Industry 
Offers Good Jobs 


Minnesota, one of a score of insti- 
tutions offering degree courses in the build- 
ing products and light construction field, 
seeks to step up its enrollment. 


Marked progress is being made by the colleges and 
universities of this country in training men for re- 
sponsible positions in the lumber industry. 

Only a few years ago the first four-year course of 
university grade was offered at the University of 
Washington. It was titled “Building Products Mer- 
chandising and Construction.” 

Just recently F. H. Kaufert, director of the school 
of forestry, University of Minnesota, made a report 
to the annual convention of the Independent Retail 
Lumber Dealers Assocaition, in Minneapolis of the 
progress made by that institution in lumber educa- 
tion in the past seven years. 

Each graduate in recent years has had a choice of 
at least five jobs, Mr. Kaufert said. An employment 
breakdown of the 78 graduates of the course since 
1946 shows that: 27 are employed in retail lumber 
sales; 17 in wholesale; 13 in other building products 
sales; 15 in products inspection, research and service; 


.-- The Sargent Integralock — wi ne sever 2017) —p 
is 
| 


Here’s a lock with everything that 
you and your customers look for. 


the outside knob is locked with stops. 


LABORATORY TESTS such as this one to determine the 
strength of a timber connector joint, help make the 
course in lumber education a practical one at the Uni 
versity of Minnesota. 


four in armed services and two not in building prod- 
ucts fields. 

An increased enrollment for these courses is solic- 
ited by Mr. Kaufert, especially from the ranks of the 
sons of lumbermen and other young men interested 
in entering the building products field. The annual 
enrollment goal is 100 rather than the present 25 and 
an annual graduation of 20-25 students instead of 
five to 10. 





Another exclusive feature: the 


INTEGRALOCK! Appealingly hand- 
some appearance...modern key-in- 
knob design...precision mechanism 
..enduring quality...ease of instalia- 
tion...first,; last and always, features 
that give the home extra protection. 


The Sargent Integralock is the 
only modern key-in-knob lock with 
the double protection of the SENTRY 
BOLT...especially designed in a hori- 
zontal position for greater strength. 
Itis operated by a turn lever from{the 
inside or a key from the outside. And 


shear-pin in the knob breaks when 
subjected to extreme torsion permit- 
ting the knob to spin harmlessly but 
allowing the key to operate the lock. 


EASY TO INSTALL! 

And don’t forget these other In- 
tegralock features: extreme ease of 
installation . compact factory- 
sealed lock cases . . . unit assembly 
self-lubricating OILITE Bearings. 

For full information about Sargent 
Integralocks and ‘‘4500”’ Locks ask 
your supplier or write us, Dept. 3F. 


The Sargert Integralock is ad 
vertised in consumer publica 
tions such as BETTER HOMES & 
GARDENS. 


SARGENT and COMPANY 
New York 
NEW HAVEN, CONN. 
Chicago 


Builders Hardware and Fine Tools since 1864 
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“And | can see plenty 
of sayings in those 
Insulating Sidings.” 


“Oh, those Ashestos- AT TTT, 
Cement Sidings A SAAT 
| a 


y” 
are wonderful! A 
Flintkote Roman Brick ~y gue 


... the modern aristocrat TWEET” oi 
of brick design. Smart. 
Distinctive. COLORful. 


Flintkote Shake Design 


. . « Colonial beauty of cedar 
shake design, available in 
cream, red, brown, green, gray 
and white. 





Flintkote Narro-Lap' 

. in a variety of rich new 
colors for jobs calling for a 
handsome narrow siding. 





Weathered Coral Bec: 4 Flintkote Venetian Stone 
' TG a ... makes sidewalls look like stone 
_ ++ @ beautiful new pastel — walls. Handsome gray-colored 
\ Stri-Color Siding. New Bee: 3 mortar joints. 

Weathered Green and ae 

Brown 


sidings are also 
available. 











— oe INSULATING SIDING 


SIDING g *A trademark of The Flintkote Company 


tKeg. U.S. Pat. off 





Choose any FLINTKOTE siding and 
be right in Style and in 


Look over these very popular Flintkote asbes- 


tos-cement and insulating sidings. They are 

representative of the famous Flintkote line of 
C colorful siding materials. And ask us to rush you 

our complete, colorful, descriptive literature. 


THE FLINTKOTE COMPANY, 
Building Materials Division, 30 Rockefeller Plaza, 
Cash in on today’s demand for COLOR in New York 20, N. Y. 
sidings. 


Probably your customers, too, are insisting ELI we ¥ KO " a 


on more color for their new and re-modeled 
homes. Flintkote has everything you’ll need to 


satisfy them... in sidings, and in COLOR! .. Style anat Cob Leader Aimee 190! 
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MODERNIZING OF OLD PORCH, 
below, means gaining an extra, all 
season room for the owner. Though 
every house differs, the result could 
look like the example above, 








SELF-STORING windows make this 
blinds and knotty pine ceiling are 
ing materials. 


CANVAS COVERING gives this porch 
a summery look, can be taken down 
in late fall. Sereens may be fixed or 
removable, 


all-weather room too Tile floor, 


included in this package, along with roof- 


ASPHALT SHINGLES blend with 
rest of roof, are far more permanent 
than canvas. Screens in this exam- 
ple are demountable. 


Put More Porch Enclosures 


Porches are coming back — or did they ever leave! 
And with summer at hand people are even more porch- 


conscious. 


“I’ve got a porch on the side of 
my house. It needs fixin’ but I don’t 
know what to do with it...” 

“My wife says we need more 
room. She read somewhere about 
the advantages of adding a porch 
and making a year-round room out 
fa 

Porch questions are as common 
as anything these days, and it’s a 
wise dealer who's able to advise his 
customers on ways to add, subtract 
or enclose a porch. 

With new porchless houses the 


problem is not only to provide more 
space on an already crowded lot, 
but to avoid detracting from the 
design of the house. In older 
houses the problem is whether to 
take drastic action and remove the 
porch entirely, or whether to get 
along with it as is, making a few 
improvements here and there. 
When a porch is to be enclosed 
and glazed, the dealer should be 
able to offer his customer a vari- 
ety of window selections, including 
casements, jalousies or the awning 
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WINDOWS ARE USUALLY BIGGEST single item in the porch remodeling 
package. When stacked in your showroom they will attract considerable in- 


terest, 


EXTERIOR VIEW of porch enclosure 
for brick house (above) shows how 
windows open to breeze. Control of 
units is centralized rather than in- 
dividual. 


NEW ENGLAND, not California, is 
the locale of this modern flat top 
porch. Architect of this house also 
specified corrugated plastic panels on 
one side of porch 


In Your P. R.* Picture 


Here are some ideas to help you sell *Package Remodeling 
and give that much needed extra living space. 


type. Even though the rest of the 
house has double-hung openings, 
other windows may often be used 
to enclose a porch. Ease of open- 
ing and controlled ventilation are 
just two of the advantages that 
may be pointed out in regard to 
the newer types of windows. 
Out-swinging or _ in-swinging 
awning-type windows are growing 
more popular for porch enclosures. 
You can point out to your custom- 
ers that these can be installed sim- 
ply by stacking each unit on top 
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of the other. The units are held 
together by corrugated fasteners 
or by screws countersunk in the 
jamb. Then all that is left is trim 
and paint. 

The use of a picture window 
flanked by awning or casement 
type units is still another solution. 
The important thing is that your 
store displays and your advertising 
should plainly tell your customers 
that you are prepared to give them 
the complete porch package on 
easy monthly payments. 








THE 
CONVENIENCE 
OF AN 
EXTRA ROOM... 


Yours Now! 


vn “P, RR.” 


Small down payment! 
Years to Pay! 
Lumber Distributors, Inc. ts 
right in step with today’s ex- 
panding families, Now you can 
purchase all materials and labor 
needed for an extra room usder 
one contract, Lowest down pay- 
ment. You have YEARS to pay. 
“P. R."—Rackaged Remodeling*® 
—is the answer when there's a 
question of budget, too. 
AN EXTRA ROOM 
IS YOURS! 


33 P 
575 von $25° 


Month 
(Average 9x12 Koom) 


= includes — 


M aterials:, Lumber, 
paint, roof, masonry, 
hardwood floors, cement 
block where needed, wir- 
ing and oujlets, windows, 
plaster, stucco and 


LABOR 


























TO HELP YOU GET MORE P.R. 
sales, American Lumberman is offer- 
ing its ad mat service. For more on 
this important sales aid, see page 60. 

















How Frost “Sticks to Its Last” 
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Frost’s “last” is its top quality stand- curacy in placing each stick exactly 


ards. Every step in manufacture is keyed over the next below. Result, uniform 
to it... good manufacture, proper dry- sticking all the way, so that each piece 
ing, weatherproof storage, careful load- comes out of the kiln 


ing for shipment. 


as illustrated 
above, dried flat from end to end. 
And the greatest of these is drying, by 
. ; ‘(eng That’s why Frost Pine comes through 
which lumber works right and gives en- a 
; : nat the planers free from wave, nails into 
during service, which Frost Pine does. ty aed she 
position on the job in minimum time 
Shown here is reason No. 1 expert and makes loyal friends for Frost Pine 
sticking of each load for the dry kiln; and the dealer who delivers it among 


using ample sticks per course and ac- contractors, carpenters and owners. 


FROST LUMBER INDUSTRIES 


Forest Products Division of Olin Industries, Inc. 
SHREVEPORT, LOUISIANA 


Manufacturers of Frost Pine, Frosthbrand Hardwood Flooring, Southern Hardwoods 
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Good Merchandising builds a nice volume 
in pressure-creosoten fence posts for 





a high- 
way signs, frequent newspaper 
advertising and a concentrated 
direct mail program— backed 
by a quality product that is sure 
to satisfy the customer — have 
built a profitable volume on 
pressure-creosoted wood fence 
posts for W. R. McKee Lumber 
Co., Lee’s Summit, Mo. 

Located near Route 50, the main 
artery between rural Central 
Missouri and the livestock mar- 
keting center of Kansas City, W. 
R. McKee took advantage of his 
location in 1949 with highway 


FENCE PC 


wiR.MCKEE LE 


“MIT 


W. R. McKEE (right) AND HIS SON, W. R. McKEE, Jr., 


HIGHWAY SIGNS like this remind farmers 
have found pressure-creosoted fence posts a 


on their way to livestock market that 
McKee Lumber Co. is their headquarters 
for pressure-creosoted fence posts. 


good item for their firm in Lee’s Summit, Mo., signs advertising ee ee 
just 12 miles from Kansas City. 


soted fence posts. 


‘*A farmer drives 50 to 75 miles 
to market with a load of stock,”’ 


says W. R. McKee, Jr. ‘‘He 
doesn’t like to drive back empty. 
He’ll haul something back.”’ 
Sales figures tell the story: busi- 
ness on pressure-creosoted fence 
posts increased the first year. And 
in 1952, volume on pressure-creo- 
soted wood doubled over 1951. 
Fourteen sizes of posts and poles 


are stocked in the yard and the 
average sale is 100-200 posts. 


The McKees find that handling 
pressure-creosoted fence posts not 
only boosts the sale of fence and 
wire, but also brings customers 
back to their place of business be- 
cause of the good results they get 
from these posts. 


HERE'S HELP FOR YOU IN SELLING 


PRESSURE-CREOSOTED FENCE POSTS 


Turn the page to read how the makers of U-S’S Creosote are help- 
ing to promote the use of pressure-creosoted fence posts in your area. 
Then mail this card (no stamp necessary) for full information on 
how to become a pressure-creosoted fence post dealer. 


MAIL THIS CARD TODAY — NO STAMP NEEDED! 


PRESSURE-CREOSOTED POSTS AND POLES are 
stored in the yard at McKee Lumber Co. Ap- 
proximately 3000 posts, or a carload, are kept 
on hand in 14 sizes. Other sizes can be obtained 
quickly from their nearby pressure-treater. 





PE are EEN 


sen Beater 


United States Steel Corporation 
Room 2813-U, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 


I’m interested in handling pressure-creosoted fence posts. Please 
send me more information and put me in touch with pressure- 
treaters who produce this product. And include a copy of your new 
guide, “Fences That Pay.” 

Name 
Address 
City 


State 
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FARM PAPER 
ADVERTISING tric vey, Savertsing intending stave and 


regional farm papers again will be telling 
your farmer customers all about long-last- 
ing pressure-creosoted wood posts. 

They’ll stress the savings in labor, sav- 
ings in replacements and savinggeitied 
that result from using pregg 
fence posts. They’ll go a lon 
convincing farmers that pre 
posts are the best wood post 






with pressure. 
Creosoted 
fence posts.” 
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ta 
The makers of U’S’S Crec 
pared a guide to the best app x 
of fence construction. It de 
lems farmers encounter in k 
and it shows how pressure- 
save time and money. 
When you mail the card belg 
you a sample of this guide, 
Pay.’ Look it over. If you 
later for your farmer custome 
sure-treater who uses U-S'S 
supply you. 
























MATS FOR 
LOCAL If you wish to advertise pi 


fence posts in your local 


ADVERTISING pressure-treater can obtain mat 


for you. There’s ample space for your fF 
name and address. 


























United States Steel is a major producer of Creosote used by many producers of 
pressure-creosoted fence posts. When your supplier tells you he uses U-S’S 
Creosote, you can be sure a quality preservative has been used. 












You've heard about them! 
You've read about them! 


We sell them / 
PRESSURE-CREOSOTED fence posts 
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FIRST CLASS 
Permit No. 3117 


@You've heard about pressure 
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fencing iteeif Pressure-creosoted posts cost you 
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No Postage Stamp Necessary If Mailed in the United States Why are Pressure-creosoted these pow tn ge amatiage 
Posts your b ? - mech 
oe best buy? Because get prices and other inf ~ 
the engineered pro today it 






— POSTAGE WILL BE PAID BY — Your headquarters for PRESSURE -CREOSOTED 
. posts 
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DEALER SIGNATURE 
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UNITED STATES STEEL 
Room 2813-U, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 




























HERE § 
THE 
EBOOK 


Focciting new ways to use Ponderosa Pine 
windows —fresh, original ideas that stim- 
ulate the home owner's imagination— valu- 
able pointers on using windows to increase 
home convenience and comfort —they’re all 
in this brand new booklet “The New Out- 
look.’’ Lumber dealers throughout the 
= country are finding that this booklet steps 
f.. ) oe 4 up window sales—because it answers the 
> ~. : customers’ questions about where and how 

J to use more windows. 

; Get the benefit of this powerful selling 
7 tool! Mail the coupon now for a free sample 
q copy of “The New Outlook’’—then order in 
= / quantities for your customer list. 





that turns ideas 
into sales! 











Ponderosa Pine Woodwork 
Dept. WAL-6-15, 38 South Dearborn Street 
Chicago 3%, Illinois 


Gentlemen: Please send me a free sample copy of “The New 
Vutlook. 


ETE ee OP ee er Oe pena ta veawees ee 
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CGR iin s0 neha EN vinheenuaaie 
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FARM PAPER 


ADVERTISING Before the fall fence-building season gets Creosoted 
under way, advertising in leading state and fence posts.” 
regional farm papers again will be telling a , 
your farmer customers all about long-last- Fiercst neon lemsee ic, fae 
ing pressure-creosoted wood posts. 

They’ll stress the savings in labor, sav- 
ings in replacements and savings in fence 
that result from using pressure-creosoted 
fence posts. They’ll go a long way toward 
convincing farmers that pressure-creosoted 
posts are the best wood posts. 


FENCE CONSTRUCTION 
GUIDE 


The makers of U-S’S Creosote have pre- 
pared a guide to the best approved methods 
of fence construction. It deals with prob- 
lems farmers encounter in building fence, 
and it shows how pressure-creosoted posts 
save time and money. 

When you mail the card below, we'll send 
you a sample of this guide, ‘““Fences That 
Pay.”’ Look it over. If you’d like copies 
later for your farmer customers, your pres- 
sure-treater who uses U‘S’S Creosote can 
supply you. 


MATS FOR 
LOCAL If you wish to advertise pressure-creosoted 


fence posts in your local newspapers, your 


ADVERTISING pressure-treater can obtain mats like this 


for you. There’s ample space for your firm 
name and address. 


United States Steel is a major producer of Creosote used by many producers of You’ 
: : Rag ou ve heard about 
pressure-creosoted fence posts. When your supplier tells you he uses U-S’S ; them! 
Creosote, you can be sure a quality preservative has been used. You've read about them! 


TITITITTITITILIL MTR TET Tei riTi ere rie tt We sell them / 
FIRST CLASS ; PRESSURE-CREOSOTED fence posts 


Permit No. 3117 
(SEC. 34.9 P.L.&R) @ You've heard about pressure 


( ducts of mod 
creosoted posts from you iat 
; . . ur Neigh planta. J a: 
Pittsburgh, Pa. ner you ve read about them of ate a ay lynne 
— # Oil is forced 
a — magazines. Pres into the wood to give Ay 
a reose posta mean fewer longest possible | fe. T’ R 
een = buy over the years guesswork invol ~~ ee 
eas labor in rese a 
ron z setting and t Over the years you'll find 
lo As 
as = life from the pressure-creosoted posts t 
cost you 
far leas tha y 
Why are Pressure-creosoted post you =i ten em 
t. Come in and 
get pric 
today 


Your headquarters for PRESSURE-CREOSOTED pests 
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BUSINESS REPLY CARD 


No Postage Stamp Necessary If Mailed in the United States 





posts your best buy? Because 
they are the engineered pro 





8 and other information 


— POSTAGE WILL BE PAID BY — 


UNITED STATES STEEL 
Room 2813-U, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 





HERES 
THE 


that turns ideas 
into sales! 


Enxciting new ways to use Ponderosa Pine 
windows —fresh, original ideas that stim- 
ulate the home owner’s imagination— valu- 
able pointers on using windows to increase 
home convenience and comfort —they're all 
in this brand new booklet “The New Out- 
look.’’ Lumber dealers throughout the 
country are finding that this booklet steps 
up window sales—because it answers the 
customers’ questions about where and how 
to use more windows. 

Get the benefit of this powerful selling 
tool! Mail the coupon now for a free sample 
copy of "The New Outlook’’—then order in 
quantities for your customer list. 


Ponderosa Pine Woodwork 
Dept. WAL-6-15, 38 South Dearborn Street 
Chicago 3, Illinois 


Gentlemen: Please send me a free sample copy of “The New 
Outlook. 


Name 





.. Zone State... 


Buitpinc Propucts MERCHANDISER 


59 













» American Lumberman 


* ADservice 
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No. 9 of a Series 


“PROJECT” ADS HAVE SELLING PUNCH 


Leaf through the pages of any national consumer 
magazine and note how most ads emphasize “prod- 
ucts in use,” “completed projects,’ and “owner bene- 
fits.” You'll see, for instance: 


Wallboard, plywood, paint and floor covering ads 

showing “products in use’ in attractive rooms. 

Power tool ads featuring main illustrations of 
furniture and built-ins made in home workshops, with 
secondary illustrations of the tools. 


This is a sound advertising approach for lumber 
dealers because the completed projects, not the in- 
dividual items that go into them, are the primary in- 
terest of many prospects. A recreation room drawing 
creates more “urge to buy” than a picture of ply- 
wood, The fence has more sales appeal than the pick- 
ets. The garage or added room, not the lumber to 
build it, is the real answer to the prospect’s need. 


Retail project ads should include: Typical install- 
ment payment; brief description of materials used; 
emphasis on services offered, such as planning, esti- 
mating, handling of financing and contracts. 


Other prospects are more interested in specific 
items than in completed projects. They know what 
they want and have a planned use for it. They’re 
going to buy insulation, or doors, or lumber or paint 


next week-end—and they’re looking at today’s ads 
to see “where to buy.” 
ADservice saves you time and money in prepara- 


tion of project ads, specific item ads, or ideal ads 
tion of project ads, specific item ads, or idea ads 
‘ombining projects and specific items. A total of 111 
mats are offered in the first nine mat pages of this 
series at an average cost of only 32¢ each! 





(Please print or type your order) 
AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Ill. 


Send me entire ADservice mat page No. 9. 
Check or money order for $3.95 is enclosed. 


(] Send me first 12 ADservice mat pages as they 
are issued. | am enclosing $47.40. 

NAME.. 

COMPANY 

ADDRESS 

cITy ZONE STATE 
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SUGGESTED LAYOUTS showing how ADserv- 





ice mats can be used in any size ad. The mats 


are the finest quality made, 


insuring repeated 


use and sharp reproduction. 
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Make a Year Round Room 


~) OUT OF YOUR "FAIR WEATHER 
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NEED ANOTHER ROOM? 
We'll help you convert 


“i your porch or breezeway 
| nto an all year room! 


ae 





YOUR NAME 
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2-col. ad 


(Suggested Copy “A’’) 


You can easily transform 
that “fair weather” porch or 
breezeway into an_ extra 
room for full-time use. Think 
what it would mean in com- 
fort and pleasure for your 
family to have a den or 
study, a childrens’ playroom 
or another bedroom! 


Our Home Planning Ser- 
vice Department will help 
you design your new room, 
put you in touch with a re- 
liable contractor, and ar- 
range for easy monthly pay- 
ments if you wish. Take 
measurements of your porch 
and bring them in today for 
free estimate. 


Typical 10 ft. x 12 ft 
porch or breezeway com- 
pletely enclosed, including 
insulation and two (brand) 
(type) window walls . . 
AS LOW AS _ $0.00 PER 
MONTH. 


AMERICAN LUMBERMAN &% 

















Project illustration for porch or breezeway 
enclosure, add a room, or room remodeling 














Acoustical tile 





MAT NO. 108 
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ADservice MAT PAGE NO. 9 











THIS ENTIRE PAGE OF MATS ONLY $3.95 
See order blank on opposite page. Proofs 
of previous eight ADservice Mat Pages 
mailed on request—-write American Lum- 


berman. 





MAT NO. 100 ‘Before’ breezeway MAT NO. 101 


or open porch 


























Shelving lumber MAT NO. 104 








Picture window MAT NO. 107 


NEXT ISSUE — AD- 
service Mat Page No. 10 
will offer a full page of 
mats on kitchen remod- 


eling. 
MAT NO. 111 





Lift Truck Makes 
Hundreds of New Friends 


Free “Rocket Rides” aboard the Penn Lumber and 
Building Supply Company’s fork lift truck are mak- 
ing hundreds of new friends for this Philadelphia 
firm. It is loaned to charitable fairs, benefits and ba- 
zaars, which charge 10¢ to 25¢ per ride. It has earned 
as much as $200 during six hours of operation. 

“We have tried to restrict its use to Saturdays 
and evenings,” says L. E. Dobson, “but we have been 
obliged to take a few mid-week afternoon appearances. 
The demand is so overwhelming and its direct and 
indirect results so gratifying to us that the goodwill 
it has brought us cannot be bought. 

“We have not overlooked the value of presenting 
our ad on our modern equipment, but the greatest 
reward is the deep personal satisfaction which we de- 
rive from contributing so much toward the financial 
success of charitable affairs and to the enjoyment of 
the children. The ‘ship’ lifts 15 children at one time 
and tilts and drops much to their delight. There are 
many repeat rides.” 

Mr. Dobson has generously offered to supply con- 
struction details of his Rocket Ride to yards which 
may like to try the same thing. The address is Penn 
Lumber and Building Supply Co., Belfield Ave. and 
High St., Philadelphia 44, Pa. 


“FREE PUBLICITY and good will made by their ‘‘Rocket 
Ship” cannot be bought,’ says Penn Lumber and Build 
ing Supply Co., Philadelphia 





BUYER AND SELLER. By Baughman. 19th 
edition. Lumber tables showing 14,000 different 
sizes and lengths, and the number of feet in any 
number of pieces at a glance. Useful tables for 
reducing feet to inches, vice versa. Log scales, 
weights and measures, odd sizes, odd lengths, 
number of lath and the ingredients for plaster 
and mortar—just a few of the handy things to 
knew. Desk Edition. Price $8.00. 


BUYER AND SELLER LUMBER CALCULATOR. 
By H. R. A. Baughman. Sixth pocket edition. 
Lumber tables show all sizes and lengths in 
general use, and the number of feet in any num- 
ber of pieces can be determined at a glance— 
same tables can be used for addition, multipli- 
cation and division; also for computing dollars 
and cents by use of the decimal point. Also dia- 
gram and rules for cutting rafters, rules for find- 
ing the number of shingles and number of feet 
of flooring and siding for any size building, 
other helpful hints. Price $4.00. 


AMERICAN LUMBERMAN, Inc. 





e Books for Calculating 


Terms postpaid, please include 
check with order and mail to: 


EXPERT LUMBER PRICER. By E. M. Hiatt. 
A page for each price per thousand, in steps of 
$1 from $25 to $150, and steps of $5 from $150 
to $200. Along the left side of each page are 
listed by thickness and width the different items 
carried in the ordinary retail yard, and along 
the top margin are the various lengths. Turn to 
the price and find where the item and length 
lines cross, then find price per piece. Price $7.50. 


HANDY LUMBER CALCULATOR. A useful 
pocket size manual including a lumber calcu- 
lator for standard sizes, log rules, estimated 
weights of lumber and useful miscellaneous 
lumber tabulations. Price 50 cents. 


LIGHTNING VENEER CALCULATOR. By Ver- 
meulen. Aid to veneer manufacturers and users 
of veneers for an accurate, handy and simple 
calculator. Tables cover all dimensions from 
1/16 inch to 48 inches wide and from | inch to 
144 inches long. Price $5.00. 


139 No. Clark Street, Chicago 2, Illinois 
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_ This is 
Westinghouse 


micarta 


for WORK SURFACES 


More and more builders are turning to 


MICGITG... can you fill their orders? 


Use of MicarTa in large home-building 
projects and individual homes is creating 
a high-profit market among builders ... 
your customers! The demand is due to 
aggressive television and magazine adver- 
tising plus growing industry recognition 
of the quality and built-in sales appeal 
of MICARTA. 


You can be ready to fill the order of 


BUILDING Propucts MERCHANDISER 


MicarTA-bound builders by joining the 
highly profitable MicarTa Lumber Dealer 
Plan. The plan is simple, and involves no 
work in selling MICARTA...it’s pre-sold 
for you. 

For details of the plan call your nearest 
United States Plywood Representative or 


fill out the coupon below. 1-06546 


55 West 44th Street, New York 36, N. Y. 
Dealer Plan, 

NAMI 

ADDRESS 


City 


~———--------- 





UNITED STATES PLYWOOD CORPORATION 


Please send full information on your MICARTA 





WHEN this kitchen unit was fea- 
tured in HOME magazine Larson 
Lumber promptly offered it to cus 
tomers at a packaged price. 


DWAYNE LARSON, manager Larson Lumber Co., left, prepares a price esti- 
mate with his shop foreman, Bill Aldridge. 


Direct Mail Sells More Packages 


Larson Lumber Co., Salina, Kan., concentrates on direct mail that features building 
material packages. Always prices the project before making the mailing. 


When you send out direct mail describing worth- 
while projects for home owners are you ready with 
prices for the complete package? 

How much will it cost is probably the first thing 
that enters your prospect’s mind. Being prepared 
with prices is business like and makes getting the 
order much easier. 

D. C. Larson, manager, Larson Lumber Co., Sa- 
lina, Kan., has a regular policy of pre-pricing all the 
home improvements or handyman projects described 
in literature sent out by his firm. Larson began this 
practice soon after mailing copies of HOME Mainten- 
ance & Improvement to his customers and prospects 
in the fall of 1951. The reaction of home owners re- 
ceiving the magazine published by American Lumber- 
man was excellent. But almost immediately the 
question of a price for the various home improve- 
ment ideas and projects became important. 

Larson, in self-defense, then began checking over 
HOME with his shop foreman before the magazine 
reached his customers. Every suitable project was 
priced for materials only or completely finished or 
installed. Then, when customers asked the price of 
an attic modernization or an outdoor fireplace Lar- 
son Tammber was ready with typical cost figures. 

This technique used by Larson with HOME is fol- 
lowed on all direct mail planned by the organization. 
Manufacturer's literature, featuring project ideas, 
for example, is checked and wherever possible pack- 
age priced. All sales personnel are advised of these 
prices and are ready for customer inquiries. 
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SOLD directly from the pages of HOME magazine this 
chow chest was packaged priced and offered both pre- 
cut and on a materials only basis by Larson Lumber Co 
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It’s easy to /, 
uy good & 
umber! 


MEDCO Quality Lumber is produced 
and marketed under definite quality 
standards. It comes from the finest raw 
material —choice Old Growth Timber 
— harvested from our own billion and 
a quarter feet tree farm. 

All manufacturing operations — from 
falling of the tree to loading in the car 
— are carefully supervised. Machine 
operators are well trained. MEDCO 
manufacture is unsurpassed, and our 
kiln drying is unexcelled. 

All MEDCO lumber is graded and re- 
graded three to five times to insure 
utmost accuracy, and to warrant the 
MEDCO brand of approval. 

Nothing is overlooked which will add to 
the quality of MEDCO lumber — or the 
satisfaction it gives you and your cus- 
tomers. 


BUY WITH CONFIDENCE — 
SPECIFY “MEDCO” 


Buy With Confidence—Specify MEDCO 
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MEDCO IS A FIVE SPECIES SHIPPER 

Here are some sample MEDCO items— 
STRAIGHT OR MIXED CARS: 
OLD GROWTH DOUGLAS FIR: 

Kiln Dried Flooring, Siding, Finish and Mouldings 

Kiln Dried 5/4, 6/4, 8/4, 12/4, 16/4 Industrial Clears 

Unseasoned Boards—S/L & EM 

Unseasoned Dimension—-2x3 to 2x16 

Unseasoned 4x4, 4x6—Small and Large Timbers 
WHITE FIR: 

Kiln Dried Boards—S/L & CM 

Kiln Dried Dimension—2x3 to 2x12 
PONDEROSA PINE: 

Kiln Dried Finish and Mouldings 

Kiln Dried 4/4, 5/4, 6/4, 8/4 Selects 

Kiln Dried Shop and Factory Lumber 

Kiln Dried 4/4, 6/4 Commons 

Kiln Dried Knotty Pine Panelling 
SUGAR PINE: 

Kiln Dried Finish 

Kiln Dried 4/4 to 16/4 Industrial Shop, Selects and 

Pattern Lumber 

INCENSE CEDAR: 

Kiln Dried 4/4 Finish 

Kiln Dried Panelling 

Kiln Dried Boards—$4S-S/L-CM 
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SHORT CUTS IN PLUMBING start with layout. Here are 
two examples of good and bad arrangements: 
all fixture traps have short direct connections with the 














stack; (b) bad 
(a) good 














fixtures are too far extended and may 
need individual venting 


These Short Cuts Slice Construction Costs 


By GUS MEISSNER 


Technical Consultant, American 
Lumberman & Building Products 
Merchandiser 


With the trend toward slab con- 
struction, builders are putting more 
plumbing lines on the outside of 
footings, where they are easily ac- 
cessible. An extension of 24” out- 
side the wall is commonly used. 
This runs into a main line and con- 
nects with the sewer or private 
septic tank. 

The main line may be either 
glazed vitrified clay, pressure-cast 
concrete or cast iron. In either 
case it is extremely important 
that oakum be used to calk joints. 
A mixture of 3 parts powdered as- 
bestos, 1 part sand and 3 parts 
portland cement should be used as 
a sealing compound except where 
cast iron pipe is used. 


Get stacks in early! 


Too often in the past, houses 
have been completely framed be- 
fore the rough plumbing is in- 
stalled. This is a wasteful proce- 
dure, needless to say. With careful 
attention to layout, it need not hap- 
pen. 

If stacks and waste outlets are 
installed before framing is com- 
plete, the plumber need not waste 
time cutting, and the carpenter 
does not have to do extra patching. 
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Tips on obtaining better plumbing layout, pipe joint 
calking, fixture protection and installation, chimney flashing 


—and gutter design. 





Part VI. In this concluding ar- 
ticle of a series on construction 
know-how for dealers, contrac- 
tors and “sweat equity” builders, 
the author concerns himself with 
good plumbing practice and the ins 
and outs of sheet metal work. 





Most codes now permit a single 
stack—one that carries the various 
vent stacks. Because of its simpli- 
city and economy, a single stack 
is preferred to individual venting. 


Any fixtures in the future? 

As families increase in size, the 
need for additional bathrooms is 
felt. Extra showers and lavatories 
are needed. Much expense and dis- 
comfort can be avoided if these 
needs are anticipated. Water sup- 
ply is not the problem; it’s waste 
lines. 

If at all possible determine the 
location of any fixtures to be added 
later. Then install tees, with caps 
or plugs, at these points. The cost 
is only slightly extra and it is well 
worth it in the long run. 


Fixtures need firm supports 
The time to put in fixture sup- 


ports is before lath or plaster base 
is applied. Such supports, or cleats 
between studs, are necessary for 
all wall type fixtures and accessor- 
ies. 

Often neglected in this respect 
is the shower rod, which is made 
much stronger if it can be screwed 
to a firm support, rather than tog- 
gle-bolted to the wall. 

In making these cleats from 6” 
wide boards, check the manufac- 
turer’s directions for rough dimen- 
sions. Nail between studs, backing 
them up with 1”x2” pieces. 

The same technique can be used 
to good advantage with ceiling fix- 
tures and kitchen cabinets, espe- 
cially metal ones. 


Use copper pipe 

With copper piping now becom- 
ing more available, it should be 
used wherever possible. Its flexi- 
bility, non-corrosiveness and ease 
of working make it especially ideal 
for most home use. 

Copper pipe of '%” diameter, be- 
cause it has practially no fittings. 
has the carrying capacity of a 3/4,” 
galvanized iron pipe. In addition, 
it can be soft-soldered in a matter 
of seconds with simple equipment. 

I have seen hundreds of copper 
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THIS IS THE NEW 


PLASTIC WALL TILE 


the brightest STAR in the 
wall covering field 


THE TILE WITH THE POSITIVE 
WATER-SEAL FLANGE 
new sale horizons ... more profits . 


by selling a tile with these 
outstanding advantages 


i Guaranteed color control in all plain and marbleized 
colors 


- A newly designed face and soft contour bevel edge 
‘e Color Matching Corner Pieces and Trim Tiles 


Precision molded square tile makes faster installation a 
reality 


Engineered design forces cement under the water-seal 
flange giving perfect waterproof protection 





> New knife edge that enters the cement without resistance 


- The design of the tile causes the cement to be forced 
under the tile reducing clean-up time to a minimum 


Conforms to the S.P.1. Commercial Standard Specifications 
‘- Shallow cavity back saves on cement cost 


and new sales aids 


/ fy 
‘ “4 yy A new over-the-counter three-color package for Point o 
7 hanes on nm" Pe. Sale Counter Display 


Counter Cards—Window Streamers 
Radio Copy—TV Spots—Newspaper Ads 


Direct Mail—Consumer Magazines 





- Full Color Installation Photos—Full Color Envelope Stuffers 
Fuli Color Catalog 








[A CHMEISTER- INC 


Maia i: 


Hachmeister-inc. 
Dept. AL-3, Pittsburgh 30, Pa. 


[| Send me complete information about the New Coronet Plastic Wall Tile 








| would like to see a representative 
Name 
Address 
City 
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pipe installations tested — without 
a single leak! ~ 


Fixture protection | qe onen sp2ee sittin Rosning perm wy Agustabie 


For pitch roo} 


SS 
T eee 


rculction #rom heated o°t 


There is always the ever-present 
threat of damage to the unprotect- 
ed enamel surfaces of fixtures. ada tea i ll 
Some builders even lay aside a fund 
to cover this damage, believing it to 
be inevitable. Nevertheless, certain 
precautions can be taken to pre- 
vent much of this damage: 

1. Upon arrival, the fixture 
should be immediately uncrated 
and inspected for chipped enamel 
and other flaws. 

2. If it passes inspection, store ee ee 
it or install it right away if pos- FLASHING OF VENT STACKS is usually made from 24-gauge galvanized 
sible. iron, 14-ounece cold-rolled copper, or 3-pound sheet lead Above sketches 

. . , how various methods of flashing for flat and pitched roofs. Sheet iron, 

3. After installing it, see that lower right, is somewhat less substantial than other types 
it is carefully cleaned with a mild 
non-abrasive cleanser. 

4. Coat it with ordinary wall 
paste and cover with layers of ‘ mf. A, 
newspapers—the most inexpensive / oanun 
protection you can give it. 

5. When the mechanics, includ- 
ing floor finishers, are all through 

and not until then--remove the omens caen wm, 
paper by soaking it in water. \ MEAK AT NARROW POINT » 

Chrome fittings and handles can 
be protected with one of several 
liquid plastics now on the market. 


, 
Cas? iron hub or roo} tuc Ker 

a Neaap 

] i 7 @ 


lead or Copper flashing 





Sheet-metal—gutter installation _ —— 


Most tinsmiths measure a section CALKING IS LAID into pipe joints with calking irons. Rope oakum is 
of gutter after the cornice is in first packed into joint; then molten lead is poured into joint. Care 
place. They fit inside and outside must be taken to see that pipe is centered in hub (left), or a bad 


miters, drop outlets and end caps- joint (right) may result. 
all on the ground. Then they raise 
them into position and secure them. 
Allowance of about 14” for pitch 
is usually sufficient, providing it is 
uniform from end cap to corner or 
drop outlet. Uniformity of pitch - 
can be checked by spilling water ; ee eee 
into the gutters. 
Downspouts should be placed 
about 2” from the wall so as to 
enter the “sweep ell” properly. The 
joint between the two is best se- 
cured by calking with oakum and 
sealing with cement mortar. 








Flashing 


Copper, or similar type of metal 


CAP AND SHINGLE FLASHING (left) are both necessary around chimneys. 
flashing, is particularly important Note that flashing is stepped to meet the slope of the roof. G t 
around chimneys. It provides the dictates that joints be raked so that flashing may be bent back in them. Gut- 

: ters, shown at right, should not be installed directly in line with the outer edge 
good run-off so ened A for a of the roof, but below it. In general, gutters and downspouts are of equal size 
sound roof. when the downspout spacing does not exceed 20 feet of gutter length. If 
greater spacing is desired, downspout size must be increased. 


Good practice 


The best installation requires 
that the brick mason rake out his 
horizontal chimney joints approxi- 
mately 6” to 8” above roof level. chimney. After this, “counter is an added precaution against 
The joints should be raked to a flashing” is laid, the ends being leakage. 
depth of *,” or more. bent and inserted into the raked If step shingles are cut in ad- 

Then “step flashing” shingles, joints. Mortar is then used in the vance, and the brick mason rakes 
preferably of copper, are bent at joints to secure the flashing. Sol- his joints before they have set, a 
right angles and laid against the dering of step and counter flashing good job is assured. 
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You can tell a BUILDER 
by his stripes, too! 


WITH THE HEAT of competition bringing out the best in 
the best of our builders, you'll find the most successful 
fellows are those who pay the most attention to cost 
details. And those who do are most likely to be building 
more and more roofs of red cedar shingles on spaced 
sheathing. 

They have discovered, by careful cost accounting 
and selling experience, that spaced sheathing means an 
enormous saving on each house—and that cedar shingles 
add a luxury appearance that pes off in faster sales. 
They’ve figured their roofing costs in two ways: first, 
with ordinary roofing material which requires a solid 
roof deck of lumber plus the labor cost of constructing a 
deck of solid sheathing. Then they have figured their 
costs the economical way—using about half as much 
spaced sheathing and far less labor and nail cost applying 
it for use with cedar shingles. 

And they have found that CERTIGRADE red 
cedar shingles, because they permit such savings on 
sheathing cost, and because they help to sell houses 
faster, are today’s smartest roofing choice. 

Yes, you can tell a smart builder by the stripes of 
spaced sheathing you'll see on the roofs of his homes 
under construction. You’ll know he has figured it out for 
himself and knows that the spaced sheathing idea, with 
CERTIGRADES, makes good sense. 

Would you like to have a free cost estimating form 
that takes all the work out of figuring the difference 
between spaced sheathing and solid sheathing? We will 
be glad to send one to you. It will permit you to use 
your own labor and materials costs to get the accurate 
answer for your own area. 
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Once you have found how cedar shingles can save 
sheathing costs, we believe you'll be convinced, as so 
many successful builders are, that cedar shingles belong 
on the homes you build too. Write or send a post card 
to: RED CEDAR SHINGLE BUREAU, 5510 White 
Building, Seattle 1, Washington or 425 Howe Street, 
Vancouver 1, B. C. 


Ge or eittel gee 


ainsi an 
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what do4OU need, 


tung? 


MORE THAN 400 SHAPES TO CHOOSE FROM IN 
THE SUPERIOR LINE—AVAILABLE THROUGHOUT U. S. 


—— 


IF YOU ARE A DEALER —and you don’t stock Superior Mouldings, ask your distributor for 
information or write direct to Youngstown Mfg. 











IF YOU ARE A DISTRIBUTOR —and you want to consider the Superior Moulding line, write 


to Youngstown Mfg., for informative information. 


IF YOU ARE A CONTRACTOR —and you cannot buy Superior Mouldings direct from local 


sources, write to Youngstown Mig. 


IF YOU ARE A BUILDER —check your local sources for Superior Mouldings or write direct 
to Youngstown Mig. 


IF YOU ARE A USER —-you will find most local dealers do stock Superior Mouldings. If not, 
send inquiry direct to Youngstown Mfg. 


NOSINGS STAIR NOSINGS EDGINGS CAP MOULDINGS COVES AND COVES 


Full range of Overlap Sink and Bevel Top BATHTUB EDGINGS Applied after; 
widths, plain uctated); Doorway (illus- (illustrated); Complete range full range of 
faced and utt Type; trated); Butt Flat Top; full of sizes. sizes. 
grooved. Underslung. Type; Carpet; range of sizes. : 
Overlap and 
Reversible. 


CUPERIOR 
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CORNERS 
Applied after or 


before; both inside 
and outside. 


THRESHOLDS 


Interlock; plain 
face or fluted. 


ANGLES 
Many widths and 


thicknesses; plain 
and fluted. 


DIVISION BARS 


Complete range 
of sizes. 


v 
CHANNELS 


Plain and fluted; 
many sizes. 


TUB EDGINGS 


Applied after or 
before; complete 
range of sizes. 


tt an ag > 


IN addition to all types of Metal Mouldings, 
Youngstown Manufacturing offers the home 
“Best Seller’ —Tub-A-Dor (Bathtub Enclosure) 
as well as Curtain Rods and Seam and Edge 
Binding. 


FLAT AND PANEL STRIPS 


BAR STOCK 
Available in 


many standard 
sizes. 


Plain or fluted; 
all sizes. 


WALL TRIMS 


Several designs; 


applied after or 
before. 


YOUNGSTOWN MANUFACTURING, INC. 


66-76 S. Prospect St. 
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Youngstown 6, Ohio 


PRICE TAG 
MOULDING 


Patented mould- 
ing illustrated; 
many other 
designs available, 


UPERIO 





WIDE OPEN SPACES in appliance section permit flexibility of arrangement, comfort and ease in shopping. 


Merchandising the Super-Market Way 


After expanding four times in 
six years, Southern Sash of Shef- 
field, Ala. decided to go all-out with 
a building materials department 
store that would be years ahead. 

Formally opened this spring, the 
new store is far different from the 
original one-room store located on 
a side street in the Muscle Shoals 


MODERN STREET FRONT of Southern Sash, Sheffield, 
Window walls allow floor dis 


Ala., is 140 feet wide 
plays to double as window displays. 
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Portable tile floor, check-out counter and eye-level 
displays feature new Southern Sash store in Sheffield, Ala. 


area. The new super market 
of building materials features one- 
stop service for building needs, 
interior arrangement that provides 
a clear view through the store, re- 
lated products arrangement and 
self-service and visual selling. 
“We studied everything in the 
trade journals,” says J. C. Darby, 


tured 


vice-president and general man- 
ager, “and added some ideas of 
our own that we think are innova- 
tions in building supply merchan- 
dising in the mid-south.”’ 

The vinyl floor tile is laid with- 
out adhesive and can be rearranged 
to provide different designs or col- 
ors for merchandise displays. Two 


AMERICAN LUMBERMAN'’S do-it-yourself poster is fea- 
Notice how pillar supports are used to advertise 


glass, screens, hardware and other items. 
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model kitchens are hooked up and 
space in front of the kitchens is 
easily cleared for cooking schools 
or other demonstrations. The 
kitchens are placed in wall areas 
for easier installation and to pre- 
vent their hiding other exhibits. 
areas. 


There are no wall shelves at 
Southern Sash and few permanent 
fixtures outside the kitchens. Mo- 
bile displays, all kept low for vis- 
ibility, can be changed with a min- 
imum of effort. Mass stock dis- 
plays of millwork, flooring, roof- 
ing, wall coverings and related 
items are arranged as a part of 
the main floor and reflect all the 
neatness and cleanliness of a mod- 
ern grocery super market which 
appeals to the increasing number 
of women shoppers and do-it-your- 
self customers. Browsing is en- 
couraged in the store, and the 
‘“‘just-looking-around” customer is 
not high-pressured into buying. 
The super-market motif is carried 
out by locating the cashier’s desk 
and billing table, only office space 
on main floor, near the entrance. 


SPECIAL ISLAND DISPLAYS 
built to accommodate 
chandise groupings at the Southern 
Sash store. Wall shelves were 
ted entirely. 


were 


Southern Sash gained better ap- 
pearance and visibility by 
ing displays to a few basic types. 
Gondola-type displays with open 
and pyramid used for 
small tools, builders’ 
hardware, table appliances and 
paint. Low platforms and racks 
for heavy materials carry through 
the visibility and accessibility idea 
to the rear of the store. 


confin- 


tops are 


power tools, 


On one side of the appliance di- 
vision is the home planning center 
which is used for consultation and 
estimating. Nearby are the all-tile 
rest rooms which also serve as live 
demonstrations for tile and plumb- 
ing installations. 
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Hedrich- Blessing Photograph, 
courtesy of the 
EDWARD HINES LUMBER CO. 


CLARK POWRWORKERS 


EQUIPMENT 


€ ‘people buy 
_ClA Te 
t 


a 


THERE ARE A LOT OF GOOD TRUCKS on the 
market, and a lot of good arguments for each. But this 
fact remains: more people buy CLARK gas powered 
trucks than any other make. Since we produce all power 
types .. . gas, electric, diesel and Lb. gas... we feel 
we’re ina good position to explain why: 


CLARK Horsepower Is Capacity-Rated To Your Requirements 
—Why pay for excess horsepower that you’ll never 
use? CLARK gives you five engines, rated according 
to truck capacity. You get plenty of power for the job, 
without a lot of gas-consuming excess. When you buy 
a CLARK in the size that’s right for you, you get the 
proper horsepower, too. 


CLARK Flexibility Meets Any Work Condition — A wide 
range of speeds and a constant source of power enables 
your gas powered CLARK to handle any work condi- 
tion. Flexibility means ’round-the-clock performance 
of normal operations, with a built-in reserve of power 
for peak loads and emergencies. And for long hauls, 
you can’t beat the speed and economy of the gas 
powered CLARK 


No matter what your handling requirements are— 
there’s a CLARK machine to do the job. Electric or 
gas powered fork trucks, POWRWORKER hand 
trucks, industrial towing tractors—they all give you 
quality-value for your money. That’s why industry 
buys more CLARKS than any other make of truck. 
When you’re in the market for materials-handling 
equipment, talk to your local CLARK dealer first. 
Most people do! 


CLARK Fork TRUCKS 


AND POWERED HAND TRSCKS - INDUSTRIAL TOWING TRACTORS 
INDUSTRIAL TRUCK DIVISION © CLARK EQUIPMENT COMPANY © BATTLE CREEK 40, MICHIGAN 


Please send © Condensed Catalog ) Have Representative Call 


(1 Driver Training Movie 
Name 
Firm Nome 


Street 





City __ Zone State 





AUTHORIZED CLARK INDUSTRIAL TRUCK PARTS AND SERVICE STATIONS IM STRATEGIC LOCATIONS 





PRES Ne 


DE LUXE TILEBOARD 


SURE OF PROFITS! 


Prestile provides you with a 
complete line. And Prestile is 
priced right, too right for 


your customers—right for you! 


SURE OF QUALITY! 


Prestile's beauty is baked in 
It's tough, durable, non-chip 
ping —lasting beauty that cre 
ates satisfied customers 


SURE OF SERVICE! 


Complete stocks and prompt 
delivery enable you to fill 
Prestile orders in every size, 


pattern and color 


From every standpoint, 


it pays to push Prestile! 


Clip this handy memo to your 

letterhead and mail today! 
Prestile Mig. Co. © $850 Ogden Ave. © Chicago 50 
We ore interested in 


+ 


C) Prestile De Luxe Tileboard 
C) Prestile Aluminum Mouldings 


L 


Please send literature and samples 


Your Nome. : 
Ce eee em ee re ee 
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MAYNARD PETERS, left, looks for low grades in carloads destined for Detroit. 


Inspection Service to Limit 
Sale of Sub-Grade Lumber 


Not all lumber is grade-marked. 
In fact, some say that about half 
of all the lumber produced never 
sees a grader’s stamp. 

What effect this has on the re- 
tail lumberman was brought re- 
cently into focus in the Detroit 
area, which has been called the 
“end of the line’ for the lumber 
industry. 

About three quarters of a bil- 
lion feet of lumber are handled 
each year by retailers in metro- 
politan Detroit. But because the 
city is located at the end of several 
railroad lines, it is being fed con- 
tinually with cheap lumber. 

The situation is certain to im- 
prove, however, with the setting up 
of an inspection service by the 
Lumberman’s Association of De- 
troit, according to Phillip H. Daw- 
son, manager. 

Dawson says Detroit has been 
getting what nobody else wants 
the culls. Consequently the market 
has been cut-throat, with very 
small profit margins. 


On “open order’ carloads com- 
ing from southern or west coast 
mills, Detroit is usually at the end 
of the line—after 10 or 12 other 
cities have taken their pick. The 
mill notifies commission men along 
the route, and they try to sell the 
lumber as it enters their territories, 
with the result that nearly all the 


No. 1’s and No. 2’s are well picked 
over. 

Of course, Detroit buyers are not 
to blame. They get top quality at 
the mills, just as other buyers do. 
It’s after the stuff leaves the mills 
that the trouble starts. 

The Association spent about six 
months putting its inspection bu- 
reau in order. Now if a lumber 
dealer or home owner suspects be- 
low-grade lumber in an order, he 
can call on it for a show-down in- 
spection. 

To head this organization, the 
Association chose Maynard Peters, 
a lumber grading expert who got 
his training at Michigan State Col- 
lege and in the logging areas of 
the Pacific Northwest. 

Peters is on the lookout for un- 
stamped lumber. Or if he finds 
some that doesn’t grade up to stan- 
dards, then‘he calls the supplier to 
account. If the job involves a 
government - insured mortgage, 
then Peters tells the VA or FHA 
inspectors about it, and it’s up to 
the supplier to make good. 

Since he took over, the number 
of flagrant violations has been cut 
considerably. 

As a result of the association’s 
work in getting this service start- 
ed, Detroit’s retailers are enjoying 
better customer relations and a 
much improved tumber market. 
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it off-a WOODTEX roof ! 


The finest building products in America were 
selected for this dream home. And to top it off 
-Woodtex asphalt shingles were chosen from 


the entire field of roofing materials available. 


Luxurious Woodtex is a most remarkable asphalt 
shingle. Its raised grain not only captures the 
charm of hand-split shakes, but serves to rein- 
force the shingle against the wind. Heavier 
than ordinary shingles—it weighs 250 pounds 
per square—fire-resistant Woodtex is ideal for 


re-roofing as well as new roofs. 


% PTR ct ag ire rs a & 


a a 


And what a range of colors! 

Pastel blue and pastel green blends, two- 
tone green and two-tone black, and green, 
gray, red and brown blends. 








BUILDING 
PRODUCTS 





Quality made Certain . . . Satisfaction Guaranteed 


CERTAIN-TEED PRODUCTS CORPORATION 


ARDMORE, PENNSYLVANIA 
Exnort Department: 100 East 42nd St., New York 17, N.Y 


ButLtpinc Propucts MERCHANDISER 


eo 


ASPHALT ROOFING * SHINGLES + SIDINGS 

ASBESTOS CEMENT ROOFING AND SIDING SHINGLES 

GYPSUM PLASTER + LATH * WALLBOARD * SHEATHING + ROOF DECKS 
ACOUSTICAL TILE INSULATION FIBERBOARD 





Advertisement 


SURE WAY TO SELL = sess 
cot ately cutlontt daa 


without replastering 


A new method of open beam ceiling 
construction has been designed and 
developed by the Scholz Construction 
Corporation and used with remarkable 
success in “‘Lincolnshire,’”’ a new com- 
munity of contemporary homes in 
Toledo, Ohio. Upson Strong-Bilt Panels 
(waterproofed), 8 x 18-foot size, are 
used above 4 x 6-foot roof rafters; 
rafters are on 4-foot centers. 2 x 2-inch x 
8-foot furring strips are applied to the 
upper side of the Upson Panels with 
Upson No. 2 floating fasteners on 
f 8-inch centers, staggered. The furring 
8:00 A.M. FURRING is applied di- 10:00 A.M. “FLOATING FAS- | STIS are = peste - ae 
rectly over old plaster by the \ cane — TENERS” are nailed to the furring on ee ee 
at right angles to joists—on 16” centers. 16” centers, eliminating face nailing. centers. r he unit thus formed is nailed 

. on top of the rafters through the fur- 
ring strips. Aluminum foil insulation 
sheets are laid over the furring strips 
forming an air space; the Upson Panels 
act as conductive insulation and the 
aluminum foil as reflective insulation. 
Cedar shingles are nailed directly to 
the furring strips; if asphalt shingles 
are used, '4-inch waterproof plywood 
is nailed to the furring strips and the 
shingles are applied to the plywood. 


11:00 A.M. CEILING PANELS 2:00 P.M. MOULDINGS are applied 
are clinched with panel faced block of where the ceiling meets the walls and 
wood, working from the center of the wherever else they are required, 5:00 
panel outward toward each wall. 


UPSO 


The Upson Panels overhang the ex- 
terior walls three feet forming the 
VET- soffit. Since the Upson Panels are 


waterproofed they are left exposed; 


they require no paint and can be 
F A \ 1 N washed clean of finger marks that re- 
sult from handling. 
Replastering is no longer a stumbling ; i 


Mr. Donald J. Sholz, president of the 
block for home-owners who want to repair their own cracked ceilings. company, reports that 43 “Lincoln- 
For Upson KUVER-KRAK PANELS applied over old plaster—eliminate the need shire” homes were sold in the first nine 
for replastering. In a matter of hours—and with only simple —_ Currently, “ house a day = being 
yuilt but production is already sold 

out four months ahead. 


P.M. the ceiling is ready for painting. 


carpentry—a homeowner can apply a lovely new ceiling that is forever 

crackproof. What's more, there are no visible nailheads to mar the beauty 

of his new ceiling . . . beeause Upson Kuver-Krak Panels are applied with patented 
“floating fasteners” which anchor the panels securely from the back. 


Retirement Couples Form 
Growing Home Market 


A. recent survey, reported by The 
Upson Co., reveals that the average 
retirement age couple wants a_ two- 
Nome bedroom, one-floor home on a large 
lot. The survey also shows that more 
than half the couples will have $3,000 
ents or more in cash by the time they reach 
65, and expect an income of $200 or 
City more per month. 


THE UPSON COMPANY, 946 Upson Point, Lockport, N.Y. 


Please send me booklet and information on Upson Kuver-Krak Panels. 





Name of Firm 














June 15, 1953, AMERICAN LUMBERMAN & 














THE GREATEST VALUE EVER TO HIT SANGER 


ALL MERCHANDISE 
PURCHASED FRIDAY 


DURING A SPECIFIED TIME) 


FREE! 


HERE ARE THE FACTS 
EVERY FRIDAY DURING THE MONTH OF NOVEMBER, WE WILL 
GIVE YOU ABSOLUTELY FREE (No Strings Attached) ALL MER- 
CHANDISE YOU BUY IN ONE GIVEN HALF HOUR OF THAT DAY 
BETWEEN 8 A. M. AND S P. M. 














HERE’S ALL VOU OO... 


COME IN FRIDAY, make whatever purchase you choose — there’s no limitations — you 
may purchase from $1 to $1,000 worth of merchandise, it’s up to you . 
slip and have the time stamped on it by the clerk. On Thursday of every week, the half hour, 
designated as the ‘Free Merchandise Half Hour” will be chosen by Chief of Police Carl Arm 
strong. All sales made during that given half hour will be refunded in full on Saturday. 


then get your sales 





LAST WEEK'S 


THIS OFFER INCLUDES ONLY MERCHANDISE SOLD IN OUR RETAIL STORE 





WINNING HALF HOUR 


3:00 to 3:30 











WAS PAINT ®LUMBER 
*TOOLS *HARDWARE ®CEMENT ®DOORS 
® CARDEN TOOLS 


*ROOFING ®*WINDOWS ®PLYWOOD 
®NAILS 
@ELECTRICAL FIXTURES 








Free Merchandise for Half Hour 


If a customer happens to make 
purchases during the “right” half 
hour of one day a week at Calho 
Lumber and Hardware, Sanger, 
Calif., he gets a complete refund 
on all the merchandise bought. 
And it can amount to anything 
from one dollar to a $1000 sale. 

Every Friday, this sales slip 
cancellation program not only at- 
tracts a lot of persons to the 
store; it is also the talk of the 
town. The benefits of resulting 
word-of-mouth advertising far ex- 


ceed the cost of giving away mer-, 


chandise. Here’s how it works: 
Each Thursday during’ the 
month the town’s police chief se- 
cretly selects a half hour desig- 
nated as “Free Merchandise Half 


Buitpinc Propucts MERCHANDISER 


Hour” at Calho Lumber. Prospec- 
tive customers are 
newspaper advertisements, such as 
the one shown above, that any 
merchandise purchased during 
Friday from 8 a.m. to 5 p.m. would 
have the time of purchase stamped 
on the sales ticket. On the follow- 
ing Saturday, persons whose pur- 
chases were made during the pre- 
selected half-hour would have theiz 
cash refunded. 

You can bet that anyone who is 
given a sizeable cash refund will 
return to Calho again when in 
need of building materials. And 
there are plenty of customers who 
will “plan” their shopping on the 
“free half-hour” day. 
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SPEAKING BEFORE adult education class a subject of 


in Norton 
ing supply firm holds 


Home.” felt lectures 


Sponsors Course on “‘How to Build’”’ 


Mass. if Nathan Belt, credit 
manager for L. Grossman Sons Ine. Build- 
10-week course on 
“How To Build or Renovate Your Own 


home financing 


great importance to the 
prospective home builder. 

Above: “Students” 
course, Note the supply of Grossman liter 
ature on registration desk. 
held nightly in elementary school rooms. 


sign up for Grossman 


Classes are 


Massachusetts firm finds that adult-education instruction 


is effecive indirect sales approach. 


A leader in the New England 
area as a_ build-your-own-home 
campaigner, L. Grossman and Sons, 
Inc., Quincy, Mass., has specialized 
in high-powered newspaper and ra- 
dio advertising, direct mail and 
building ‘“‘clinics’’ to win its clients. 

Recently, Grossman has come up 
with a unique idea to interest the 
prospective home builder. This firm 
has tied in its own time-tested clinic 
formula with a community-spon- 
sored adult education course to 
score a definite beat in public re- 
lations. 

The town of Norton, Mass., next 
door to Grossman's branch office 
city of Taunton, inaugurated an 
adult education program in the 
town's new elementary school. Who 
holds sway in the choice location 
the gymnasium? Who commands 
the largest class? Who has lined 
up the most impressive group of 
speakers? Grossman. 

And why? The answer's easy. 
Its course, ‘How to Build or Reno- 
vate Your Own Home,” offers a 
challenge to every man-about-the- 
house. It features a series of 10 
weekly lectures by top experts in 
every phase of the home building 
industry. Also scheduled are mov- 
ies and field trips. 


80 


The course breaks down like this: 
© Choosing the site and build- 

ing the foundations 
Architectural planning of 
the home 
Carpentry involved in build- 
ing a home 
Plumbing and heating 
Electrical services 
Landscaping 
Inside painting and cabinet 
work 


Financing the home 
Painting the exterior and 
interior 

Special topics suggested by 
class 


This course marks the first time 
in this particular area that a com- 
mercial firm has set out to sell its 
good will as an educational project. 
And Sam Cohen, Grossman’s Taun- 
ton manager, insists it is strictly a 
public relations move. “We plan no 
follow-up sales pressure whatever,” 
he says, but adds that his company 
naturally hopes ‘“‘some of our stu- 
dents join the popular Grossman 
build-it-yourself movement.” 

It is Cohen’s hope that they may 
became so interested in the illus- 


trated lectures that a fair percent- 
age of the class will soon be cus- 
tomers in the Grossman “package 
home plan.” 

The plan is simplicity itself: The 
customer needs only to prove free 
and clear ownership of a suitable 
lot of land; be regularly employed 
with a steady income; produce sat- 
isfactory personal and business ref- 
erences and show he has either 
funds for labor or the ability to 
tackle the various phases of con- 
struction himself. He then pays a 
$38 legal fee and he’s on his way 
to becoming a Grossman home- 
owner. 

Should the customer feel unqual- 
ified to try building himself, Gross- 
man will advance him funds for 
hiring labor, and, if asked, will 
steer him to a competent local con- 
tractor. 

Payments from $27 to a little 
over $39 a month are sufficient to 
cover construction materials from 
more than 20 designs for homes of 
four and five rooms. Total mate- 
rials cost runs from $3,750 to 
$5,120. Registered architects draw 
the plans for all Grossman homes, 
designating the use of stock ma- 
terials in standard sizes carried in 
all 16 Grossman yards. No archi- 
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tect’s fee is charged. 

Grossman field men check the 
progress of each customer and 
shipments of materials are spaced 
as needed. These field men advise 
and assist with construction and 
financial problems. 

The customer makes maximum 
monthly payments for materials 
until his home is completed. The 
Grossman field supervisor then sells 
the mortgage to the customer's lo- 
cal bank. 

In the Norton course there are 
75 prospective customers. On stage 
is a huge poster depicting one of 
the handsome Grossman homes, 
with the legend above, ‘More Tes- 
timonials from Grossman home- 
owners,” and below actual letters 
from satisfied customers. In each 
seat the “student” finds pencil, 
notebook and Grossman circulars 
explaining the build -it - yourself 
plan. 

There are booklets available on 
the 21 Grossman home styles and 
another, ‘1001 Ways to Improve 
Your Home,” using materials and 
appliances available at Grossman 
stores. 

When the 10 weeks are over, 
Grossman hopes a fair percentage 
of the class will be thoroughly 
Grossman-ized by his battery of 
expert lecturers and series of mov- 
ies. For each Grossman home cus- 
tomer won, there is an average of 
$5000 of business in materials. L. 
Grossman and Sons, Inc., by link- 
ing up with adult education, has 
shown just one more instance of its 
success in getting close to the pros- 
pective buyer 


Poies and Posts! 


Believe it or not. poles and fence 
posts, merchandised properly, can be 
big business for the rural dealer. Sales 
in this department have jumped 25% 
yearly for the McKee Lumber Co., 
Lee’s Summit, Mo. since 1945. 

Let Bill McKee, Sr. tell you the pos- 
sibilities in this field based on his own 
experience. You will find the whole 
story in ‘Treated Poles and Posts Sell 
Farmer Trade.” It starts on Page 46. 
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JOBBERS TOLD US- 





hé a ‘ a a 
Don’t change it! 
You have the ELT and SHAY catch 
on the Nlarket/” 


K; jeystone 
atuminum TENSION screens 


Growing demand for 
Keystone Aluminum 
Tension Screens has re- 
sulted in thousands of installa- 
tions throughout the nation—and 
our jobbers tell us this means thou- 
sands of satisfied users! 

Recently—in trying to make our Tension Screens 
even better—we demonstrated some new experi- 
mental models to jobbers and their salesmen in a 
number of cities. These men who know what 
dealers want told us—"Don't change the design of 
Keystone Tension Screens! You are now using the 

best and Safe st catch on the market!” 
Cash in now! Display and feature these popular 
. sc reens—the smart, new way to cut sc reenin costs 
Fapented tension catch reduce maintenance and ateemeninane co taiens 
at sill holds Keystone Screen secu- and apartments! Ideal for all double-hung windows. 
rely in place, Just turn knob to ad- __ Easily installed—no heavy frames to cut or fit. No 
painting—no rust. Easily replaced screening. Low 


just for proper permanent setting. : : 
we - first cost, low upkeep, neat appearance. Investigate! 


Lrelusive free tating bar 


assures snug fit at bottom... adjusts 


screen to uneven or off-level sill. 





OVERHEAD 
GARAGE DOOR 
LINE 
has a style and size 
for every need 


at tl 


CALDER "STURDY'’ DOOR 


LES Hy ne 


ER ‘‘FLUSH’’ DOO 


. ear a 


CALDER COMMERCIAL DOOR 


Here's a brand new line of doors 
that has everything. Made by a 
manufacturer with over half « cen- 
tury of designing and engineering 
experience, the new Calder doors 
are available in every conceivable 
size and style for every conceiv- 
able need. Special designs and 
sizes to order and for extra ap- 
peal to the customer and extra 
profit for you—all Calder doors 
can be equipped with radio con- 
trolled electric operators. 

Send for complete 

information and 

our new, free, 

illustrated catalog. 


calder 


MANUFACTURING CO. 
LANCASTER 14, PENNA. 
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LOBBY OF NEW WAREHOUSE features plywood and plastic laminate walls 


is bedecked with African masks. Free-standing stairway 


glued walnut slabs for treads 


_— -” 
JUST TO BE ON THE SAFE SIDE, 


is wood, has edge- 


Part of hardwood display is shown on right 


Paxton erected a totem on the far left of 
its new warehouse. Front is mahogany siding. 


to promote sale of hardwood to home craftsmen 


Firm has a small craft shop 


Rebuilds With Reclaimed Lumber 


“The mahogany siding on the 
front of our building is a reminder 
of the Kansas River flood of °51,” 
says Harvey Morgan, manager and 
vice-president of the Paxton Lum- 
ber Co., Kansas City, Mo. 

“It’s beautiful now,” he adds, 
“but after the flood we couldn't 
give it away. It’s from stock we 
reclaimed and milled.” 

The new warehouse is virtually 
weathertight and is built of con- 
crete block, plastic laminates, glass 
and wood. Designed by architect 
John T. Murphy, Keene & Simpson 
Associates, Kansas City, Mo., the 
lobby walls are edge grained fir 


plywood stained a neutral color 
and decked with African and In- 
dian masks. Woodwork and trim 
is mahogany treated with a drift- 
wood finish. 

President of the firm is Frank 
Paxton, Jr. Other officers, besides 
Morgan, include James V. Cole- 
man, vice-president; Winthrop Wil- 
liams, secretary; Lewis O. Cheek, 
treasurer. Warehouse managers 
include Robert Paxton,’ Kansas 
City; Floyd Miller, Chicago; Ben 
H. Miller, Ft. Worth; Harold G. 
Dunbar, Des Moines. John L. Pax- 
ton is manager of the firm’s whole- 
sale department in Chicago. 
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for creating 
beautiful interiors 
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When customers ask you how to re- 

model an out-moded kitchen or build 

a new recreation room... the an- 

swer is easy and profitable—Marlite! 
It's wise advice when you recommend the world’s leading 
prefinished wallpanel. Because Marlite pleases customers with 
its beauty, economy, ease of maintenance and wide range of 
colors and patterns. Nationally-advertised Marlite can be one 
of your biggest dollar-volume builders. Start getting your share 
of the residential remodeling market today with profitable 
Marlite. Marsh Wall Products, Inc., Dept. 641, Dover, Ohio. 
Subsidiary of Masonite Corporation. 


Marlite 
arlite 
PREFINISHED 
WALL and CEILING PANELS 





DONALD ELLIOTT, 
and manager of Elliott's 
Baker Lumber Co. presents 
a $50 gift certificate to Mrs 
Harold Rogers for her prize- 
winning essay stating why 
she liked some specific item 
of merchandise. Other prize 
winning contestants stand 
behind her 


owner 
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éd€ @) 


t 


4 


* 
\ 2 - i 


One Way to Find Out What Women Want 


Essay contest exclusively for women brings a good 
number of the fair sex into Port Arthur, Tex. dealer’s newly-re- 


modeled store. 


Down in Port Arthur, Tex., Don- 
ald Elliott had a remodeling pro- 
gram forced on him a street- 
widening project brought the pub- 
lic thoroughfare right up to the 
front of his store. 

Elliott turned the handicap into 
an asset by doing a face-lifting job 
inside and outside the store. He 
started with an eye to attracting 
feminine trade. And the result has 
brought in more women customers 
than he dared expect. It has in- 
creased the sale of certain lines 
of especial appeal to women from 
a modest figure to a point little 


WOMAN CUSTOMER examines plywood samples in new 
Gypsum wallboard in various 


ly-remodeled showroom 
colors line each wall of the store. 


84 


short of amazing. 

As a_ gimmick to_ introduce 
women shoppers to his new store, 
Elliott offered a series of prizes 
exclusively for women. The women 
contestants were asked to write 
letters stating why they liked a 
specific item of merchandise on 
display in the Elliott store. 

The contestant was not required 
to buy anything in order to be eli- 
gible, but few women entered the 
contest before buying some product 
and trying it. 

Prizes included a gift certificate 
for $50 worth of merchandise; an 


Ne 


Street-widening 


MOTORISTS CAN'T MISS the big 
the marquee on one side of the newly-remodeled store 
extension 


electric mixer, a toaster, an elec- 
tric iron and other lesser prizes. 

“The contest definitely stimulated 
sales and the results are still work- 
ing for us,” declared office man- 
ager Mrs. Luquette. “In addition, 
the contest did an excellent job of 
introducing the remodeled store to 
women, many of whom entered our 
place for the first time. Women 
shoppers have long been accus- 
tomed to thinking that a lumber 
company is a man’s domain. We 
think our promotion has _ helped 
change that theory among Port 
Arthur housewives.” 


yaaa 
re 
financing sign over 
made 


remodeling necessary 
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Fifty-two 

doors at atime 
are hot plate 
pressed in these 
tremendous 
hydraulic 

hot presses 


Ks 


You handle only the fast-moving sizes in your own warehouse, 
filling in from your General Jobber’s stock on slow movers 


as the demand arises. That means your door investment 


turns more often ... you make more profit per dollar. 


alin 


Geren 


heat and pressure...vital to flush door quality 
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Making quality flush doors is big 
business. For instance, all General 
Gibraltar and Kentucky Colonel 
Doors are hot pressed on two-story- 
high presses, at more than a half- 
million pounds per door and then 
set by heat for all time. This drives 
the glues deep into the panels, 
cores and frames for permanent 
rigidity. 

Consider these other reasons for 
General quality: 


THE WORLD’S MOST BEAUTI- 
FUL DOORS—Premium door face 
panels are either one-piece or per- 
fectly matched for grain and color. 
MOISTURE CONTROL— Dried to 
a limit of 5 to 7% moisture in 
General’s own giant kilns. Secretly 
processed to relieve grain stresses. 


THREE-PLY PANELS — 33'4% 
thicker than most door panels. 
Made to rigid standards under our 
control. General’s huge veneer plant 
is devoted exclusively to General 
Door panels. 


SCIENTIFIC CORE DESIGN — 
Inert 3” fibre rings are spaced 11/,” 
apart to give panels the strongest 
support known to the industry. 

BELT SANDING—Finished on the 
most modern double belt sanders, 
for satin-smooth, flawless surfaces. 


From log to veneer . . . from panel 
to finished door . . . every step in 
the manufacture of General Doors 
is quality controlled and inspected. 
General's extensive facilities are 
your positive assurance of uniform 
satisfaction — year after year — for 
you and your customer. 


GENERAL PLYWOOD CORPORATION 


LOUISVILLE 12, KENTUCKY 


The doors that pass the "Elephant Test” 





AMONG THE DEALERS 





Fifth Farm and Ranch Day 


Demonstrations are the meat of 
the farm and ranch buildings day 
held annually at the Oklahoma 
A&M 160-acre farm, Oklahoma 
City. This year’s program of May 
16 drew 800 to 1,000 visitors, most 
of which were farmers, ranchers 
and their families. 

Farm superintendent W. F. Lott 
told which tools and equipment he 
considered essential for construc- 
tion and repair work on a farm or 
ranch. 

Specialists from Oklahoma A&M 
and representatives of commercial 
companies also discussed dairy and 
beef production equipment, barn- 
yard paving and surfacing; farm 
and ranch corrals, fencing and 
gates; Grade A milking barns, pole 
frame construction, curved barn 
rafters, trussed farm rafters, con- 


crete block laying and 
broiler house construction. 

This year’s program was spon- 
sored by Oklahoma A&M, the Ok- 
lahoma Lumbermen’s Association 
and the Oklahoma City Chamber 
of Commerce. 

The aim is to erect a new Okla- 
homa farm-fitted building on the 
farm each year. This year the 
broiler house was new. 

Firms sponsoring its construc- 
tion included Barney Stewart 
Wholesale Lumber Co., Clay Equip- 
ment Co., Dierks Lumber and Coal 
Co., Dolese Brothers Ready-Mix 
Concrete, Jamesway Manufactur- 
ing Co., John Carrol Co., Kaiser 
Aluminum Co., Oakes Poultry 
Equipment, Oklahoma Natural 
Gas, Oklahoma Gas and Electric, 
Thomas Concrete Co. and the Long 
Bell Lbr. Co. 


poultry 


Florida Enrolls 370 in Short Courses 


The Florida 
Lumber and 
Millwork Asso- 
ciation announ- 
ces the last of a 
series of four 
short courses 
was held in Mi- 
ami at the ware- 
house of the 
Huttig Sash and 
Door Co. Sub- 
ject of the ses- 
sion was “Sell- 
ing.”’ It was at- 
tended by 130 
employes of several yards, includ- 
ing 20 from one Miami firm—-Bail- 
ey’s Lumber Yards. 

Dr. Frank J. Goodwin, College 
of business Administration, Uni- 
versity of Florida, led a discussion 
on various aspects of selling 
sales personality, use of product 
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knowledge, the proper approach, 
selling through demonstration and 
ways to close a sale. 

Also on the program at the Mi- 
ami meeting was Lee Bartholo- 
mew, vice-president of the South- 
ern States Iron Roofing, Savannah, 
Ga. 


Beware of Quoting 
Costs Per Square Foot 


According to an expert on esti- 
mating you are just sticking your 
neck out (and asking to lose your 
shirt) if you quote square-foot or 
cubic-foot costs to a prospect. 

“Pricing homes in this manner 
is dynamite,” says Herb F. Lotz 
of the Johns-Manville Corp. At one 
of the annual 30 Day Institutes he 
showed how a 400 sq. ft. home can 
actually cost more per square foot 
than a house of 625 sq. ft. 

Changes in the basement floor, 
first floor, ceiling and roof areas 
are 50% responsible for price 
boosts; other factors such as foun- 
dation, walls, wiring, etc. are only 
about 20% or more responsible. 

Plumbing costs are relatively, 
fixed, Lotz pointed out. 


Trinity Has Builder's 
On-the-Job Courses 


Trinity University, San Antonio. 
Tex., has one of the newest and 
most practical building programs 
of any institution in the country. 
Students majoring in the Business 
of Home Building courses are re- 
quired to take a total of 32 credit 
hours in such courses at materi- 
als and construction, estimating 
and cost control, planning, interior 
decoration and design—plus nearly 
40 hours of mathematics and busi- 
ness administration. 

Summers are given over to on- 
the-job training, with students 
working on various construction 
projects. 

The program is supported by 
both the Texas Association of 
Home Builders and the San An- 
tonio Home Builders Association. 
The latter recently made a $1,500 
fund available for visits by nota- 
ble home building authorities to 
the campus. Latest to visit the 
campus under the fund provision, 
were William W. Wurster, archi- 
tect and dean of the University of 
California, and Otto C. Heyer, 
architect-engineer and dean of the 
Products Laboratory, Madison, 
Wis. 

Director of the Business of 
Home Building Department is Mal 
C. Schraub, formerly chief engi- 
neer of the Associated Contractors 
and Engineers, Houston. 
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Here you see a pleasing use of West Coast Hemlock in 
modern cabinet construction. 





avis abundant ability wood 


This vertical grain West Coast Hemlock flooring is tough and 
wear-resistant, with the attribute of enduring beauty. 


Weyerhaeuser 4-Square 


WES 








EXPAND YOUR 


BUILDING 


COAS 


The Ability Wood 


This West Coast Hemlock (Tsuga Heterophylla) is 
a superior type of Hemlock that grows in the mild, 
moist climate of the Pacific Northwest. Straight- 
grained and uniform in texture, it takes a beautiful 
finish, whether natural or painted. It is stiff and 
strong—and is available in stress grade items. West 
Coast Hemlock is exceptionally easy to cut and 
shape, and is free from pitch, checking and splinter- 
ing. It nails securely with a minimum of splitting. 


ao ieee 
oF HEMLOCK 


@ Weyerhaeuser takes this abundant 
Ability Wood and through scientific 
logging, accurate sawing, controlled kiln- 
seasoning, precision surfacing, proper 
grading, careful handling and shipping, 
produces a wide range of 4-Square West 
Coast Hemlock lumber products. 
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HEMLOCK... 


These qualities make West Coast Hemlock ideal 
for a wide variety of uses . . . for so many uses that 
it is known as the Ability Wood. As Weyerhaeuser 
4-Square West Coast Hemlock bevel or bunga- 
low siding, paneling, flooring, ceiling, boards and 
dimension, shelving, moulding or other products, 
it invariably earns the respect and admiration of 
the user. These West Coast Hemlock products are 
used where the dependable service of multi-purpose 
softwood species are desired. 

The fact that Weyerhaeuser 4-Square West Coast 
Hemlock gives excellent service inside and out— 
plus the fact that abundant supplies are available 
—makes it one of the most desirable multi-use 
species to stock and to sell. Ask your Weyerhaeuser 
District Representative about this abundant Ability 
Wood ... or write for descriptive literature. 


LUMBER AND SERVICES 


WEYERHAEUSER SALES CO,, ST. PAUL 1, MINN, 


THRE 


A EMLOCK 


Weyerhaeuser 4-Square 


ABUNDANT ABILITY WOOD 
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GROUP OF WHOLESALERS heard top association and 
manufacturing executives warn of need for better sales 
manship for the future during the NBMDA 
Buffalo, N. Y 


THE MAIN TABLE at the spring meeting of the Natienal 
Building Material Distributors Association was manned 
meet at by H. M. Dooley, standing, vice-president. At right are 
Richard W 


tributing Co., 


Stone, general manager, Great Lakes Dis- 
and John P. Ashton, NBMDA president. 


Wholesalers’ Meet Termed ‘‘Constructive Success’’ 


National Building Material Distributors Association in Buffalo, N. Y. hears 


National Gypsum Company’s Baker urge dramatic seiling as buyers’ market antidote. 


The first national spring meet- 
ing of the year-old National Build- 
ing Material Distributors Associa- 
tion at Buffalo, N. Y., was termed 
a “constructive success” by officers 
and observers. More than 90 
members attended the May 21-22 
session. 

The first day of the meeting was 
devoted to a series of informative 
speeches by executives of national 
and regional associations and 
manufacturing concerns. The May 
22 program featured a panel dis- 
cussion of wholesalers’ problems 
and a report on the NBMDA ac- 
tivities and progress. 

Melvin H. Baker, chairman of 
the board of the National Gypsum 
Co., struck a keynote for the con- 
vention when he urged lumber 
dealers and wholesalers alike to in- 
ject “the dramatic appeal’ into 
their sales efforts. 

Baker forcibly pointed out that 
the era of salesmen running “milk 
routes instead of territories is 
over.’ He said there is no reason 
why wholesalers can not present 
products for the American home 
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with the same type of showman- 
ship General Motors uses when it 
introduces new cars at New York's 
Waldorf Astoria. Auto and other 
industries are competing in kind 
for the consumers’ dollar against 
the home building industry. It is 
squarely up to us to better our 
competition with~ intensive, lively 
sales programs for the products 
needed in the home, Baker stated. 

While lashing out at co-opera- 
tives and what he termed “monop- 
olistic industry,” Edward Wim- 
mer, vice-president of the National 
Federation of Independent Busin- 
ness, observed that a_ surprising 
number of church organizations 
have endorsed the co-op move- 
ment. 

In a talk entitled “Up! Off Our 
Seats,’ G. F. Hoppe, sales promo- 
tion manager, Insulite Division of 
the M. & O. Paper Co., asked the 
audience to do just that. Looking 
under their seats, several mem- 
bers of the audience found $1 bills 
stuck to the chair bottoms. “All 
of which proves,” said “Hoppe, 
“that it is necessary to get off our 


chairs in order to develop profits.”’ 

Other speakers included: Dr. H. 
N. Huntzicker, director of re- 
search, U. S. Gypsum Co.; K. D. 
Smalley, vice-president, Manufac- 
turers and Traders Trust Co.; Rich- 
ard W. Stone, general manager, 
Great Lakes Distributing Co.; and 
Martin B. Coffey, general sales 
manager, Philip Carey Co. 

John P. Ashton, NBMDA presi- 
dent and owner of the Ashton 
Wholesale Service, Des Moines, 
Iowa, spoke on the importance of 
membership in the association in 
promoting favorable action for 
wholesalers at the local, regional 
and national level. Arrangements 
for the meeting were handled by 
S. M. Van Kirk, NBMDA general 
manager. 

H. M. Dooley, chairman of the 
program commttee, vice-president 
of NBMDA and owner of the Doo- 
ley Distributing Co., Saginaw, 
Mich., observed that: “This meet- 
ing has again proven that no mat- 
ter how great a man’s knowledge, 
it is great only because of his abil- 
ity to convey it to others.” 
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HE’LL CARRY OUT 250,000,000 FEET 


The cash-and-carry home craftsman market is loaded Roddiscraft Products for the 
for dealers who cater to it. Home Craftsman’s Market 

Forecasters claim some 250,000,000 feet of ply- Hardwood plywood 

2 Fir and Pine plywood 

Specialty plywoods — 

The home craftsman goes where he can get what Knotty Pine Plyweave 
he wants — when he wants it. Craftwal Parquetwall 

Redwood Cedrela 

Stock Roddiseraft products for the cash-and-carry Panawall Tee N Gee Hardboard 
G-E Textolite* Plastics Tops 
Glue 


Doors *Reg. U.S. Pat. Off. 


wood will be purchased by home craftsmen this year. 


customer — be ready with what he wants — when he 
wants it. 





MATIONWIDE Roddiscraft WAREHOUSE SERVICE 


Cambridje 39, Mass. 229 Vassar St. Marshfield, Wis. 115 S. Palmetto St. 


Charlotte 6, N 123 E. 27th St. Miami 38, Fla. 255-315 N.E. 73rd St. 
4 Chicago 32,11! 3865 W. 4ist St. Milwaukee 8, Wis. .. 4601 W. State St. 
Cincinnati 4, Ohio 836 Depot St. New Hyde Park, L. 1., N. Y. 
Cleveland 4, Ohio 2717 E. 75th St 1756 Plaza Ave. 
Dalias 10, Texas 800 Medill St. New York 55, N. Y. 920 E. 149th St. 
Detroit 14, Mich. 11855 E. Jefferson St. Port Newark 5, N. J. 103 Marsh St. 
RODDIS PLYWOOD CORPORATION Houston 10, Texas 2403 Sabine St. Philadelphia 34, Pa., Richmond & Tioge St. 
Kansas City 3, Kan 35 Southwest Bivd. St. Louis 16, Mo... 3344 Morganford Road 
Marshfield, Wisconsin Los Angeles 58,Calif., 2620£.VernonAve. San Antonio 6, Texas .727 N. Cherry St. 


Lovisville 10, Ky. 1201.5 S. 15th St. San Francisco 24, Cal., 345 Williams Ave. 
San Leandro, Col. 720 Williams St. 
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NACLS Offers Short Course 


Adopted at the annual meeting 
of the National Association of 
Commission Lumber Salesmen at 
Chicago, March 28, was a resolu- 
tion to make available to all lum- 
ber shippers a “highly trained force 
of commission lumber salesmen” 
who are in the position to “make 
daily contact with buyers.” This 
force, according to the resolution, 
is in a good position to “market 
the products of shippers .. . to 
keep shippers constantly advised 
of the requirements of the buyers.”’ 

Manufacturers’ associations are 
requested to submit to their mem- 
bers this resolution. A nationwide 
sales force and tremendous nation- 
al advertising are two things lum- 
ber manufacturers need. 


Less Species, More Wood 
Promotion, Says Darling 


“Wholesalers, who are the dis- 
tributors of more than 60% of the 
lumber production in the United 
States, must awaken to the re- 
sponsibility for better public re- 
lations and a better selling job,” 
said Sid L. Darling, secretary of 
the National American Wholesale 
Lumber Association, before an au- 
dience of wholesalers at the Broad- 
moor Hotel, Colorado Springs, 
Colo., May 20. 

“Manufacturers must concen- 
trate more on research to improve 
their product, eliminate waste and 
reduce manufacturing costs,” he 
continued. “They need to cooper- 
ate more closely with distributors, 
instead of spending so much time 
and money on _ promoting fir 
against yellow pine, western pine 
against eastern pine, etc. Species 
promotion, at the expense of all 
forest products, does not combat 
steel, concrete, glass and gypsum,” 
he emphasized. 

Paul S. Stevens, western man- 
ager of the association, gave a re- 
cap of production figures for the 
past five years for western woods. 
Western pine and allied species av- 
eraged 7 billion feet per year, while 
Douglas fir topped the ten billion 
foot mark, he observed. 

In his talk on_ salesmanship, 
John W. McClure, past president 
of the organization, pointed out the 
place of selling in the industry. 
“Without salesmanship, overpro- 
duction will clog the channels of 
trade and the result is congestion.” 
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ROY M. JANIN 


“Salesmanship is the catalytic 
force which brings together sup- 
ply and demand. It’s the chloro- 
phyll of the industry,” McClure 
said. 

toy M. Janin, Roy M. 
Lumber Co., 


Janin 
Portland, Ore., was 
elected president, replacing Ed- 
ward W. Conklin, Buffalo, N.Y. 
Other officers are J. Philip Boyd, 
Chicago, first vice-president; Mar- 
tin T. Wiegand, Washington, D.C., 
second vice-president; Frank Mc- 
Nally, treasurer. 

The meeting was the 61st to be 
held ‘by the association and the 
best attended of any yet held. 


SWA Wants Action on 
Monumental Woodwork 


At its annual spring meeting in 
New Orleans, April 27-28, the 
Southern Woodwork Association 
drew up a resolution to develop a 
manual of monumental woodwork. 
The need for such a manual was 
pointed out by John M. Rose, D. M. 
Rose Co., Knoxville, Tenn. In spite 
of the increase in public buildings, 
Rose said, architects are still not 
specifying enough woodwork in 
them. 

No small factor in this de- 
creased use of wood, he said, was 
the lack of promotion by the wood- 
work industry. 

Carl L. Rishell, research direc- 
tor, Timber Engineering Co., Wash- 
ington, D. C. made the suggestion 
that TECO do the research neces- 
sary for the handb ok. 

C. A. (Chick) Rinehimer, Rine- 
himer Bros. Mfg. Co., Elgin, IIl., 
asked that millwork cost figures of 
the Millwork Cost Bureau be 
brought up to date by the employ- 
ment of more field men. 


Silicon Used in New 
Dry Wall System 


Silicon Joint Filler is a remark- 
able, ready-to-use product that 
does away with time-consuming 
mixing of joint cement on the job. 
It provides factory-controlled uni- 
formity of product and _ results. 
The material is non-alkaline. It 
will not burn through subsequent 
coats of paint and will prevent fu- 
ture shadowing. The ready-mixed 
feature provides the contractor 
with a considerable saving in time, 
labor and material. 

Silicon Mix consists of pure sil- 
ica beads of carefully controlled 
size, which have been specially 
baked and treated with silicon es- 
ters. It is an exceptionally fine 
product for producing beautiful 
sand textured finishes. It may be 
used in conventional primers and 
paints and should be added to both 
primer and finish coats. It may be 
brushed, rolled or sprayed. 

Sherwin-Williams is also offer- 
ing Silicon Stipple Texture and 
Painter Craft Quali-kote wall 
paint as finishes for dry wall ap- 
plications. 


National Gypsum Plans 
$18 Million Expansion 

National 
embarking on an 18 million plant 
capital expansion during the next 
two years, according to Melvin H. 
Baker, board chairman. 


Gypsum Company is 


The expected growth of the 
company in the next few years 
will include both new construction 
and the acquisition of going con- 
cerns in fields related to those al- 
ready manufactured by the Buf- 
falo, N. Y., building material con- 
cern. 

“Our projections for the future 
indicate continued growth in the 
American economy. Peddlers of 
gloom may talk about our nation 
returning to economic levels of 20 
years ago,” Mr. Baker said, “but 
we believe that the long run trend 
will continue upward. 

“With well-established distribu- 
tion, a seasoned organization and 
low cost production, we believe the 
company is in a position to com- 
pete favorably for the market. 
Sure, we expect there will be re- 
cessionary periods, but over a 
range of the next ten years, the 
potentials for growth appear to be 
substantial,” Baker says. 
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Colorizer Has 336 Tones, 
12 Colorants 


Offering paints especially de- 
signed for the home _ decorator, 
Colorizer now has a selection of 
336 different deep tones which can 
be added to working stock. The 
latter consists of 12 colorants 
packaged in tubes and one base 
each for interior flat, semi-gloss, 
house paint, porch, floor and deck 
finishes, plus sash and trim paint. 

Colorizer markets its house 
paint in quarts and gallons; all 
other finishes are in pints, quarts 
and gallons. 

Addition of the new deep tone 
colors to the original 1,332 colors 
gives customers unlimited range 
from black to white. Colors were 
selected for Colorizer by Faber Bir- 
ren, noted color authority. 

The 336 colors are arranged in 
a unique album developed after ex- 
tensive testing and sampling. 


Wilson Lumber Planning 
Custom Drying 


The A. K. Wilson Lumber Co., 
Compton, Calif., announces it has 
expanded its plant facilities to ac- 
commodate both custom drying 
and milling. The plant now covers 
52 acres, 30 acres of which are 
hard surfaced. 

Wilson specializes in the drying 
and manufacture of siding, finish, 
moldings, fence materials and oth- 
er lumber prdoucts. It has a kiln 
capacity of 1,500,000 board feet 
per charge, spur trackage for 30 
ears and special machinery for 
cutting and finishing. 

Further information may be ob- 
tained from the A. K. Wilson Co., 
P.O. Box 150, Compton, Calif. 
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Billion Dollar Plant 
By Du Pont 


Work on what is described as 
“probably the world’s largest sin- 
gle industrial construction” is now 
in process at Savannah River, 
South Carolina. Engineers from 
the Du Pont Company are building 
the atomic materials plant for the 
U. S. Government at an estimated 
cost of $1,300,000,000. 

In the postwar years alone, Du 
Pont engineers, working 36 taajor 
projects, erected more than $800,- 
000,000 of new plants and equip- 
ment. 

These facts are among the many 
emphasized in a newly published 
booklet by Du Pont called “The 
Builders.” 
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Look for Quality Seal 
On Perlite Product 

Plaster aggregate of impartially 
certified quality, positively guar- 
anteed to meet ASTM Specification 
C 35-52 T, was placed in the hands 
of building supply dealers for the 
first time this month with the 
launching of a nationwide labeling 
and certification program for ex- 
panded perlite aggregate. 

Sponsored by the Perlite Insti- 
tute, the new program sets a bold 
new precedent for aggregate sup- 
pliers by establishing an authori- 
tative and closely policed “seal of 
guaranteed quality,” as determined 
by the independent Pittsburgh 
Testing Laboratory. Aggregate 
with this seal is guaranteed to con- 
form to ASTM Specification C 35- 
52 T. 

“Building supply dealers can now 
stock any brand of perlite that dis- 
piays the new certification seal 
and have positive assurance that 
the material they recommend and 
sell will meet the ASTM specifica- 
tion for plaster aggregate in all 
respects,’ according to Lewis 
Lloyd, president of the Perlite In- 
stitute. 


Armstrong Introduces 
Counter Top Cement 


A new cement which permits 
the rapid installation of plastic 
laminates to counters, sinks, ta- 
bles and other surfaces without 
the use of presses, clamps, heavy 
weights or long curing has been 
announced by the Armstrong Cork 
Company, Lancaster, Penna. In 
addition to simplifying the instal- 
lation of laminates it saves con- 
siderably in labor costs. It is be- 
ing distributed through lumber 
dealers. 

The new adhesive is made in two 
forms: Type A for professional use 
and Type B for the amateur or 
home handyman who desires to in- 
stall his own materials. 

Type A is a tan, liquid, air-dry- 
ing adhesive with a synthetic rub- 
ber base. It provides a permanent 
bond resistant to both oil and 
water and may be used to bond 
plastic laminate sheets to plywood, 
steel, aluminum and composition 
bases. It covers approximately 160- 
180 square feet per gallon. It is 
sold in 55 and 30 gallon drums, 1 
gallon, 1 quart and 1 pint cans. 

Type B, for amateur use, is a 
brown, heavy-bodied adhesive for- 
mulated with synthetic rubber and 
synthetic resin. It provides excel- 
lent and permanent adhesion. It 
covers approximately 80 - 100 
square feet per gallen and is avail- 
able in 5 gallon pails, 1 gallon, 1 
quart and 1 pint cans. 

Both Type A and Type B ce- 
ments are furnished with special 
applicators and instructions. 


Unlike pastes or mastics, the 
new cements are applied so that 
two films are actually bonded to- 
gether. A film is applied to the 
back of the laminate and also to 
the surface to be covered. Before 
being put together, the two films 
must be dry. 
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THE LUMBER MARKET 


Commerce Department 
Reveals 1951 Production 


Lumber production in the United 
States during 1951 is estimated at 
37.2 billion board feet, lumber tal- 
ly, according to data summarized 
from the quarterly sawmill surveys 
conducted by the Bureau of the 
Census, Department of Commerce, 
in cooperation with the National 
Production Authority. Estimated 
production in billions of board feet 
for previous years were 38.0 in 
1950; 32.2 in 1949; and 35.4 in 
1947. 

Eastern production in 1951 is es- 
timated at 18.3 billion board feet 
while western production is esti- 
mated at 18.9 billion board feet 
The 1950 estimated production in 
these regions in billions of board 
feet was 19.4 and 18.6 respectively. 

The 1951 production of softwood 
lumber was 29.5 billion board feet 
while hardwood production was 7.7 
billion board feet. The 1950 esti- 
mates were 30.6 and 7.4 
board feet respectively. 

The three largest lumber produc- 
ing states, shown in the order of 
their importance were: Oregon, 
California, and Washington. These 
states produced 16.6 billion board 
feet, accounting for approximately 
45° of all lumber production in 
1951. 

Production of Douglas fir and 
southern yellow pine, in billions of 
board feet, were 10.4 and 8.5 re- 
spectively, or approximately 50°7 
of the total lumber produced. Other 
important species and their esti- 
mated production in billions of 
board feet were: ponderosa pine, 
3.7 and oak, 3.6. 


billion 


Orders Scarce 
In Tacoma Area 


Quiet still dominates the lumber 
market in the Tacoma area. But 
despite a general scarcity of or- 
ders, industry spokesmen do not 
appear to be particularly disturbed 
over the situation. Much of the 
condition is attributed to Canadian 
competition. This is especially true 
in the eastern market, many ship- 
pers aver, and their particular con- 
cern at the moment is over whether 
it is a temporary situation or one 
that is likely to become permanent. 
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THE BIG ONES are easily removed with this modern equipment being widely 


used in western states. 


Experts predict increased demand for specialized 


logging equipment to cut the rising costs of wood operations. 


Good weather has aided produc- 
tion. This, coupled with the fact 
that buying has been slower than 
usual for this season of the year, 
means that inventories are heav- 
ier than normal. This probably 
would react adversely on poorer 
grade items which conceivably 
could flood the market if there is 
a rush to unload. The larger com- 
panies are not as likely to be hit 
by such a situation, since despite 
their greater output, their outlets 
are more firmly established. But 
smaller concerns well could feel the 
pinch. 

Considerable interest was ex- 
pressed locally this week in an- 
nouncement jointly by Gov. B. 
Frank Heintzleman of Alaska and 
Henry Foss, president of the Foss 
Launch & Tug Company of Ta- 
coma, that the latter concern will 
inaugurate a barge service between 
Tacoma and Alaska that will trans- 
port loaded rail cars to and from 
the territory. The Alaska terminal 
of the freight line will be at Ward 
Cove, near Ketchikan. 


Market Steady 
In Seattle Area 


The Puget Sound area at the end 
of May found itself with very good 
stocks of common lumber, markets 
which are holding and a fine record 
of production. The fir and hemlock 


markets are in a delicate state of 
balance and any flurry of orders 
would send prices up. At present 
the steady decline in green fir di- 
mension prices has been halted. 

Operators here point to two fac- 
tors which are affecting the mar- 
ket. One is a series of eastern 
strikes which is holding up buying 
and the second is a voluntary cur- 
tailment which will increase as 
July nears. They see little likeli- 
hood of prices dropping in the next 
six weeks. 

Shingle manufacturers have been 
curtailing production for many 
weeks. The present market is un- 
changed over a fortnight ago. Roy- 
als continue scarce. Demand for 
most grades is slow. Cedar siding 
is holding steady but placing of or- 
ders depends upon specifications. 
Three quarter by 10 B clear bun- 
galow siding is very scarce and 
mills currently are putting a limit 
of 5,000 to the car. Generally low 
grade siding is scarce. Green fir 
dimension and hemlock lumber is 
in good supply. No. 3 and 4 com- 
mon pine items tend to soften but 
No. 2 and btr. and shop are tight. 
Idaho white pine is strong. Spruce 
tends to soften with commons 
weak. 

April building in the Pacific 
Northwest increased 25% in vol- 
ume over the same month in 1952. 
Both country and Seattle construc- 
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Buyer’s Market 
At Baltimore 


A quick pick-up in building per- 
mits in the Baltimore area during 
April and May has not brought any 
appreciable upsurge in business for 
lumber yards catering to needs of 
the construction field. 

Yard operators are hopeful for 
a better trend as summer ap- 
proaches, but during May their 
faces were a bit solemn. Business 
for some is good, but the rapid 
tempo of several past years is past 
for all. 

This is a buyer’s market. Some 
sizable deals in lumber have been 
reported in lumber circles in the 
last few weeks where profits of as 
little as $1 per M was accepted in 
order to move stock. Plenty of it is 
hauled direct to users who need 
lumber in quantity. 

Another instance was cited 
where a shipment arrived here in 
May, and $5 per M less was taken 
within a week after the first offer- 
ing was made. Lack of foreign 
buying, particularly from Great 
Britain, was one reason given by 
one large dealer for the depressed 
price. 

“But,” he said, illustrating the 
national situation as he sees it, 
“prices of many things are down 
you can get more for your dollar 
now. Maybe that is where the new 
administration is leading us.”’ 

zeorgia pine, what little of good 
quality is being brought here at the 
present time, is relatively un- 
changed in price from some time 
back. The SSE & § stock ranges 
from $124.50 to around $152.00. 

Longer length Honduran pine 
has a delivered range from $145 to 
$215, to which must be added ap- 
proximately $19 in dock handling, 
trucking and duty charges. 

Clear fir shipments are little 
changed, with $180 for 2”, and 
$190 to $200 being quoted for de- 
liveries here. 

Building permits in the Balti- 
more metropolitan district for Ap- 
ril totaled $21,148,616, of which 
$12,834,029 was for home construc- 
tion. 


Strikes, Weather Slow 
Kansas City Market 


Labor unrest and weather were 
blamed for the slower movement 
of lumber in the southwest during 
the last two weeks. In this area 
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some of the larger consuming areas 
were shut off because of strikes. 
The Kansas City and St. Louis mar- 
kets were not taking much lumber 
because of construction shutdowns. 
In addition, tornados, floods and 
heavy rains throughout most of the 
producing regions cut deeply into 
production as scores of mills were 
closed down because of a lack of 
log supply. 

Retail yards are not well stocked 
with lumber as many had moved 
lumber to the jobs and were in the 
process of replenishing the bins 
when production was cut hack at 
the mills. Since the retail demand 
has been checked by the strike 
conditions, retailers are _ biding 
their time in ordering any stock 
over and above restocking the re- 
duced inventory. 

In face of the draggy market 
condition, prices have held up re- 
markably well, lumbermen said. 
No concessions were reported by 
the larger mills, although some 
price cuts of minor significance 
have been noted by the little mills. 
Price lists generally are about un- 
changed from a month ago. 

Mills are reluctant to lower 
prices for additional business in 
light of the low production and the 
knowledge that the government, 
which recently bought 60 million 
feet of lumber in the south, will be 
seeking bids for another large lot 
in the near future. 


Lumber Shipments 
1.1% Above Production 


Lumber shipments of 494 mills 
reporting to the National Lumber 
Trade Barometer were 1.17 above 
production for the week ending 
May 23 1953. In the same week 
new orders of these mills were 
4.7% above production. Unfilled 
orders of the’ reporting § mills 
amounted to 45° of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 25 
davs’ production at the current 
rate. and gross stocks were equiva- 
lent to 53 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
4.6% above production; new or- 
ders were 6.5% above production. 

Compared to the average corre- 
sponding week in 1935-1939, pro- 
duction of reporting mills was 
61.3% above; shipments were 
63.1% above; new orders were 
75.0% above. Compared to the 
corresponding week in 1952, pro- 


duction of reporting mills was 
2.6°7 above; shipments were 10.2% 
above; and new orders were 11.% 
above. 


Southern Pine 


The 123 mills reporting to the 
Southern Pine Association for the 
week ending May 23, 1953 report- 
ed that orders totaled 16,432,000 
feet, 9.45°% below production for 
the week. Production was 18,146,- 
000, 11.47% below the three-year 
average. Shipments were 18,617,- 
000 feet, 2.60°% about production 
for the week. Orders on hand to- 
taled 51,217,000 feet, down 4.09% 
from the previous week. 


Western Pine 


The 111 mills belonging to the 
Western Pine Association for the 
week ending May 23, 1953, report- 
ed orders totaling 73,503,000 feet, 
1.1°; below production. Production 
was 74,324,000 feet. Shipments 
were 75,403,000 feet, 1.5% above 
production. Orders on hand totaled 
240,148,000 feet, down 1.4% from 
the previous week. 





ADVERTISING 

how to get maxi- 
mum results at mini- 
mum expense — is every dealer's 
problem. One valuable help is 
American Lumberman’s ADservice 
mat feature. You'll find some 
profit-making ideas in this feature 
on page 60. 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is 


a compilation and average 


of mill prices at press time and should not be con- 


sidered as current on the day the magazine is received. The prices should be 


useful in following 


DOUGLAS FIR 


Vertical Grain Flooring 

B&Btr ( 

1x4 een 165.00 155.00 
Fiat Grain ieneees, | 

ix4 35 M0 

1x6 is 5.00 


Drop Siding 
Ix6 (Pat. #106).155.00 
1x6 (Pat. #116).155.00 


130,00 
160.00 


93.00 
105.00 


150.00 
150.00 


110.00 
105.00 


Celling 
“x4 ..125.00 1238.00 0.00 
1x4 115-125 120.00 0.00 


Hoards and Shiplap and 2 (Green) 
1x6 1x8 1x10 1x12 
65.00 67.00 67.00 75,00 
58.00 69.00 59.00 68.00 
51.00 53.00 61.00 60.00 
No. 1 Dimension 
o 14 16 1k or 
2x 4 70.00 70.00 70.00 70.00 70.00 
2x 6 67.00 68.00 67.00 70.00 68.00 
2x 8 67.00 67.00 65.00 67.00 67.00 
2x10 67.00 68.00 67.00 67.00 67.00 
2x12 57.00 65.00 55.00 37.00 67.00 
No, 2 Dimension 
2x 4 632.00 63.00 66.00 15.00 65.00 
2x 6 62.60 62.00 65.00 53.00 63.00 
2x 8 64.00 64.00 64.00 64.00 63.00 
2x10 64.00 64.00 64.00 4 64.00 
2x12 64.00 64.00 64.00 6 64.00 
8 Dimension R/iL, Only 
4 


(Add 10-15 dollars for dry lumber) 


RED CEDAR SHINGLES 


Royals 
No, 1 24” 4/2 13.25 
No. 2 24” 4 7.25 
No. 3 24” 5 00 

: “Ss om 


XXxXXx 
No. 
No 
No 


18” 4 9.90-10.00 
18” 4 4.50-4.65 
18” 5/ 3.75-4.00 


ooo 


16” 
16” 


Ts | “worn 


16” 5/2 75 
25 


WESTERN RED CEDAR 


Prices for red cedar siding tn mixed 
cars, new bundling, & to 10 are: 
Re eled Siding, ™% Inch 
“RB” 
50.00 
60.00 
26.00 
90.00 


4x4 Inch 
xs inch 
%x6 Inch 
Yx8 Inch 135.00 1380.00 
Clear Beagulow ‘Stating, ™% Inch 
8 inch .170.00 165.00 
10 inch 195.00 190.00 
12 Inch 195.00 190.00 
Finish Bo and Btr. S82 or 48, 
® to 10 or Rough 
ix 8 ; ers rrr |... 
Oe, ee cana scones 
1x12 
Celling or Flooring, B and Btr, 0-106’ 
B&Btr. § D 
ae 100.00 90.00 
ee 116.00 95.00 
Discount on mouldings 620° -20° odd 
lengths, 
Series 8,000 
Iisting under 4.00—list plus 35 per 
cent. 
Listing 4.00 and over—tlist plus 35 
per cent 
Clear Lattice, 5/16” x 3/4’"—2’ to 18” 
100 lin. ft is ee 


130.00 
160.00 
150.00 
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magazine. 


market trends and as a check on purchases made approxi- 
mately ten days before receipt of the 
market price changes since the last issue 


Bold face listings denote 
the Editors. 


WESTERN PINES 


Ponderosa Pine 
5/4 RW 
Selects and 
S2 or 48 4/4Rw 6/4RW 8/4 RW 
C&Btr RL 250.00 255.00 265.00 
Shop, S28 No. 1 Ng, 2 
5/4 142.00 11 “00 


143.00 110.00 


Commons, 82 or 48 
7&8 Btr. No. 3 No. 4 
Ix 8 RL 128.00 84.00 64.00 
Ixl2 RL 128.00 84.00 64.00 
Idaho White Pine 
Selects S2 or 48 
1x4 1x6 1x8 1x10 
C&Btr. RL 270.00 271.00 271.00 278.00 
D RL 239.00 239.00 239.00 250.00 
Commons, 82 or 48 No. 1 No. 2 No. 3 
ix 8 145.00 118.00 
188.00 157.00 118.00 
Sugar Pine 
Selects 
S2 or 48 1/4RW 5/4 RW 8/4 RW 
RL ..270.00 280,00 
y 275.00 
245.00 


128.00 
57.00 125.00 





OAK FLOORING 


ONThive eeet anes iftse Wad 


White ..180.0 

Red ....185.00 177.00 162.00 
Sel. Piatn 

White .162,00 1 

Red ....172.00 1 
#1 Com, 

Pin. White 

& Red ..153.00 
#2 Com. 

Pin. White 

& Red .. 95.00 
#1 Com, 

& Btr 

Shorts, 

1%” ...105.00 75.00 97.00 97.00 


160.00 


zs 167.00 15 
1 


3f 2.0 
4 167.00 2.0 


) 
8 


135.00 120.00 


60.00 82.00 77.00 


SOUTHERN PINE 


Vertical Grain Flooring 
s& Btr. 
175.00 

Flat Grain Flooring 
1x4 Terrrt Te 


e D 
165.00 145.00 
160.00 10.00 
180.00 40.¢0 
Drop Siding 

1x6 (Sat. #106) .170.00 

1x6 (Pat. #116).170.00 
Roards & Shiplap 

1x6 

No. 1 ...100.00 

No, 2 ... 75.00 

No. 3 ... 60.00 
No. 1 Dimension 

12° 14 167 
90.00 92.00 
85.00 86.00 


160.00 
160.00 


65.00 


2x 4 89.00 
2x 6 865.00 
2x 8 88.00 88.00 
2x10 98.00 99.00 
2x12 104.00 104,00 


No. -, et 


58.00 

57.00 
56.00 
50.00 
54.00 


REDWOOD 


Bevel Siding 
“%x 4 V.G. Clear All 
%x 6 V.G. Clear All 
%x 8 V.G. Clear All 
%x 6 V.G. Clear All 
%x 8 V.G. Clear All 
%x10 V.G. Clear All 
%x 6 VG. Clear All 
%x 8 V.G. Clear All 
"x10 va Clear All 
%x12 V.G. Clear All Heart 


Note: A grade V.G. Redwood Siding 
$5.00 less for 4%, % and % in above sizes 
Anzac Siding 

1x10 V.G. Clear All Heart 
1x12 V.G. Clear All Heart 
Note: Deduct $15.00 for A Grade. 


Finish 


Ix 4 Clear Heart S48 
1x 6 Clear Heart S4S 
1x 8 Clear Heart S4S .. 
1x10 Clear Heart S4§ 
1x12 Clear Heart S4S 


Note: A Grade 1x4, 
1x6, 1%10 and 1x12 


165.00 
185.00 


1x8 deduct $10, 
deduct $15. 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr 
150.00 


Flat Grain Flooring 


158.00 


Drop Siding 
1x6 (Pat. 
1x6 (Pat 


#106) 
#116) 


Ceiling 


Boards and Shiplap 
2” (Dry) 


No. 1 Dimension 
19%, 
2x 4 72.00 
®x & 72.00 
2x 8 74.00 
2x10 72.00 
2x12 72.00 


No. 2 Dimension 
zx 4 67.00 67 
2x 6 67.00 67 
2x 8 69.00 69. 
2x10 67.00 69 
2x12 67.00 67. 


No. 3 Dimension R/!I. Only 
os 


67 “ao 





ENGLEMANN SPRUCE 


Boards and Shiplap 

(dry) 1x6 1x8 1x10 1x12 
No. 2&Btr...110.00 108.00 108.00 115.00 
No. 3&Btr.. 82.00 82.00 82.00 84.00 


No, 1 Dimension 
2 14 16 18 20" 

2x 4 68.00 68.00 68.50 68.50 

®°x 6 67.50 67.50 67.00 72.50 

2x & OF.50 67.50 67.00 72.50 

2x10 67.50 67.50 67.00 

2x12 67.50 67.50 67.00 


No. 2 Dimension 
2x 4 74.50 74.50 
2x 6 74.50 74.50 
2x 8 74.80 74.50 
2x10 74.50 74.50 
2x12 74.50 74.50 


(Boards graded No. 1, 2, 3, at flat 
price; no price for straight No. 2. Mills 
do not grade out No. 3 dimension sep- 
arately as in fir.) 
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your customer's 
wear clothes - sell them 


- VE NIENCES COMPLETELY PRE- PACKAGED 


AND READY 
FOR INSTALLATION... 








K-Veniences, used singly or in combination, 
mean more closet space, neater closets. They in- 
stall easily with a screwdriver and practically 
hand out your customer’s clothes. There are 
K-Veniences designed for every closet in the 
house. Tell your customers you have them! ...TUB ENCLOSURE 


PATENT PENDING 
Sell it over the counter for $74.50... the 


| customer installs, or you install for an 
A , #785 THREE-TIER LARGER extra profit! Absolutely non-competitive! 
SHOE RACK PROFITS 


Up to 12 pairs of shoes FOR YOU SHOWER MAID tub enclosures 

stay neat and orderly on | have all the advantages of custom 

By this popular, space-saving enclosures plus many exclusive features no other enclosure 

chrome rack. Attaches | — . 

: has! They fit any recessed tub that goes from wall to wall. 
easily to wall or closet door. ( e k , he j led / I 

Helps end cleset clutter. complete pre-packaged unit can be installed by the cus- 

g tomer in under 1) hour. SHOWER MAID enclosures are 

rust-proof aluminum, with shatterproof, colorful Dow 

Styron plastic panels. Door opens all the way. Completely 


Z Tree : NEW and entirely different from any other enclosure! 
= BACKED BY NATIONAL 
#780 TIE RACK 


aati as ADVERTISING=—PLENTY OF 
orty-eight ties can be kept neatly in sight for easy 
selection with this new K-V tie rack. Width 21%”, ia 443 DIS |] a: ae, | ATERIA L 


Bright chrome finish. 


| Whatever ad- 
=a | gageme roe | COUNTER COSPERE 














= there’s Shows exactly how 
rs SHOWER SHOWER MAID 

‘ MAID material works 
for you! Fold- 
#550 SWINGING TROUSER AND SKIRT HANGER | ers, circulars, 
There's no fussing to hang up skirts or trousers with BEWEPAPeS MAS, 


- . Tr size enclosure 
this handy rack. Just slide them in the 4 swinging | real — — 
— ee 4 COLORS MATCH 


with all 
materials same 


gauge as the full- 


; ; ! 
arm clamps. Saves on pressing bills too! help you get ee ee 
volume with SCHEMES 


K-Veniencez are stocked by leading jobbers, | SHOWER Translucent Coral, Pearl Gray, Sea Green 
Write for your copy of the complete catalog. MAID now! or Sky Blue blend with any paint or tile, 


AANA Write Today for Name of Your Nearest Wholesaler 


WWOTONAEES AMERICAN SHOWER DOOR CO., Inc. 


1028 N. La Brea Avenue e¢ Hollywood 38, Calif. 
Grand Rapids 4, Michigan 
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MERCHANDISING CLINIC 


Chain Store Story 


Some friends of ours have been 
going out of their way to buy their 
groceries from a well known super 
market, not because prices were low- 
er but because they liked the people 
who waited on them 

True, it doesn’t take very many 
employes to operate a modern super 
market where one of the major ob- 
jectives is to reduce the number of 
employes to the minimum. Never- 
theless, it takes someone to check 
customers out and collect the money 
for purchases made. Our friends liked 
the pleasant young lady who punched 
the keys on the cash register and 
totted up the amount owed. She 
always had time to get in a pleasant 
word, Furthermore, she knew their 
names, where they lived, and some- 
thing of their interests. As a result 
they were always in a happy frame 
of mind when they paid the check- 
out tab. Thus the smart young lady 
turned a routine job into a highly im- 
portant factor in bringing customers 
back 


- +. The person at point of final 
sale is a highly important link 
in the long distribution chain. 


The Tie That Binds 


When our friends had passed the 
turnstile at the check-out counter 
another pleasant experience awaited 
them. The young lads who packed the 
groceries into bags or boxes and car- 
ried them to their car in the parking 
lot were wonderfully accommodating 
and exceedingly good natured. They 
were first to the car, had the doors 
open, took good care to see that the 
groceries were in the right place, 
closed the doors, thanked the cus- 
tomers for coming, hoped they would 
be back soon, waved a friendly good- 
bye 


. » » What's so wonderfu! about 
that? The answer is “Nothing.” 
Nevertheless, it has great pull- 
ing when it comes to holding cus- 
tomers. 


The Simple Things 
Count Most 


We were telling the story recently 
in discussing ways and means to meet 
competition successfully. It wags our 
contention that many super market 
people depended too much on the 
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mechanics of self-serve and paid too 
little attention to employes —even it 
it didn’t take many of them to carry 
on the business. The very absence 
of human beings made their behavior 
all the more important when they 
came in contact with customers. Peo- 
ple still like to do business with 
friendly, appreciative people. 


..+ A single employe in a super 
market can drive customers to a 
competitor. 


Only the Name 
Was the Same 


Our friends who were very happy 
about the super market described in 
the first paragraph or two were de- 
lighted when they found that the 
same company was erecting a new 
store very much nearer to their home. 
Same name. Same merchandise. Same 
self-service. Same prices. Same ev- 
erything, except a single factor. They 
soon found that the human beings in 
the store were different. The check- 
out girl was fresh, snippy, careless 
and became angry when an error was 
called to her attention. The grocery 
boys were sloppy with their packing, 
put groceries in the bags with little 
regard for what might happen to 
them on the way home, left the car 
doors open after dumping the bags 
in the back seat, hurried away with- 
out a word. One trip to the new es- 
tablishment was all our friends made. 
They went back to the first store 
even though it involved considerable 
extra driving. 


. « « No two chain stores are 
ever exactly alike. 


What Makes the 
Difference? 


The two stores in our story looked 
exactly alike but there was a big 
difference ... even though it existea 
only in the check-out girl and the 
grocery boys. Actually the basic dif- 
ference extended back to the men in 
charge of the two stores. Employes 
reflected their attitude. 

The first manager realized that 
the people in the establishment were 
the most important element even 
though they were few in number. 
When a customer hands his hard- 
earned money over to the cashier he 
likes to be appreciated. It doesn’t 
take more than a smile, a hearty 


“thank you” or a_ cordial “come 
again” to make him feel good. When 
the girl in charge doesn’t look up 
but merely shoves the packages 
around and jabs down the keys of the 
cash register, there is something 
lacking. Sure the customer is will- 
ing to go along and pick out his own 
groceries he even prefers to do so 

but somewhere along the line there 
must be friendly people even if they 
do no more than count up the pack- 
ages. 


. . « Customers judge stores by 
the people who wait on them 
more than by the prices of the 
merchandise, 


People or Price? 


Most everybody will answer “price” 
when asked this question but when 
confronted with disinterestedness, in- 
difference, discourtesy, they imme- 
diately seek out some other estab- 
lishment. Actually there usually isn’t 
much difference in price between 
comparable stores. But, once again, 
We insist there is a whale of a big 
difference in the people who contact 
the customers and the difference in 
employes is largely the major cause 
why customers leave one store and 
go to another. They are looking for 
friendly, appreciative people. Once 
they find them they become regular 
customers. 


. . . Friendly, helpful service is 
what counts most in lumber 
yards too. 


The More Personal, 
The Better 


Most lumber yards are said to be 
“impersonal.” We doubt whether 
this indictment will stand up under 
critical examination. Nevertheless it 
is quite generally admitted that lum- 
ber yard customers are taken pretty 
much for granted. They are permit- 
ted to come and go without much 
concern as to the whys and where- 
fors. Attitudes of most employes are 
casual. Training in customer rela- 
tions usually is lacking. The extent 
of impersonality may be hard to de- 
termine but of this you may be sure 

the more “personal” the yard, 
the better. Customers are people 
and people, being what they are, will 
always like or dislike other people. 
The problem of today’s lumber deal- 
er, as well as all other retail estab- 
lishments, is not products or price. 
It’s PEOPLE. 
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SCTE ME 


Here’s how you can sell more 
Black & Decker Orbital Sanders! 


3 tested methods that have helped 
sell thousands of these new tools: 





Pick your 
customers! 


oi us 


tnd ating? 
(2 ji — 


Furniture builders, carpenters, paint- 
ers, finishers, pattern makers, cabinet 
makers, boat builders, body shops, 
sheet metal shops, craftsmen, home- 
owners—they’re all natural pros- 
pects for B&D Utility Orbital Sand- 
ers! The No. 88 is the fastest-cutting, 
most powerful orbital sander on the 
market! The No. 44 is a natural for 
amateur craftsmen and the do-it- 
yourself market! 


No. 44 Sander (shown) only $46.95 
nll Show the Sander’ S uses! No. 88 Sander only $64.50 


= BH Ff 


Refinish a, 2 Remove paint from Level wall and Feather-edge wood Prepare stairs for Speed boat 
furniture, etc. metal railings plasterboard joints or metal surfaces refinishing 


_Im 
x» 
; 


\ 


maintenance jobs 


AND LOTS MORE! 


3 Show Sander’s exclusive features! Ard don’t forget the help you're 
getting from Black & Decker! 


These tools have been heavily adver- 
tised this Spring in The Saturday 
Evening Post, Better Homes & Gar- 
dens and leading homecraft, mechan- 
ics, woodworking, boating and school 
publications! 
KING-SIZE BOTTOM PLATE MODERN SWITCHHANDLE, AUXILIARY KNOB HANDLE UNIQUE PAPER HOLDER 


ee cad tata Gna sae Black: L hb Decker 
PORTABLE 
For Big Sander Sales, Order Your [Drier Y| ELECTRIC 
TOOLS 
Stock from Your B&D Wholesaler! 


THE BLACK & DECKER MFG. CO. 
Dept. H-640, Towson 4, Md. 
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What’s YOUR Answer? 
1—To its barn-building custom- 

ers the W. R. McKee Lumber Co., 

Missouri firm, offers to replace its 


treated 
years? 

2— “As little as’ and “as low 
as’’ are important phrases to a 
salesman when he is quoting what 
kind of prices? 

3——-The Frost Lumber Indus- 
tries advertises that it “Sticks to 
Its Last" by doing what? 

4--People are hungry for infor- 
mation, especially that which con- 
cerns different types of windows, 
according to what woodwork man- 
ufacturer and advertiser? 

5A brand new over-the-coun- 
ter merchandiser is now available 
from what famous tile manufac- 
turer and advertiser? 

6—-Using a power hand saw, da- 
doed 2x4's and a table, an Illinois 
dealer constructed a special device 
for doing what? 
7—The current home show boom 
can be explained by the increase 
in what over the past 13 years? 

8—-Proposed changes in grading 
rules do not affect what sizes of 
lumber, as suggested by the West 
Coast Lumbermens Association? 

9 


poles ‘after how many 


Light, strong, odorless, easy 
to resaw yet tough—that’s the ad- 
vertiser’s description of what fa- 
mous Canadian wood? 

10—-All the extruded aluminum 
moldings you need everything 
from bars to channels—are manu- 
factured by what advertiser? 
Answers on page 122 
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_WHAT’S NEW 












Products. . 






SEND FOR THESE: 

ane current 1953 Douglas fir ply- 
wood catalog contains a special sec- 
tion on designing to resist earth- 
quakes and windstorms, the Douglas 
Kir Plywood Association reports. 
This section was developed as a re- 
sult of the diaphragm tests proving 
the properties of plywood-sheathed 
roofs and subfloors in resisting earth- 
quakes and windstorms. The arrange- 
ment of the 20-page catalog is ac- 
cording to plywood uses which are 
illustrated with photographs and dia- 
grams. Write Douglas Fir Plywood 
Assn., Dept. AL, Tacoma Bldg., Ta- 
coma 2, Wash. 


Plans on “How to Build Your Own 
Garage” have been released by the 
K-D Garage Door Sales, according to 
Thomas K. Connellan, sales man- 
ager. The plans are for a 14’x20’ 
garage with a two-foot overhang and 
include detailed drawings, instruc- 
tions and a bill of material. Lum- 
ber dealers may secure a free copy. 
Write K-D Garage Door Sales, Dept. 
AL, 19830 Fitzpatrick, Detroit 28, 
Mich. 


“Fenestra Residential Metal Doors” 
titles a new eight-page catalog by 
Detroit Steel Products Company, 
which describes swing type and slid- 
ing type doors made of steel, for res- 
idential use. Two pages are devoted 
to sliding type closet doors, which 
the Fenestra manufacturers now of- 
fer in new birch grain finish or with 
grey baked-on prime coat for addi- 
tional painting. Write Detroit Steel 
Products Co., Dept. AL, 3103 Griffin 
St., Detroit 11, Mich. 


A new hand tool catalog has just 
been completed by the Greenlee Tool 
Co., illustrating its line of tools for 
craftsmen. The catalog describes 
Greenlee auger bits, drills, chisels, 
gouges, spiral screw drivers, push 
drills, and other tools for profession- 
al or amateur use. Write to Green- 
lee Tool Co., Dept. AL, 2136 12th St., 
Rockford, Ill. 


Two new booklets on Fiberglas 
sound control products have been 
published by Owens-Corning Fiber- 
glas Corporation, Toledo, Ohio, and 
now are available upon request. Each 
has 12 pages of information about 
the various acoustical and sound con- 
trol products manufactured by the 
firm. One contains numerous pictures 
showing the use of Fiberglas in of- 
fices, retail businesses, hospitals, 
school and industrial plants. The 
other includes technical data con- 
cerning noise reduction coefficients, 
application details and specifications 
for textured, perforated and Sono- 
faced acoustical tile, ceiling board, 
Noise-Stop baffles, Aerocor, pre- 
formed insulation and _ insulating 
wool, Write Owens-Corning Fiberglas 
Corp., Dept. AL, Toledo 1, Ohio. 

Twelve original garage designs are 
presented in a new 32-page book, 
“Garage Plans and Ideas,” just off 
the press. Copies of the book sell for 
10¢. Write Strand Garage Door Di- 
vision, Detroit Steel Products Com- 
pany, Dept. AL, 3103 Griffin St., De- 
troit 11, Mich. 


.. Sales Aids .... Literature 
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Steel Tile Display 


Introduction to dealers of a new 
display mounting for its line of 
North Vernon stainless steel tile 
was announced recently by Cham- 
bers Products, Inc. Chambers 
Products is offering the tile in re- 
sponse to demands of homemakers, 
decorators and dealers for a dur- 
able, attractive material for use as 
a back splash behind built -in 
cooking units and sinks. The new 
display board consists of six 41,” 
by 41,” tiles mounted on a board 
of natural finish. The tile is 26- 
gauge steel in a lustrous satin 
sheen. 

North Vernon tile may be ap- 
plied by removing a paper backing 
and pressing it into waterproof 
mastic or tile cement. Write Cham- 
bers Products, Inc., Dept. AL, 
2464 N. Meridian St., Indianapolis, 
Ind. 





Flintkote Siding Colors 


Three new weathered Stri-Color 
asbestos-cement sidings have been 
announced by the Flintkote Com- 
pany. These handsome sidings are 


weathered green, weather coral 
and weathered brown combining 
pastel tone striations with a white 
background, they have been pro- 
duced to meet the current demand 
for lighter colors in siding shin- 
gles. Designed for either new con- 
struction work or for moderniza- 
tion jobs—these shingles are the 
latest addition to the family of 
Stri-Color sidings. Write The 
Flintkote Co., Dept. AL, 30 Rocke- 
feller Plaza, New York 20, N. Y. 
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Baker-Lull Loader 


The Baker-Lull Universal Load- 
er combines a tilting tower with 
10 handling attachments to service 
a wide range of industrial require- 
ments. The universal loader is 
available in three models 2,500: 
4,000 and 6,000 lb. capacities 
and mounts on four national makes 
of industrial tractors: Case, Min- 
neapolis-Moline, Shepherd and Oli- 
ver. 

Loader features include a tilting 
tower design, giving the operator 
two adavntages over conventional 
equipment. In forward-tilt posi- 
tion, more efficiency is gained in 
digging and dumping, loading and 
unloading: using backward-tilt, a 
capacity load is more effectively 
balanced and spillage is eliminated. 
Write Baker-Lull Mfg. Co., Dept. 
AL, 314 W. 90th St., Minneapolis 
20. Minn. 


Palletless Crate Handling 


Palletless fork lift truck handl- 
ing of crates is possible with a new 
hydraulically actuated, rubber- 
faced steel clamp made by the Au- 
tomatic Transportation Company. 
When mounted on a 2,000-pound 
capacity Automatic Skylifht elec- 
tric truck, the device teirs loads 
through 106 inches of vertical 
travel. Single control operates op- 
ening and closing of clamp. At- 
tachment is readily removable for 
substitution of regular forks or 
other attachments. Write Auto- 
matic Transportation Co., Dept. 
AL, 149 W. 87th St., Chicago, Tl. 
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Here’s New Beauty 
You Can SELL 4 
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SLAVE MART 


































Covered 
With 


IN DECORATOR 
COLORS: 


* RED *%& OFF-WHITE | 
* GRAY * GREEN 
* MOCHA (Coffee) 




































Please enter our order for two sample doors 
Be sure to notify us of price before shipping 


DISTRIBUTOR 
FIRM 
ADDRESS 
SIGNED 


Ta sho n 
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FASHION LEADER AMONG 
\ FOLDING DOORS! 












H ere is the new folding door that is sweeping 
the market from Maine to California! Smartly 
designed for longer life, for easier installation 










for simpler cleaning and no maintenance! Plus 
superb beauty! Beavty that makes this color 
bright new door easy to sell just display it 

and it sells itself! Match it with any other 
folding door in a beauty contest and watch 
Wonder-Fold walk off with the prize. Be sure to 
investigate this profit-packed opportunity! 











WITH THESE 7 POWERFUL 
SELLING POINTS: 


“1. Lower price! It took the folding door out of 
the luxury class. ' 
2. Wider color range! Bright, happy colors for 
today’s modern homes. 
3. Fashon plastic covering, guaranteed by Good 
Reveckouping. leatherette textures that won't 
crack or peel. 


4. Trimmer, neater look with patented W folds. 
Sturdier, more compact, stacks smaller. 








5. Fire-resistant; will not support a flame. 
6, Light weight! Less strain on overhead track. 
7. Stops room-to-room drafts, noises. 





SUGGESTED RETAIL PRICES: 
2/Owidth  2/6width  3/Owidth 4/0 width 


$2095 $2495 $2795 $3695 


Plus your freight cost from Detroit 





DISTRIBUTORS! Write, learn more 
about this terrific door! 








Call collect! 
TExas 4-8008 


RETAILERS! 
your jobber! 


Ask for name of 











WISCONSIN DOOR SALES CO. 


¢ 10101 Lyndon Delroit 21, Mich. 


Dote 
one 2/6x6/8 Mocho ore 2/6x6/8 Off-White. 





{] RETAILER (Will be shipped by nearest jobber) 


TITLE 
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on American Fence... 
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@ Strong, consistent advertising of U-S-S American Fence 
keeps your prospective customers informed .. . helps push 
your sales upward. 

Big, two-column, 2-color ads like these shown here appear 
in leading national and state farm magazines, having a com- 
bined circulation of over six million... and reaching the 
leading farmers right in your own community. Based on 
testimonials which come from actual fellow-farmers, they 
are more believable, more persuasive than facts presented 
by the manufacturer or dealer. They have proved very ef- 
fective in keeping customers sold and in bringing new cus- 
tomers into dealers’ stores. 

Other media are also used to pre-sell American Fence for 
you ... radio, direct mail literature, catalogs and folders. 
And of course, the important word-of-mouth “advertising” 
by farmers who have used American products, found them 
to be everything and more than they expected .. . and have 
passed the good word on to their neighbors. Profit-minded 
fence dealers keep this important fact in mind: 
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Theres more American Fence tn use Than a W ober brand f 





AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO © -TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA, * UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S°S AMERICAN FENCE 
Sek AT 2D STAT AS STEER 
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Sliding Door Hardware 


Designed for greater home ef- 
ficiency, the new Frantz Manufac- 
turing Company’s sliding hardware 
for disappearing wardrobe and in- 
terior doors includes all the best 
features for easy installation and 
smooth, quiet operation. 

The sturdy track is made of 
heavy gauge, pre-plated _ steel. 
There are holes in both the top 
and back of track for attaching 
with wood screws. Track is avail- 
able in four, five and_ six-foot 
lengths. For very wide doors, any 
combination of track lengths may 
be used to suit the door. 

The adjustable hanger has a 
114” diameter fiber wheel which 
is machined to center the wheel in 
the track for smooth operation. 
Vertical and lateral adjustments 
are easily made without special 
tools. The hanger is suitable for 
door °*,” to 1°.” thick, weighing 
up to 100 pounds and recommend- 
ed headroom is 314”. Flush pull 
and edge pull handles are for use 
with sliding doors. Write Frantz 
Manufacturing Co., Dept. AL, 
Sterling, Ill. 


Imported Flush Doors 


Made by Bruynzeel of Holland, 
one of the world’s well-known man- 
ufacturers, an entirely new line of 
flush doors are now available for 
the first time in the United States 
at “economy prices.” The hollow 
core doors, featuring a unique pa- 
tented fibre core throughout the en- 
tire inside frame, are said to give 
enormous stability and resistance 
to warping. The solid core exterior 
doors are available in blanks as 
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out styles. 


well as in a variety of popular cut- 
Luxurious Occume ma- 
hogany veneers renowned for 
quality and beauty, are used ex- 
clusively. 

Other features are scientifically 
perfect kiln-drying, water-resistant 
resin glue bonding, matching ma- 
hogany edge-strips or white pine 
stiles, paintgrade or selected stain- 
grade. Also available is a com- 
plete line of ribbon-grained ma- 
hogany doors. Write the distribu- 
tor, J. Gerber & Co., Inc., Dept. 
AL, 855 Avenue of the Americas, 
New York 1, N. Y. 





* It's easy to have 


Aen PTI is 


New Floor Finish 


“It’s Easy to Have Beautiful 
Floors” is the appealing headline 
of a new two-color counter display 
now available to help dealers pro- 
mote sales of American floor fin- 
ishes and maintenance materials. 
The display measures 16” x 21” 
and has a double wing easel. It 
tells a performance story to cus- 
tomers by showing samples of as- 
phalt tile, linoleum and panels of 
oak, pine and maple which have 
been treated with the finishes 

Each panel is labeled to indicate 
the type of finish applied to it. 
Samples of flooring are held in 
pocket-type shelves. The center 
shelf opens out for convenient 
demonstration. Finishes and main- 
tenance materials represented on 
the display are available in gallons 
and quarts. They are convenient 
and practical both for large con- 
tractors and homeowners for re- 
touch jobs. The bottom shelf of 
the display holds a piece of oak 
about 14” long which is divided in- 
to four sections showing: old floor: 
floor after_sanding; after one coat 
pentra-seal and steel wooled: after 
two coats pentra-seal, final coat 
not steel wooled. The display can 
be assembled in a few minutes. 

Write American Floor Surfacing 
Machine Co., Dept. AL, 518 S. St. 
Clair St., Toledo 3, Ohio. 
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Awning Window Hardware 

The ever increasing vogue of 
ranch type designs for homes 
throughout the country is reflected 
in the use of top hinged or awning 
type windows. These are used sin- 
gly or in multiple units, or in “rib- 
bon” series as ventilators in large 
fixed glass areas. The availability 
of Thermopane and Twindow glaz- 
ing has stimulated the use of awn- 
ing windows both in the northern 
areas and throughout the south, to 
increase the efficiency of air con- 
ditioning. 

There has now been developed by 
The Casement Hardware Company 
of Chicago, an operating device 
which permits perfect control of 
the sash in any projected position, 
with absolute closure against the 
weatherstrip seal. Operation is ac- 
complished by handle through the 
screen, without the necessity of 
removing the screen. 

The operators are made in two 
sizes for varied window sizes and 
weights, and can be mounted on 
either right or left side of the 
jamb. Write The Casement Hard- 
ware Co., Dent. AL, 612 N. Michi- 
gan Ave., Chicago 11, TI. 





Unusual Workbench Offered 

A sturdy workbench with rein- 
forced steel leg braces has been 
introduced by the National Cor- 
poration. The top, 1°,” thick, is 
surfaced and edged with tough 
Masonite tempered  presdwood, 
bonded to plywood. Legs are lam- 
inated hardwood, finished with 
clear lacquer. The drawer, shelf 
and stringer are heavy steel with 
a green hammertone finish. Write 
National Corp., Dept. AL, 291 
Cleveland St., Orange, N. J. 
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CHAMPION” 


THE BONDERIZED 
BASEMENT WINDOW 
OF EXTRA VALUE 

















~ 
4 
a 
FULL 
VENTILATION 












BOTTOM 
VENTILATION 


REMOVABLE 
SASH 


14-gauge electrically welded frame, 
fins welded to jamb for quick in- 
stallation and double contact with 
leak-proof watershed sill. A plus 
value incorporates a_ redesigned 
latch which assures positive opera- 
tion under all conditions. 


Also ask about the extra value in: 


VENTO “THRIFTY” BASEMENT WINDOWS 

VENTO FORMED STEEL LINTELS (FOR BLOCK 
AND BRICK CONSTRUCTION) 

Vento “Chompion” Barred Basement Windows 

Vento “Champion” Utility and Barn Windows 

Vento Thrifty Utility and Special Type Windows 


Write us for full information 


Some desirable territories are open 
for representatives and distributors, 
Write for particulars. 


STEEL PRODUCTS 
CO., Inc. 


249 Colorado Ave., Buffalo 15, N. Y 
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New Walters Cabinets 


A new line of low cost steel 
kitchen cabinets has been an- 
nounced by Walters Manufacturing 
Company. Sales of the new line 
will be made direct from factory to 
dealer in carload, pool carload, 
truck load or pool truck load ship- 
ments arranged by the company’s 
field sales representatives. 

The Walters cabinet prices range 
from $13.50 to $24.50, and wall 
units are from $6.25 to $9.45 f.o.b. 
Pittsburgh dealer prices. Base 
cabinets come with formica tops in 
grey, red or yellow: with white 
porcelain tops, or without tops. All 
cabinets are made of heavy duty 
steel, with turned safety edges, 
equipped with easy sliding drawers 
and rubber bumpers, black recessed 
toe board, full radius concealed 
hinges, and finished with a durable 
white baked enamel. 

The do-it-yourself market is the 
prime market target to be sold 
through building supply dealers. 
Write Walters Mfg. Co., Dept. AL, 
Oakmont, Pa. 


Aluminum Handling Trucks 


Tobey Manufacturing Corpora- 
tion has just announced a new en- 
gineering improvement which adds 
an extra advantage to the many 
already included in its line of alu- 
minum lightweight heavy-duty ma- 
terials handling trucks. 

The new trucks now in produc- 
tion at the Tobey plant in El Se- 
gundo, Calif., incorporate cast alu- 
minum rounded corners. Elimina- 
tion of the sharp, square corners 
which often damage doorways, 
furniture, equipment or other ma- 
terials is a definite advantage. 

This new design is incorporated 
on all Tobey trucks, if desired. 
Available in capacities up to 6000 
pounds. Write Tobey Mfg. Co., 


June 





Dept. AL, 1221 E! Segundo Blvd., 
El Segundo, Calif. 


New Goodyear Tile Colors 


The Goodyear Tire and Rubber 
Company has a new style group of 
rubber flooring called Desert 
Tones. Created exclusively for 
Goodyear by Raymond Loewy As- 
sociates, this group of five new 
shades takes its theme from the 
subtle natural tones of the desert. 
The five shades are named copper 
canyon, desert dawn, Santa Fe 
skies, Sahara sands and _ silver 
shale and mark recognition of a 
new color trend. 

The new Desert Tones by Good- 
year are available in both tile and 
roll goods in three gauges, 3/32”, 
1/8” and 3/16”. Write Goodyear 


Tire and Rubber Co., Flooring Di- 
AL, Akron, Ohio. 


vision, Dept. 





New Home Plan Books 


To help dealers, contractors and 
prospective home owners in select- 
ing new homes, the L. F. Garling- 
house Company has just published 
new revised editions of two of 
their most popular Plan Books. 
DeLuxe Small Homes presents 145 
home designs in varied designs of 
two, three, and four bedroom sizes. 
64 of these designs are in full 
color. This is the 5th edition and 
priced at $1.00. In Blue Ribbon 
iHomes there are 103. designs 
proved popular by actual sale of 
Hlans. 32 are shown in full color. 
Now revised into a beautiful sec- 
ond edition it is 50¢ per copy. Com- 
plete working plans, specifications, 
lumber and mill lists are available 
for each design at low cost. Write 
L. F. Garlinghouse Co., Dept. AL, 
820 Quincy St., Topeka, Kan. 


New Oley Kit 


Oley Products, Inc., 
troduced a Combination Door 
Hardware Kit, attractively boxed. 
It includes a tubular latch in brass 
or aluminum trim (15,” or 2” 
backset), door closer, safety chain 
stop, and 1! pairs of hinges. This 

“complete hardware set in a box” 
eliminates inventory problems and 
provides everything a customer 
needs, with perfectly matched com- 
panion pieces, to install a door in 
less time. Write Oley Products, 
Inc., Dept. AL, 199 Wahl Ave., In- 
wood, L.I., N.Y. 
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Model 1102FL 
Illustrated 








There's a reason why National Steel Cabinets 
are leaders. Architects and home builders know 
they are getting quality at a reasonable cost 
and each cabinet model has individual features 
that make it attractive for any home—whether 
it is the beautiful Ambassador Model 1000—or 
the Budgeteer Model 406. 


NATCCO gives you these features 


Exclusive seamless and one 
piece deep drawn bodies. 

All cabinets are completely rust- 
proof treated before enameling 
for long life. 

All lighted models have an inside 
night light. 

Tooth brush recess. 


¥ 
*® 
K 
YX Adjustable bulb edge shelves. 
5 


Model 1102 


Many other features make the 
NATCCO Cabinets the leader. 


YEAR GUARANTEE! 


All mirrors are of **A’’ Quality Glass 
—and are unconditionally guaranteed 
against spoilage for five years. 


ie 
Model 802 


YOUR COPY Is Ready! 


Your letterhead will 
bring you this new catalog 
on the complete line of 


ee ~NATCCO CABINETS 


Most models are 
IMMEDIATELY AVAILABLE in every major city 


NATIONAL STEEL CABINET CO. 


2415 NORTH CRAWFORD AVENUE ° CHICAGO 39, ILL. 
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PONDEROSA 


from the WESTERN 
PINE 
REGION 


“The pick o’ the Pines’’— light-colored, fine- 

grained, suitable for all high-quality 
exterior and interior uses. Excellent workability 
— cuts to clean edges and contours. Takes stain, 
paint, enamel beautifully. Tight, sound knots 
make it very popular for knotty paneling. 


This is but one of ten fine softwoods from member 
mills of the Western Pine Association. All are 
manufactured, seasoned and graded to exacting 
Association standards. Lumber dealers, builders, 
architects and wood users have found them 
dependable and best for many construction uses. 


THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 


THESE ARE THE ASSOCIATED WOODS 


LARCH * DOUGLAS FIR 

WHITE FIR * ENGELMANN SPRUCE 
INCENSE CEDAR * RED CEDAR 
LODGEPOLE PINE 


Write for free 

illustrated book about 
Ponderosa Pine. 

Address: 

Western Pine Association, 
Yeon Building, 

Portland 4, Oregon 





Tilting Fork Stacker 

A recent addition to the Powr- 
worker line of Clark industrial 
trucks is the telescopic tilting fork 
stacker in four base capacities of 
1,500 lbs., 2,000 lbs., 2,500 lbs. and 
3000 lbs. all rated at 24” center 
line of load. 

Two models in each capacity in- 
corporate the Hi-Lo stack feature. 
One has an 83” overall height with 
64” of free lift and 130” maximum 
lift. The other especially designed 
for highway truck loading, has a 
68” overall height with 49” free 
lift and a maximum lift of 100”. 

These trucks are light in weight, 


yet compact in overall length and 
width, providing maximum utility 
for operation in minimum aisles 
and over low capacity floors. Lift- 
ing speeds vary from 21 to 14 feet 
per minute. Big truck performance 
is claimed for these compact, light- 
weight Powrworker trucks at min- 
imum cost. Write Clark Equip- 
ment Co., Powrworker Dept. AL, 
Buchanan, Mich. 


New All-Purpose Sander 

The Ridge Runner, an all-pur- 
pose sander for 1,” electric drills, 
is now being made by the Bertram 
Engineering and Supply Company. 

The sander has three telescop- 
ing diameters so the user can take 
his choice of a 1x3, 2x3 or 3x3-inch 
sanding surface. The machine al- 
lows positive two-handed control, 
and a hand pilot bearing eliminates 
vibration, chatter and skilling. 

The Ridge Runner comes with a 
sandpaper sleeve for each diam- 


eter. Write Bertram Engineering 
and Supply Co., Dept. AL, 3125 
Harrison St., Kansas City, Mo. 


—————) 


New Aluminum Awning 


Air-O-Shade aluminum awnings 
are the new product of the Eureka 
Metal Products Corporation. The 
Air-O-Shade is practical while add- 
ing a unique outdoor touch for 
homes or offices. All aluminum 
construction at competitive prices 
make this item a modern develop- 
ment for permanent or seasonal 
installation as protection against 
sun and rain while allowing free 
circulation. Produced in a wide 
variety of baked-on enamel colors, 
Air-O-Shade is available in kit form 
conveniently packaged for easy as- 
sembly and mounting. Write Air- 
O-Shade Corp., Dept. AL, 246 Wan- 
aque Ave., Pompton Lakes, N. J. 








CONVEY IT... 


FOR FASTER LOWER COST HANDLING 
x 


The 
FINEST! 


CUT ‘N’ CHOP 
BLOCK 


Finest hard maple, 
edge grain, rubber- 
capped legs, paraf- 
fin wax finish. Packed 


° ‘ —_— ” 7 2° >” ive 
in individual cartons. 12”x18” and 12”x12” sizes. 


KITCHEN CABINET TOPS 


Truly superior, cus- 

tom built of finest 

ae » hard maple, edge 

P ; P snags grain, selected for 

Move flooring, laths, shingles, any building ma- ester, theow- tines 
terial with a smooth riding surface, to and from carried in stock. 

saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 


No. AL-6}. 


Write Today for Literature and Prices: Dept. A 


STANDARD CONVEYOR CO. 
General Offices 
North St. Paul, Minnesota 


Sales and Service in RAVITY & POWER 


LM ALLL 
Principal Cites convettes (mer IE SUFFLEBOARD CO 


June 15, 1953, AMERICAN LUMBERMAN &% 














KMENGEL {Mahogany 


FLUSH DOORS 
MAKE CUSTOMERS 


OF PROSPECTS— 


YET COST LESS THAN MANY DOMESTIC WOODS! 


Mahogany! —the very word suggests the ultimate in 


luxury, beauty, good taste, desirability. 


Now The Mengel Company offers you the magic 


of Mahogany — doors of genuine African Mahogany — Door Deparment 
oor Departmen 


at less cost than for comparable doors faced THE MENGEL COMPANY 


with most domestic woods! Get all the facts today! Louisville 1, Kentucky 
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Outdoor Furniture Paint 

Red Life, a new spray finish for 
redwood furniture brings modern 
push-button principles to solve the 
age-old problem of painting out- 
door furniture. It comes in a color- 
ful can with convenient spray at- 
tachment that need only be pressed 
for quick and smooth application. 
This new product restores color, 
protects and beautifies redwood 
and other natural wood finishes. 
It is especially formulated to pro- 

























vide maximum durability under the 
most severe climatic conditions. 
ted Life can be used indoors or 
out and the manufacturer claims 
it will not crack, chip, peel or turn 
white. 

Write Zynolyte Sales Co., Dept. 
AL, Los Angeles, Calif. 


All-Purpose Absorbent 


Oil-Dri Corporation of America, 
convinced of the long-felt need for 
a home oil-absorbent is now mar- 
keting its Oil-Dri, All-Purpose ab- 
sorbent in a 5-lb. package for 
household use. Dealer and con- 
sumer acceptance are expected to 
be widespread, since this product 
has so successfully proved its ef- 
fectiveness in industry for many 
years, and has scores of uses in 
every home. Oil-Dri All-Purpose 
absorbent is a granular material 
which quickly absorbs many times 
its own bulk. Yet, even when thor- 
oughly grease impregnated, it will 
not burn. It is easy and clean to 
use. Just spread it over spilled 
grease (or oil and water) on floor 
or carpet. Work in with the foot 
and leave until it becomes dark, 
showing that it has absorbed the 
spill. Then brush it off: the floor 
will be dry, clean and safe to walk 


on. On fabrics, clothing, etc., Oil- 
Dri absorbent should be rubbed in 
with the fingers. Write Oil-Dri 
Corporation of America, 520 N. 
Michigan Ave., Chicago, III. 








New Nail Merchandiser 


Nichols Wire and Aluminum Co. 
has turned its attention to the con- 
sumer by packaging its aluminum 
nails in color coded folding cartons, 
each carton containing sufficient 
nails for a certain unit of applica- 
tion. In a bid to capture premium 
display space, it is now offering 
retailers an attractive metal stand 
topped by a sign suggesting the 
most important uses for aluminum 
nails in building and repair work. 
Write Nichols Wire & Aluminum 
Co., Dept. AL, Davenport, Ia. 





























WOODLI F rE 
WOOD PRESERVATION 


WOODLIFE...the original water repellent preservative... 
is making profits and friends for lumber dealers every- 


If you desire 


specify — 





quick service on 


quality flooring, 


Smith oaK/Fiot 


We have our own trailers for direct delivery 
within 500-600 mile radius. 
immediately by truck or rail to more dis- 
tant points. Quality end-matched oak floor- 






‘ 
‘ 


* 





RING 


Or can ship 





where. Because WOODLIFE protects against swelling, 
shrinking, warping and checking of wood, and guards 
against decay and termites, it pays big dividends in 
customer satisfaction. Paint lasts longer when applied 
over WOODLIFE - treated wood. Make WOODLIFE 
your choice of a wood preservative. 


To better serve your customers, install 
a WOODLIFE treating tank. See your 
nearest jobber or write us for complete 


information. 


Watection Products Mfaq. Co. 


KALAMAZOO T-7, MICHIGAN 
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ing that’s well manufactured and graded, 
properly seasoned and loaded. 


Representatives in most states. Let us put 
the representative in your area in touch 


with you today 





PADGETT-SMITH FLOORING CO. 


Manufacturers 


MOUNTAIN VIEW, MISSOURI 
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GO WITH THE TIDE MALT-A-MASTER 


ways 
better 








. , aan |e @, new idea in 
HUNDREDS OF 


DEALERS FIND built-in weather- 
stripping that's bet- 
ter. It features a 


= combination of 
a a 
; = aluminum and foam 


rubber for tight- 
FLUSH WOOD DOORS 
ness. 





e@ COST LEAST @ MADE BEST 
@ SELL the FASTEST! 


: All d, 7-pl truc- 
Shoreline doors will + ee ee 
win new profits for 

Attractive 3-ply Birch faces, 
you because they of - with strong core of wood 
fer your customers fin- alte and sities. 
est materials, sturdy Bonded with a highly wa- 
construction and en- ter-proof give te resist 


5 warpage. 
during beauty — all at a aia 
low cost! Built-in air vents for free 


air circulation. 
Check the Shoreline Easily installed — 2 lock & g ; 
features at the right blocks Invisible balances use exclusive 
against other quality iii aii aia a Malta clip to permit easy sash removal 
lines—then write us for dels. and perfect ‘‘up-down"' operation. 


wa low Shoreline price | Stock the MALT-A-MASTER ... 
ist. } 


earn extra profit in '53 
You'll find the out- / a 
standing value repre- Le an 


sented by Shoreline .' | Supreme Quality 
means increased door FLU SH - a Since 1901 
sales for you the year J 


round. ’“WooodD ” | & 


DISTRIBUTORS! Write today DOOR 
for complete information 


about profit-making Shore- 7 Ponderosa Pine 
ne deorsl COMPANY Woodwork Assn., MANUFACTURING CO. 
and N. W. M. A. Malta, eo] AIT.) 





























Member 


RETAILERS! Send for location Suttons Bay, Michigan 
of your nearest distributor. Phone 7] 
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T . 
‘THAN ‘ALW.W. 1. STANDARDS! 


ZEGERS Li tae A 


P 
BINATION METAL WEATHERSTRI 


COM 
AND SASH BALANCE 


AMERICAN woopD WINDOW INSTITUTE 
AND DEPT. OF COMMERCE 


The above figures* show the amount of air infiltration ex- 
pressed incu. ft. per min. per ft. of window crack at 25 miles 
per hour wind velocity. This comparison is proof that 
Zegers Dura-Seal Combination Metal Weatherstrip & Sash 
Balance provides more than 414 times the protection 
against air infiltration than both the American Wood 
Window Institute’s and the U. S. Dept. of Commerce 
commercial Standards. 


So use the best . . . it means satisfied customers and greater 
profits for you. Send now for new folder “Facts on 
Weatherstripping.” It tells why weatherstripping is essen- 
tial in today’s home construction. 
ZEGERS Incorporated 
8090 South Chicago Avenue, Chicago 17, Illinois 


*The figure for Dura-seal is the result of tests made by Robert W. Hunt 
Laboratories, an impartial, nationwide research organization. 


ZEGERS 


DQiaweal 
COMBINATION 
METAL WEATHERSTRIP & SASH BALANCE 





Complete, Efficient 


Smooth, “Finger-Tip” 
Weather Protection 


Window Operation 





Ju ne 





New Natural Wood Finish 


A new easy-to-use weather-resis- 
tant finish that adds new life to all 
types of old, weathered exterior 
wood siding and log surfaces has 
been introduced by Valentine and 
Company, Division of the Valspar 
Corporation. It is formulated for 
two-coat application and is avail- 
able in a prime and finish coat. 
Called Val-Log, it is a flexible, 
relatively non-penetrating primer. 
It may be applied over painted or 
stained surfaces. Its color is com- 
parable to that of new pine wood. 

Val-Log finish coat when applied 
over the prime coat produces a 
tough, elastic gloss finish duplicat- 
ing the appearance of new logs or 
natural wood. The coat protects 
the surface from severe wear and 
weather. In cases where the true 
natural color of the original wood 
is desired, the finish may be used 
alone. 

According to the manufacturer, 
it is highly recommended for use 
on fences, log cabins, bungalows, 
railings, doors, garages and na- 
tural wood trim areas of homes. 
Write Valentine and Co., Div. Val- 
spar Corp., Dept. AL, 11 E. 36th 

t., New York 16, N.Y. 


New Rubber Mat Cleaner 

A new rubber mat cleaner is now 
being made available in five-pound 
packages by the American Mat 
Corporation, manufacturers of all 
types of floor matting. The cleaner 
has been in the development and 
testing processes for many years 
and it comes as an answer to the 
great demand for a satisfactory 
cleaning compound. 

The Amatco rubber mat clean- 
er, which is in powder form, safely 
cleans rubber of all types and col- 
ors. It also cleans linoleum, ter- 
razo, vinyl, asphalt tile, enameled 
and painted surfaces and wooden 
floors. It efficiently removes or- 
ganic oils and greases like vege- 
table oils, food greases and butter. 
It also removes petroleum and 
mineral oils. 

It is not caustic and it will not 
discolor, crack or deteriorate rub- 
ber goods but prolongs their life. 
The time required for cleaning is 
reduced to a matter of seconds. 
Write American Mat Corp., Amat- 
co Rubber Mat Cleaner Div., Dept. 
AL, Toledo, Ohio. 
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guided directly against the gauge. 
The firm also makes a complete 
line of portable electric woodwork- 
ing tools. Write Porter-Cable Ma- 
chine Co., Dept. AL, 21 Exchange 
St., Syracuse, N. Y. 


is achieved because Aerocor is ex- 
tra soft and porous. 

Made of minute fibers of glass, 
the pads will not burn or support 
combustion, will not rot or decay 
and will not absorb or give off 
odors. The pads are light in weight, 
about four ounces per pad and may 
be shipped or stored in a minimum 
of space. 


Fiberglas Acoustical Pads 
Fiberglas Aerocor insulation is 
now available for use as noise-ab- 
sorbing pads behind metal ceiling 
pans. The pads, 23%” by 1174”, 
are made by Owens-Corning Fiber- 
glas Corp. They have a high .&5 
noise reduction coefficient when 
used behind the standard perfor- 
ated metal pan system. This ex- 
ceptionally high sound absorption 


They are inserted easily in the 
metal pans before the pans are 
snapped into place. The material 
is also available in 100-foot rolls 
237.” wide and may be rolled out 
on top of the pans quickly and eas- 
ily at a minimum of installation 
cost. Write Owens-Corning Fiber- 
glas Corp., Dept. AL, To'edo, Ohio. 


New Milk Chute 


A replacement for the old fash- 
ioned milk chute is being manu- 
factured by the Servto Corp. The 
new Servto is easily installed in 
new or old homes whether a chute 
is presently installed or not. 

It does all the milk chute’s old 
jobs. It will hold eight quarts of 
milk, a newspaper and _= several 
packages. The tilting shelf inside 
makes room for packages more 
than two feet long. Construction 
is of steel sheet. Two-piece con- 
struction allows telescoping to fit 
any wall thickness. 

The width is 14” to fit snugly be- 
tween studs. Jnner door can be 
aranged to open from right or left. 
Outer door is heavily insulated. 
Casement fasteners insure posi- 
tive locking— no spring catches to 
wear out. Inner door casement 





GRAND RAPIDS 


Le 


CHICAGO 


wu 
INDIANAPOLIS pears tike A } your own e/ 


covers wall edges eliminating job 
of casing inner wall. Write Servto 
Corp., Dept. AL. 3316 W. 118th St., 
Cleveland 11, Ohio. 


When you deal with AETNA you know that 
vour sales are backed up by the huge stock 
AETNA carries in four conveniently located 


warehouses. It’s just like having a warehouse 
of your ow n! 
YOU KNOW you can offer your prospects a 
broad range of plywood ee choice of AETNA- 
PLY products from mills all over the world, 
YOU KNOW you can depend on the quality 
of every grade, for AETNAPLY  produets 
are checked and rechecked every step of the 
way to maintain high quality standards 
without variation 
YOU KNOW you need never miss a sale for 
e lack of species, grades or sizes .. 
24-hour 
shipping service 


AETWAPLY PRODUCTS 


More than 50 species of 
Foreign and Domestic 
Plywood and Veneers, 
in all sizes and grades 


Cupboard and 
Flush Doors 
Peg-Board 

. it makes no 
difference whether it's Decorative or Utility 
plywood you sell: Interior or Exterior; 
standard panels or odd size panels. And you 
know you can depend on AETNA’S 24-hour 
shipping service. 


Write for AETNA’S new price lists TODAY! 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue ® Chicago 22, Ill. 
ARmitage 6-7100 


Branch Warehouses: Grand Rapids, Indianapolis, Rockford 


New Protractor Gauge 

A low-priced adjustable angle 
gauge for use with electric or hand 
saws has been developed by the 
Porter-Cable Machine Company. 
It can be set for any angle of cut 
in a moment by means cy a simple 
wing nut or a calibrated protrac- 
tor attached to a pivoting guide 
rule 19” long. 

The two arms of the gauge are 
formed of U-shaped steel for ab- 
solute rigidity and accuracy. When 
using an electric saw no pencil line 


is necessary since the saw base is | Call AETNA for PLUS VALUE in PLYWOOD 
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B ues Guide 


QUALITY 


Southern Pine Guide 

A new “Buyer's Guide to Qual- 
ity Southern Pine,” which brings 
up-to-date the information used by 
lumber purchasers in_ seleeting 
Southern Pine, has been published 
by the Southern Pine Association. 

The new SPA booklet shows the 
species and items manufactured by 
Southern Pine mills, as well as the 
equipment they use. Write South- 
ern Pine Assn., Dept. AL, Nat’l 
Bank of Commerce Bldg., New Or- 
leans, La 


New Wallpapers Released 
United Wallpaper, Inc., has an- 
nounced the release of four new 
categories of wallpapers designed 
to be both functional and attrac- 
tive in today’s modern living trend. 
The Varlar stainproof wall cover- 
ing is now being produced in 54 
new styles. Trimz, the super-wash- 


able plastic wallpaper, is being 
made in 24 new styles. The com- 
pany’s fabri-tone and tropical tex- 
tures ensembles are new collections 
of matching wallpapers and fab- 
rics developed in cooperation with 
the Spectrum Fabrics Corpora- 
tion. Nancy Warren’ wallpaper 
duets is the initial introduction of 
new line of matching wallpapers. 
Write United Wallpaper, Inc., Dept. 
AL, Merchandise Mart, Chicago 
54, Ill. 


Scaffolding Profit Item 


Building material dealers hunt- 
ing for a source of added revenue 
might well consider handling a 
good line of scaffolding hardware, 
the Superior Scaffolding Company 
points out. Many scaffolding items 
are designed to nestle or fold into 
compact units. They take up com- 
paratively little floor space. 

Scaffolding provides a very sat- 
isfactory margin of profit and ties 
in well with other building mate- 
rials. The best selling scaffolding 
is the type which combines both 
metal and wood and employs the 
best advantages of each. On such 
scaffolding the lumber used is of- 
ten 100% salvageable—an impor- 
tant feature with buyers. Write 
Superior Scaffolding Co., Dept. AL, 
Culver City, Calif. or Nationa! 
Plaster Block Co., Philadelphia, 
Penna. 


Hardboard Corner Units 


New steel corner units made es- 
pecially for use with hardboard 
siding have been released by the 
F. D. Kees Manufacturing Com- 
pany. Made of 26 gauge galvan- 
ized steel, the corners save on con- 
struction cost and eliminate need 
for mitering. The corners protect 
joints against weather and never 
spread or warp open. They come in 
three widths, 1”, 13.4” and 2”. 
Packed 250 to a carton, the corners 
come in a variety of sizes. Write 
F. D. Kees Manufacturing Co., 
Dept. AL, 700 Park St., Beatrice, 
Neb. 


Paint Roller Cleaner 


Aware of the trend toward paint 
rollers, the Schalk Chemical Com- 
pany has added a new product, 
the Savabrush roller-cleaner. This 
is a special formula containing 
life-preserving lanolin. It is pack- 
aged in a cylindrical can contain- 
ing one quart of the liquid cleaner. 
Users just scrape excess paint 
from the roller, put roller in the 
can, shake can vigorously, wash 
roller under faucet and wipe dry. 
The liquid is non-flammable and 
non-toxic. Write Schalk Chemical 


Company, Dept. AL, 714 W. Olym- 
pic Blvd., Los Angeles 15, Calif. 











ince’ Wholesale 


MILL SHIPMENTS 


WESTERN AND SOUTHERN 


LUMBER 


AND ALLIED PRODUCTS 


HILL-BEHAN LUMBER CO. 


1 


6515 Page Avenve 
ST. LOUIS 14, MISSOURI 
DEimar ili! 


xy 
| DISTRIBUTING YARDS IN 
CHICAGO AND ST. touts 


5601 Elston Avenue 


CHICAGO 30, ILLINOIS 
ROdney 3.4160 « Teletype CG-1464 
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OZAN 





ARKANSAS 


PINE 


SOFT 


SATISFIES! 


Place Your Order Today! 








Ozan Lumber Co. 


PRESCOTT, ARKANSAS 
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New Paint Brush 


Bri-Lon, made by Gerts-Lum- 
bard and Co., is the modern brush 
that reduces the cost of painting. 
It is the scientific brush with pure 
hog bristles and tipped nylon in 
perfect combination. It strokes 
smoothly, fast, evenly — cuts a 
beautiful sharp edge along mold- 
ing and trim. 

Balanced design and live respon- 
sive bristles cut down labor and 
arm ache. Its generous paint hold- 
ing capacity means less dipping. 
Pre-tipped ends save breaking-in. 
The brush has been successfully 
tested under the supervision of an 
outstanding laboratory and under 
two years of actual tests by paint- 
ers in every-day use. 

It wears extremely slowly and 
the tips remain even. Write Gerts- 
Lumbard and Co., Bri-Lon Divi- 
sion, Dept. AL, Chicago 18, Il. 








Adjustable Porch Columns 

The Hawkins 
announces” the 
wrought 
cast colums with a new adjustable 


Iron Company 
introduction of 
iron and New Orleans 


height feature. These columns, 
which add beauty to porches, bal- 
conies and canopies of any home, 
come furnished to dealers 8’ high 
plus a 34” allowance to go into the 
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floor. All columns can be cut down 
to as low as 6’ 10” above the floor 
without marring their attractive- 
ness. This post cut-off feature 
means the columns can be adapted 
for installation in practically every 
home. Quality made of wrought 
iron, the columns are available in 
a variety of distinctive designs in 
flat or corner posts. 

The New Orleans columns of 
pressed steel include rosettes in 
the design. These items can be 
adapted for installation with Haw- 
kins adjustable railings and match- 
ing valances or sold separately at 
modest cost. Write Hawkins Iron 
Co., Inc., Dept. AL, 315 N. 4th St., 
Birmingham 4, Ala. 


New Finishes for Dry Walls 


Four new products which pre- 
sent a solution to the problems of 
finishing dry walls are described 
in a recent brochure released by 
the Sherwin-Williams Company. 
The new products include silicon 
joint filler, silicon mix, silicon stip- 
ple texture and Quali-kote wall 
paint. 

The brochure points out that 
silicon joint filler does away with 
time-consuming mixing of joint ce- 
ment on the job. The material is 
non-alkaline. It will not burn 
through subsequent coats of paint 
and will prevent future shadowing. 
Silicon mix consists of pure silica 


High Quality Douglas Fir 
and West Coast Hemlock 





beads of carefully controlled size 
which have been specially baked 
and treated with silicon esters. It 
may be used in conventional prim- 
ers and paints. It may be brushed, 
rolled er sprayed. 

Silicon stipple texture is similar 
to silicon joint filler. It can be 
brushed, troweled or rolled with 
equally good results. Quali-kote 
paint is ideally suited to dry wall 
construction because it dries fast 
and has outstanding washability 
and durability. Usually no primer 
is needed under Quali-kote. It is 
especially formulated for profes- 
sional use. Write Sherwin-Williams 
Co., Painter-Maintenance Sales 
Dept., Dept. AL, Cleveland 1, Ohio. 


Ornamental Iron Finish 

Tennessee Fabricating Company, 
ornamental iron plant, has devel- 
oped a finish to be used in place of 
ordinary paints for ornamental 
iron and other ferrous or non-fer- 
rous metals. 

It has a synthetic plastic base 
especially formulated for protect- 
ing iron from rust, mildew and oth- 
er elements of nature. The finish 
may be applied on either new or 
old surfaces. It prevents rust from 
forming or spreading and eating 
into the metals. It may be used 
over any type paint, enamel or lac- 
quer. The finish dries to a beauti- 
ful luster and has a flowing qual- 





CASH IN 


RED CEDAR CLOSET LINING 


SEAL- 
PACKAGED 
FAST-MOVING 


Nationally 
sEduentised 
BROWN’S 


UPERCEDAR 


Guaranteed 90% Red Heart-100% Oil Content 
Our national advertising annually produces thous- 
ands of customer inquiries which are turned over 
to our dealers for follow-up. Here is an active 
market for cedar closet lining. Brown's SUPER- 
CEDAR is a fast-moving, 

profitable item and is 

produced by the largest 

and oldest experts in 

the business. Scid only 

through leading jobbers 

and millwork distribu- 

tors 





Write for Builders Folder and Consumer Booklet 


PRODUCT OF 


GEO. C. BROWN & CO., Inc. 


GREENSBORO, N.C Established 1896 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 





ity to eliminate brush marks. It 
enables any amateur to do a fin- 
ished job on the required surface. 
It dries hard in three hours and 
will permit multiple coats in one 
day. 

In most cases a primer and one 
coat is all that is required for a 
lasting and durable finish. Write 
Tennessee Fabricating Co., Dept. 
AL, 1490 Grimes St., Memphis, 
Tenn. 


New Lightweight Saw 

Portable, lightweight saws that 
can cut a wide variety of materials 
are always in constant demand. 
The new Power-Guide weighs only 
12 pounds and will mitre a 2” plank 
at 45° and has a shoe adjustment 
for slotting from 0 up to 2-3/16” 
deep. 

The saw is a new product of the 
Ram Tool Corp. It has an air 
cooled motor in an aluminum hous- 
ing that delivers one full horsc- 
power under peak load. It has a 
full 642” blade. The gearbox 1s 
sealed in grease at the factory and 
has a one year factory guarantee 
with each unit. 

With special blades it will cut 
steel, tile, brick, concrete or cor- 
rugated metal. Its overall dimen- 
sions are only 12”x24!%”. The mo- 
tor is to the left of the blade, 
thereby insuring perfect balance 
and safe control at all times. Write 
to Ram Tool Corp., Dept. AL, 411 
N. Claremont Ave., Chicago, III. 


New Masonry Paint 


Wet walls and soggy basements 
can be a thing of the past through 
use of the Prima Products, Inc. 
newly released product called Sili- 
tex SF. The new waterproofing 
paint contains silicones and metal- 
lic compounds. When mixed with 
water and applied a highly decor- 
ative coating results which effec- 
tively fills the microscopic pores of 
the masonry to seal out seepage 
and dampness. 

The paint is also specially for- 
mulated to prevent absorption of 
water whether applied inside or 
outside, below or above ground. 
The metallic compounds in it cre- 
ate the hard surface, but still al- 
low continuance of the necessary 
breathing process of the concrete. 
Write Prima Products, Inc., Dept. 
AL, 10 E. 40th St., New York, 
N.Y. 


New Rust Preventative 


Combining bakelite, china wood 
oil and zine chromate, a new type 
rust preventative paint has been 
releasea by the Pioneer Chemical 
Company. One coat of it gives long 
lasting protection against acid, al- 
kali, fumes, gases, chemicals, mois- 
ture and the ultra-violet rays of 
the sun. The zinc chromate in the 
formulation helps the paint to 
completely resist the erosive ac- 
tion of rust. 

It dries with a hard film over 
which any type of decorative fin- 
ish may be applied, even white or 
cream shades are not discolored 
when applied over it. It sets up 
dust-free in three to four hours 
and dries overnight. It is also a 
dependable finish for protecting 
wooden surfaces against moisture, 
fumes, etc. Write Pioneer Chemi- 
cal & Manfacturing Co., Dept. AL, 
1826 Columbus Road, Cleveland 13, 
Ohio. 


New Cass Merchandiser 


Cass Products have developed a 
merchandiser which equips. the 
dealer with a complete self-service 
cove base department for over-the- 
counter sales 

Designed with eye - appealing 
beauty, to attract immediate atten- 
tion this streamlined merchandiser 
is made entirely of metal, attrac- 
tively enameled in vellow, with red 
and black lettering, in keeping with 
the very finest of modern store ap- 
pointments. 

The Cass merchandiser will hold 
three foot lengths of cove base, 
inside corners, outside corners, and 
quart cans of adhesive. Write Cass 
Products Co., Dept. AL, 6127 N 
Cicero Ave., Chicago 30, IIl. 


Du Pont Primer 


Dealers whose customers prefer 
to limit their week-end painting 
projects to Saturday will welcome 
a new wall primer that dries so 
fast it is ready for the finish coat 
as soon as the circuit of a room is 
completed. With this sealer-coater 
developed in Du Pont laboratories, 
two-coat-a-day painting is now pos- 
sible. It dries in from 45 minutes 
to 2 hours. Porous surfaces are 
sealer, including patch-up spots in 
plaster. It forms a surface especi- 
ally suited for topcoating. 

Since sealer-coater is a water 
emulsion there is no solvent odor. 
It is formulated with a new, odor- 
less base material, polyvinyl ace- 
tate. It will not plague the house- 
hold with objectionable, pungent 
fumes. The sealer is designed for 
use over virtually all wall surfaces 
including wallboard, interior ma- 
sonry such as concrete block and 
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FORD'S FINE FEATURES MEAN 
EXTRA SALES FOR YOU! 


Give your customers more for their money by 
offering them Ford flush doors. Ford’s quality construction 
and beauty sell on sight—yet efficient volume production 
means they sell for a price unmatched in any door of simi 
lar quality. Look at these merits! 


All-wood 7-ply construction Attractive 3-ply 1/20 Birch 
veneers — Two lock blocks for hanging on either side — 
precision cut, perfectly sanded Air vents top and bottom 

Bonded with highly resistant glue Exterior and interior 
models Quolity materials and construction throughout — 
Lowest prices for greater sales! 


DISTRIBUTORS: Write today fer full informa 
tion about money-saving, profitable FOPD 
doors! 


RETAILERS: Send for name of your nearest 
distributor! 


NORTHPORT 


FLUSHWOQD DOOR CO. 


Northport, Michigan Phone 2322 


Buttpinc Propucts MERCHANDISER 


Canada— 478095 





WEATHER-BLOC 7%e Oncgcwat 


Scugle Unce VENTILATOR 
aaa for 

GLASS BLOCK 

, SMALL PANELS 





A PROVEN 
PRODUCT 








Na sesta2 ee 


4 IN SERVICE 


Other Potents Pending 





@ CONTROLLED VENTILATION 
@ STAINLESS STEEL BODY 





| Louver Type bllweather Ventilation 


@ NO SACRIFICE of 
BEAUTY or PRIVACY 
WEATHER-BLOC on the outside presents a series of 
horizontal louvers which blend with glass block and permit 
ventilation regardless of outside weather and assures 
absolute privacy no matter where the WEATHER-BLOC is 


located. The inside offers finger tip contro! of ventilation 
with adjustable louvers. Aluminum screen. 


3 WEATHER-BLOC MODELS 


STANDARD—glass louvers outside and inside 


IN COMMERCIAL 
GLASS BLOCK SIZES 


UTILITY —stainless steel louvers outside, glass louvers inside 


ECONOMY — stainless steel louvers outside and inside, 
6 and 8 inch sizes only 


WEATHER-BLOC can be used in existing glass block panels, 


or can be built into new panel construction as easily as a 
single glass block. 


VANDAL-PROOF FROM OUTSIDE 





GLASS BLOCK Purchase Through 


Your Glass Block Dealer or Distributor 
DISTRIBUTORS Also Nationally Distributed by 
«Write and ask about 





your attractive discounts WINCO DISTRIBUTING & MFG. CO., Inc. 
533 Bittner Street + St. Lovis 15, Missouri 











3 A Product of 
W EATHER-BLO AIR RECTIFIERS, Inc. 


Trade Mark 


3734 NORTH SOUTHPORT AVENUE e CHICAGO 13, ILLINOIS 
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brick, wallpaper and _ sufficiently 
aged plaster. It may be tinted to 
light shades with water -mixable 
colors, but not with colors in oil. 

Sealer-coater can bridge hair- 
line and fine cracks, eliminating 
the difficulty of filling with patch- 
ing compound. Write E. I. du Pont 
de Nemours and Co., Dept. AL, 
Wilmington, Del. 


Low Cost Attic Fan 

New low prices that put attic 
ventilation within the reach of ev- 
ery home owner have been an- 
nounced for the 1953 Hunter Pack- 
age Attic Fan. This new fan is 
priced substantially lower than 
any previous model of the Hunter 
Package Attic Fan—-as much as 
$30 lower in the 36” size yet 
there has been no sacrifice in qual- 
ity. 


Easiest of all attic fans to in- 
stall, this fan requires only 18” 
attic clearance. The 1953 fan 
comes in three sizes, with air rat- 
ings certified as follows: 24” fan, 
5,000 CFM; 30” fan, 7,000 CFM; 
36” fan, 10,500 CFM. 

The improved ceiling shutter 
opens and closes automatically as 
the fan is turned on or off. No 
extra plastering, papering or paint- 
ing is required when the shutter 
unit is installed; ceiling edges are 
covered by the shutter trim. Write 
Hunter Fan & Ventilating Co., 
Dept. AL, 400 S. Front St., Mem- 
phis 2, Tenn. 


Valspar Matching Colors 


Valspar semi-gloss enamel col- 
ors are now color-matched with 
Valspar Velvet alkyd flat enamel 
shades, according to a recent an- 
nouncement by Valentine and 
Company, Division of the Valspar 
Corporation. This new paint com- 
bination makes color matching or 
harmonizing walls and woodwork 
extremely easy for both consum- 
ers and professional painters. It 
permits paint dealers to sell one 
complete package for all interior 
surfaces. 

Valspar semi-gloss enamel com- 
bines ease of application, maxi- 
mum durability and washability. It 

dries to a smooth, even semi-gloss 


finish that is both scuff and mar 
resistant. It is the ideal paint part- 
ner for Valspar Velvet on wood- 
work, doors, kitchens, bathrooms 
and all types of busy surfaces. 
Write to Valentine and Company, 
Division of the Valspar Corp., 
Dept. AL, 11 E. 36th St., New 
York 16, N. Y. 


Heavy Duty Wheel Block 


A new heavy duty truck and 
trailer wheel block, made of high 
strength cast alloy steel, is de- 
signed to hold heaviest vehicles 
and loads with ease. This Casteel 
Safety Wheel Block incorporates 
a number of features that assure 
positive, safe holding under even 
the most adverse conditions of 
grade, surface and load. The 
wheel blocks are furnished with 
cast-in holes on the bottom plate 
to permit nailing the wheel block 
to freight car or truck floors, 
shipping platforms, etc. to insure 
positive blocking of heavy equip- 
ment during shipment. A feature 
of this new block is the heavy steel 
gripper teeth on the bottom plate, 
which keeps the block from creep- 
ing or slipping, even on ice or 
snow. Write Calumet Steel Cast- 
ings Corporation, Dept. AL, 1636 
Summer St., Hammond, Ind. 











WHITE FIR 


Trade Mark 


var! 
Ee 


“PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 





INCENSE CEDAR 


CALIFORNIA 











market 


No better door 
af any price! 


Style King is the better valve, all wood flush door that's 
tailored for handsome profits. Its beautiful 3-piy Birch faces 
conceal the finest construction features and materials on the 
making it on cutstanding buy for your customers 
and an outstanding seller for you. No ‘‘cut-rate’ quality. 
Style King is guaranteed against defects. It's distributed by 


Mfrs. of 
Genuine 


GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


WHITE PINE 


Also some Norway and Spruce 


(PINUS 
STROBUS) 


recognized wholesalers everywhere. 


AIR-SEASONED - WATER-CURED 
Rough or Dressed 
Capacity 28 million feet annually 


Let us send you full profitable dteails. Inquire today. 


STYLE KING DOOR CO., Inc. 
etealt GMs PSN aay eee Sawmills — Braeside and Temagami, Ontario 
9944 PREENFIELDO ROA 2? ’ Bos j MAWNSFEIELTL Member N-AWLL. ' 1953 








elaiie) 
VErmont 8-704" Phone 1094 1842 
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Reversible Windows 


Windows that literally turn in- 
side out are now being produced by 
the Gall Reversible Windows Com- 
pany. The exclusive reversing prin- 
ciple does away with all the haz- 
ard and inconvenience of dangling 
from a ladder or hanging from a 
sill while washing the outside of 
windows. 

Customers wash the _ reversible 
windows safely on the inside of 
their homes at room temperature, 
free from drafts, while the win- 
dows are closed and in a locked 
position. A homeowner may first 
wash the inside surface cf the win- 
dows. Next, he turns the window 
handle to release movable jamb 


Write Wisco Aluminum Corp., 
Dept. AL, 3945 “A” St., Detroit 16, 


Offers New Ventilator 

The E. L. Bruce Company’s new 
Terminix ventilator is made of 
cast aluminum with a _ durable, 


rust-resistant screen and adjust- 
able glass shutter. Although pri- 
marily intended for a foundation 
ventilator, some builders have 
found it an ideal solution to the 
problem of closet mustiness. 

As a foundation ventilator it 
does away with the necessity of 
putting in make-shift ventilators 
and helps prevent cold floors and 
frozen water pipes. 

It can be conveniently opened 
from the outside on mild winter 
days to give a few hours of much 
needed ventilation and to clear out 
musty odors beneath the house. 
Write E. L. Bruce Co., Terminix 
Ventilator Dept., Dept. ALL, Mem- 


phis 1, Tenn. 


bot he 


ennatrack 


Sliding door ~ © hardware 


and free sash from frame. After 
releasing the frameless tension 
screen, the washer swings the out- 
side of the windows to the inside, 
locks the windows and washes 
them. 

The reversible windows are 
made in a complete range of sizes 
for all types of homes. Write Gall 
Reversible Windows Co., Cannon 
and Aurora Roads, Bedford, Ohio. 


VW 


Kennatrack “Buyer's 

Guide.” The most informative catalog 
in the field. Takes the guesswork out of 
sliding door installations. Illustrates and 
describes the most complete quality line 
available. Scaled detail drawings for 
convenience of builders and architects 


See your supplier or write: 


KENNATRACK CORPORATION 
ELKHART - INDIANA 


Improved Aluminum Window 


An improved combination storm 
window, engineered to provide a 
tighter, more precise fit, is an- — a 
nounced by the Wisco Aluminum W. R. Wrape Stave Company — Industrial Lumber Company 
Corporation The window is of Little Rock, Arkansas 
double-hung construction and made iia 
in a wide range of sizes. It re- 
tains the triple-track feature which 
Wisco is said to have originated. 

This feature permits self-stor- 
ing of screen and glass and their 
removal to facilitate installation 
and make insert removal easier. A 
housewife needs only a coin to re- 
move the track from its frame and 
lift out the glass. 

It can be washed under running 
water or in suds and then snapped 
back in place. The second improve- 
ment provides a method of joining 
the corners of the frame to insure 
greater weather tightness. The 
joint is firm and free of play. 





Oak Trim and Moulding 
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NAMES IN THE NEWS 





North-Robbins Expands Department 


Further expan- 
sion of thei 
wholesale - car- 
load sales de 
partment has 
been made by 
North - Robbins 
Plywood, Inc., of 
Seattle, Wash 
Erling P. Thomp 
son has been 
named vice-pres 
ident and John 
W. Anderson 
sales manager, 
of the firm. 
The organiza- 
tion deals in car- 
load quantities; 
and with the ex 
panded saies fa- 
cilities North- 
Robbins now of- 
fers house doors 
entrance doors, craw-fir-doors, win- 
dows, sash, screen doors, fir mold- 
ings, hollow core and solid flush doors 
in both fir and hardwood, fir ply- 
wood, interior and exterior, hard- 
wood flooring and fir timber 


The new vice-president, Thompscn, 
was formerly associated as_ sales 
manager with the Northwest Door & 
Plywood Sales, Inc., Tacoma, and he 
has had 19 years’ experience in the 
door, plywood and millwork field. An- 








William J. Hassloch of Ridgefield 
Park, N. J., has been named “Dis- 
tinguished Salesman of the Year” by 
the Rubberset Company, Newark. 
N. J., a subsidiary of the Bristol- 
Myers Company and manufacturers 
of paint brushes, Flo-matic paint roll- 
ers and shaving brushes. 

His increase in sales volume and 
his handling of the territory were the 
determining factors in Mr. Hassloch’'s 
winning the award in competition 
with Rubberset’s national sales force 
Elwood M. Jones, Jr., president of 
Rubberset, made the presentation of 
the prize figurine, “Sammy,” to Mr 
Hassloch at a recent company sales 
meeting. Further recognition was 
given him by the National Sales Ex- 
ecutives’ Club, which made a similar 
presentation. 

A specialist in hardware and paint 
fields, Mr. Hassloch’s past selling ex- 
perience includes Pratt and Lambert 
Inc., Browning Brothers, Inc., and 
Globe Sanitary Products. The Hass- 
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W. J. HASS- 
LOCH, left, re- 
ceived his “Sam 
my” award from 
Ik M Jones, 
president of Rub 
berset, for his in 
crease in sales 
volume in his 
New Jersey ter 
ritory. 


lochs are residents of the northern 
New Jersey suburban town of Ridge- 
field Park, where Mr. Hassloch is 
very active in civic affairs. 


Detroit Steel Opens 
New Warehouse 


A big new warehouse and office 
building at 1525A N. Post Oak Road 
was opened June 1 in Houston, Tex.., 
by Detroit Steel Products Company, 
one of the country’s larger manufac- 
turers of steel windows. H. K. 
Strock, former manager of the Dal- 
las office of Detroit Steel Products 
Company, will manage the Houston 
office and warehouse. 

The local warehouse is one of a 
number strategically placed in vari- 
ous sections of the country to pro- 
vide prompt local deliveries of build- 
ing products produced by, the com- 
pany’s six manufacturing plants 

a 


du neé 


E. P. THOMP- 
SON, left, con- 
fers with John 
j Anderson 
on plans 
North - Rob 
bins’ expanded 
wholesale - ear 
load sales de 
partment, 


derson has been associated with 
North-Robbins for the past seven 
years and specializes in the sale of 
plywood, doors and hardwood floor- 
ing. 

At the time this announcement was 
made, Thompson said: “North-Rob- 
bins Plywood will continue to main- 
tain sales offices in its present loca- 
tion. We have added teletype service 
and enlarged our staff in order that 
our customers throughout the nation 
may be served better. With substan- 
tial production backing us, we can 
assure our trade a continuous supply 
of all wood products.” 


located in Detroit, Buffalo, Erie, Pa., 
Philadelphia, Pittsburgh and Oak- 
land, Calif. Detroit Steel Products 
Company’s new Houston structure 
will warehouse stock products in Fen- 
estra windows and doors, providing 
designs for practically all kinds of 
buildings being erected in Texas and 
the Southwest. This includes buildine 
products for commercial, industrial 
and residential structures. 


Gen. Pick Named 
Georgia-Pacific Executive 


Lt. Gen. Lewis 
A. Pick, U.S.A. 
(Ret.), builder of 
the famed Ledo 
Road and the 
Thule, Greenland, 
air base has been 
elected vice- 
chairman of the 
Georgia - Pacific 
Plywood Com- 
pany, Owen R. 
Cheatham, presi- 
dent of the announced 
General Pick, former chief of the 
Army Engineers, is on a 45-day tour 
of the company’s 15 plants and 28 
distributing warehouses. He will be 
located at the general offices in 
Olympia, Wash. 

“Gen. Pick’s knowledge and utili- 
ability in adapting new materials to 
world-wide construction uses will be 
invaluable to our company,” M1 
Cheatham said. “His rare ability for 
achieving great operational results 
will be of vast assistance in broaden- 
ing the company’s output.” 

Gen. Pick retired Feb. 9, 1953, af- 
ter 36 years of Army service em- 
bracing enginering and construction 
projects totaling more than $10 bil- 
lion. 


bk 
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aie GROW 


around an Jt 


Rod Devil, 


paint conditioner 









It allows you to sell more than just a 
can of paint—-you offer your custo- 
mers factory fresh paint at no extra 
charge. And no stirring is required. 
The live-action of this patented con- 
ditioner as it puts pigment back to 
work is a regular traffic-stopper, so 
feature related Red Devil items near 
it and watch paint profits soar. Also 
your standard equipment 
for blending “store-mixed” 
paints. 

Display this two-color 
decal to identify yourself 
with Red Devil's national 
advertising — the 
sign of fresh con- 
ditioned paint. 




































































NO. 30 
PAINT CONDITIONER rp | 4 
Red Devil's exclusive pat 7 2s ee ~ 
ented eccentric-action de ; 4 s 
velops 700 vigorous shakes a. 


a minute. Thoroughly 
freshens paint in less than 2 min- 
utes. Complete with automatic timer. 
7964 See Your Jobber 


Red Devil Toots. 


Irvington 11, N 












Manufacturers of Band Sawn 


NORTH CAROLINA PINE 
SOUTHERN HARDWOODS 
CYPRESS 
* 


End-Matched PINE, OAK, 
MAPLE AND GUM FLOORING 







Modern Moore Kilns — Planing Mill Facilities 


Members: 


& © 
poe ROTHERS 


MILEY. SOUTS mS CAROLINA 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 
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STANDARD SIZE 


KITCHEN CABINET 
COUNTER TOPS 





Ideal 
for the... 


“Do-it-Yourself” 
Market! 


Capitalize on the double sales prospects offered by these 
counter tops! They answer the needs of homeowners doing 
their own kitchen remodeling—or can be used as a stand- 
ard part of your own manufacture of the package cabinet 
unit. Meade of high quality maple to last a lifetime—abso- 
lutely guaranteed against defects—they are waterproof and 
warp-resisting, have a Penetrating Sealer finish. And priced 
for real sales punch, too! 


| With or without 4° backsplash. 114” thick. } 
25°’ x 15''—18''—21''—24"'—27''—30''—36""—42''—48" | 


Also WORK BENCH TOPS for Write today for complete in- 





factories, schools, labora formation, including low price 
tories, home work shops. All lists and discount structure, 
types. 


POLLAK INDUSTRIES CORPORATION 


Escanaba, Michigan 


Supplier of Fine Cabinet Tops to the 
Nation's Leading Kitchen Cabinet Manufacturers 


Nothing appeals to customers or guarantees profits like a good, 


dependable line. Successful building supply businesses are built on 
this basis. The best line in the masonry waterproofing and decorating 
field is the STA-DRI line. STA-DRI MINERAL COATINGS decorate 
in a variety of colors and white and hold water out even if applied 
inside STA-DRI silicone CLEAR-COAT keeps water out, 
hut does not change color or texture of masonry. One long-lasting 
application WATER-STOP halts 
All STA-DRI products are easy to 
apply. They are backed by years of experience and the testimony of 
thousands of satisfied users 


basements 


stops efflorescence Incomparable 


running water leaks immediately 


For home owners, builders and con 
and profit-maker you need for 


Mail coupon today for details 


tractors, here's the volume-getter 


your counters—the STA-DR! line 





STA-DRI 
STOPS WATER 
and DECORATES 
MASONRY 


American STA-DRI Company 
Brentwood, Maryland 
Mineral Coatings C) Instant 


C) Silicone Clear-Coat Water-Stop 
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DEALERS get your share of 


“= >». WE DO ALL THE WORK... 


Allthe. 
Articles in HOME \ 
‘SELL the . 
readers for 





All the 
Building Products 
Advertising in 
HOME SELL 
' the reader 

for you! 


The 
House-Plans in 
HOME PRE-SELL 

the reader 
for you! 


“HOME” 
can be your 


Ace Salesman 


bate am elaclilite! 


94.6% 
of dealers 
RENEWING THEIR 
CONTRACTS for 
second 
year! 


Let as show you how easily and in- 
expensively you can increase your 
profits. Just llc each—your only cost 
for having us mail HOME Maintenance 
& Improvement magazine, with your 
company’s name on the cover, directly 
to your customers and prospects—this 
even includes our paying the postage. 
Then watch “HOME” go to work for 
you—giving the readers 101 ideas on 


How-To-Build or improve their homes— 
and—telling them to come in and see 
you who are sending them HOME 
Maintenance & Improvement. 1,734 
dealers from coast to coast are 








| the rich homeowner market! 


YOu GET BIG NEW(PROFITS ) 


‘ 


T ey A 34 Dealers like you now making money from 
this proven plan. 


yt ine They're selling house jobs, lumber, tools, paint 


z ik ae e. ope and hardware=—all as a direct result of HOME. 


The ONLY magazine that covers ALL your 
products and services. 


WE DO ALL THE WORK 


1 We mail HOME 3 We pay all the 
quarterly to postage and 
your list. charges. 


2 We print your 4 We check your 
company’s name list against 
BIG on the front duplication and 
covers. protect your 
mailing area. 


your ONLY COST is Hie each 





Please rush me a copy of HOME Maintenance & Improvement — 
I am interested in increasing my sales and profits. There is no 
obligatian of coures. 


Our present mailing list contains approx. —___ - . names 


COMPANY __ 
ADDRES8___ -TELEPHONE - 
STATE — 


MY NAME IS_ ‘ TITLE 


MAIL TO: “HOME” Magazine, Box 4 
139 WN. Clark Street, Chicago 2, illinois. 





New Matico Tile Campaign 


Matico plastic 
wall tile is being 
introduced na- 
tionally with an 
unusual initial 
marketing cam- 
paign, according 
to Carl tesni- 
koff, vice-presi 
dent in charge of 
sales for Mastic 
Tile Corporation 
of America 


The 43 item 
plastic wall tile 
line, including 12 
marbelized and 
plain colors’ in 
full 4%” x 4%” 
polystyrene plas- 
tic wall tiles and 
the full assort- 
ment of regular 
and bull nose trim, is being launched 
with a campaign theme of “No more 
gambling.” 


Sparked by a series of die-cut 
teaser post cards accenting the pro- 
motion theme, the initial marketing 
campaign began three weeks ago and 
was climaxed by a special “Gambling 
Casino” package sent to hundreds of 
key people throughout the nation. 


A set of Matico plastic wall tile 
samples and various miniature gam 
bling devices labeled “Don’t gamble 


Colonial Cedar Offers 


Unusual Mixed Car Plan 

FE. L. Connor, president, Colonial 
Cedar Company, manufacturers of 
cedar shakes in Seattle, Wash., re- 
cently announced 
a new company 
operation which 
is unique among 
building miateri- 
al producers. It’s 
an offshoot from 
manufacturing 
and distributing 
strictly Their own 
products and in 
volves the pur- 
ehase and ship- 
ment of related west coast forest 
products in full but mixed car lots 
all to dealer order. 

Mixed cars of lumber are not un- 
common; mills very often ship pool 
cars, But it is a new precedent for 
a shake manufacturer to take the 
initiative of providing mixed car ser- 
vice, shipping many products other 
than his own. This new operation all 
came about because dealers many 
times require less than carload lots 
of cedar shakes. The problem has 
been how to order such quantities 
but not get stuck with Le.l. freight 
rates. It's a situation which has 
bothered the Colonial Cedar Com- 
pany people for some time and one 
which they believe they have now ef 
fectively licked 

Here's how Colonial Cedar Com- 
pany suggests a dealer can get 
around these prohibitive tariffs. Say 
he wants 150 squares of shakes and 
150 squares of undercoursing. At 
the same time he wishes to fill out 


E. L. CONNOR 
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any more. Matico Plastic Wall Tile 
is a natural,” made up the promo- 
tion package. The package was de- 
signed as a replica of a gambling 
den, showing a detailed exterior. A 
letter telling the complete Matico 
plastic wall tile story accompanied 
each package. 

The “No Gambling” theme is sig- 
nificant in that it indicates Mastic 
Tile Corporation's intent to supply a 
quality - controlled product which 
meets all the standards set by indus- 
try and government. 


his existing stocks or meet needed 
requirements for other lumber prod- 
ucts such as cedar shingles, paneling, 
flooring, siding, dimension stock and 
the many other items normally car- 
ried. All he has to do is send his 
complete order directly to Colonial 
Cedar. Colonial will take care of all 
the ordering, loading and delivering 
details for the complete car. 


Weyerhaeuser Wins Awards 


Weyerhaeuser Timber Company 
captured two of 12 advertising 
awards presented May 20 by the Se- 
attle Advertising and Sales Club. 

The awards are presented annually 
for the best advertising campaigns 
originating in the Puget Sound area. 
Some 200 persons attended the 
awards banquet in Seattle’s Olympic 
Hotel to hear Governor Arthur B. 
Langlie and cheer the winners. 

Weyerhaeuser received a _ special 
award for the company’s national full- 
color advertising campaign on tree 
farming. These advertisements ap- 
pear monthly in several national 
magazines, and feature wildlife and 
modern forest management. The il- 
lustrations for the series are execu- 
ted by two nationally known artists, 
Fred Ludekens and Stan Galli. 

Top honor in the industrial cate- 
gory for campaigns costing less than 
$15,000 was awarded Weyerhaeuser 
Steamship Company for “Seaborne 
Cargoes,” a 16mm color motion pic- 
ture. Designed to promote cargo 
traffic, the film shows forest products 
transported from West Coast to 
East Coast and general cargo han- 
dling on the return voyage. 


Wood Will Head 
Sales Executives Club 


Joseph L. Wood, assistant treas- 
urer, Johns-Manville Corporation, has 
been elected president of the Sales 
Executives Club 
of New York, 
for the year 
1953 - 1954. Mr. 
Wood had served 
previously as 
vice - president 
and treasurer of 
the club. He suc- 
ceeds Charles T. 
Lipscomb, Jr., 
president of the 
Pepsodent Divi- oe 
sion of Lever Brothers Company. 

The Sales Executives Club of New 
York, established in 1932, now has 
a membership of 2,400 and is the 
largest organization of its kind in 
the world. Mr. Wood's election to the 
presidency is the first time in its his- 
tory that a financial man has been 
elected to this office. 

Active for years in building indus- 
try affairs, Mr. Wood developed the 
first deferred payment plan for fi- 
nancing of home improvements in the 
building industry in 1931 and assisted 
in writing Title I of the National 
Housing Act of 1934. 


Unkel Elected by 
Georgia-Pacific 


The election of Fred D. Unkel as 
a vice-president of Georgia-Pacific 
Plywood Company has been an- 
nounced by Owen 
R. Cheatham, 

Georgia - Pacific 
president. 

Unkel joined 
five years ago as 
manager of the 
company’s Phila- 
delphia ware- 
house. He held 
this position un- < : 
til February, F. BD. UNKEL 
1951, when he 
was appointed general manager of 
the eastern division, with headquar- 
ters at Port Newark. 

Before joining Georgia-Pacific, Mr. 
Unkel was associated with the Blan- 
chard Lumber Company. He has been 
active in the plywood and lumber 
field in the Philadelphia and eastern 
Pennsylvania area for over 25 years. 


Mastic Tile Display Contest 


Over 300 metropolitan New York 
and New Jersey floor covering deal- 
ers are participating in the Whitman- 
Matico ‘“‘Double-Header” window and 
interior display contest, according to 
Sam Whitman, New York distributor 
of Matico products. 

The contest, sponsored by The 
Whitman Company, 1024 Leggett 
Ave., Bronx, is open to all dealery 
in the metropolitan area. It ties in 
directly with a concentrated adver- 
tising campaign launched recently 
by Mastic Tile Corporation of Amer- 
ica to promote its new floor fashion, 
Confetti tile. 
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| 
TOO MUCH MOISTURE? 
” 
NOW YOU can answer this question before structures warp and 
uint peels off. Test for moisture accumulation by materials in 
: transit, in storage or on the job. The 
Model BD-10 Bradley Electronic 
Moisture Meter is the last word in 
the scientific instant testing of wood, 
plaster, masonry and asbestos shin 
gles. Thousands in use. Every in- | 
-\ strument guaranteed. Price 
includes everything bat 
teries, self carrying case 
shoulder sling, spare elec 


trode needles and complete . “THE GREMLIN’” 


operating instructions 
PRICED AT $56.50 F.0.B. N. Y. THAT'S BLISTERING 
L.R. BRADLEY & CO. 
Order Yours Today! Dept. 29, 25 W. 45th St., New York 36, N. Y. } i THE HOUSE PAINT! 


1 i d tion the Ai 
NORTHERN HARD MAPLE FLOORING : Give Condensation the Air 
<a 








with “MIDGET” LOUVERS 


o ” . 
FINE FLOORING . UNIT PACKAGED MIDGET" LOUVERS not only build cus- 
a0 YEARS Sy tomer good-will and increase sales .. . they 
Choose DIAMOND HARD—that fine qual | aia 
ty maple flooring from J. W. Wells provide additional profit for both the dealer 
Merominee, Michigan. Used by builders year ofter year, 
DIAMOND HARD is ideal for homes, schools, industrial | and the paint contractor. 


obs wherever superior flooring is 
desired. For economy, builders praise 


DIAMOND HARD 2nd & Ventilate all danger spots and prevent 


3rd Grades, too! They're ° — 
long: of _ wearability | sweating and dampness that causes mois 
OLDEST Whatever your flooring Ist, 2nd ture blistering. Simple to install. 
eae needs, we can fill Swaaee | 
them! ° ° 
: 2 styles—for indoors or out—6 sizes. 


' the “MIDGET” LOUVER COMPANY 
ath ft sad otet toa waa 8 WALL STREET - NORWALK, CONN. 


y To é 2 tee BI 
INDUSTRIALS . “1 | 
DEFENSE PROJECTS she ; BoA | 


RETAIL LUMBER YARDS 


An Experienced Lumber Service "In the Heart of WINDOWS: 


That Knows the Producer's Prob- The Deep South” 
lems and the Buyer's Needs. 





e to home 


Better windows, 
zc PEM EMT buyers truly counterbalanced, 
Lumber Company = ; at amazing low cost! 
Rien ° Duilders ee ge 
Hehe 8 Gog Po On Wax a9 they're equipped with Pull- 
e architects man Sash Balances. Noiseless, 


trouble-free—guaranteed for 
: TANNEWITZ AUTOMATIC the lifetime of the building. 
GAUGEE For homes, schools, hospitals 
: . —all kinds of commercial and 
for Swing Saws Engineered industrial buildings. The Pull- 
SES pene Balancing man method permits quick in- 
+ alia dt ata e stallation (10 to 15 minutes per 
window), uniform mortise 
bs Getes Tees ies Never Need size—wide scope in window 
; >. iene ae Adjusting design, maximum light area. 
ican delle: icin ie | e Write today for full specs: 
CIRCULAR No a Pullman Manufacturing Corp., 
w aring 325 Hollenbeck St., Rochester 

TANNEWITZ WORKS 70 Years of Service 5, N. Y. 

, pen Bhagat to the Industry 
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L. K. JORDAN J. DESJARDINS 


Lowe Brothers Names 
New Sales Managers 


The appointment of two men to 
managerial positions has been an- 
nounced by the Lowe Brothers Com- 
pany, paint and varnish makers, of 
Dayton, Ohio. Lyman K. Jordan was 
named trade sales manager and J. A. 
Desjardins was appointed New Eng- 
land district sales manager, W. C. 
Rhodes, general sales manager, re- 
ports, 

Mr. Jordan began his career with 
Lowe Brothers in 1936 as a territory 
salesman. In his new post he will co- 
ordinate all sales activities on trade 
sales products through the firm’s na- 
tion-wide organizations. Mr. Des- 
jardins will make his headquarters 
in Boston. He joined the firm in 1945 
and has successfully served in sales 
capacities in the east. 


Hough Shade Appoints 
Reene Advertising Manager 


The Hough Shade Corporation, 
Janesville, Wis., has announced the 
appointment of Charles W. Reene as 
advertising man- 
ager. Mr. Reene 
will direct the 
advertising and 
promotional pro- 
grams for all di- 
visions. Products 
involved are Ra- 
Tox Folding 
Doors, Vudor and 
Coolmor Porch 
Shades, Belmar 
Window Shades, ee ee 
Belmar Floor Screens and Ra-Tox 
Industrial Shades, Marketing opera- 
tions for these products include the 
building, architectural, industrial and 
general consumer fields, 

After three years of service in 
World War II, Mr. Reene attended 
the University of Illinois where he 
received a masters degree in adver- 
tising. Mr. Reene also served as in- 
structor in advertising. For the past 
several years Mr. Reene was assis- 
tant to the advertising manager of 
the Portland Cement Association un- 
til his present appointment with The 
Hough Shade Corporation. 


Weyerhaeuser Names Officers 


Weyerhaeuser Timber Company 
snareholders have named three new 
members to the firm’s board of di- 
rectors: Henry T. McKnight of Wash- 
ington, D.C., Carleton Blunt, Chicago 
and C. Davis Weyerhaeuser, Tacoma. 

Howard W. Morgan, Tacoma, man- 
ager of the company’s pulp division 
since 1946, was named a vice-presi- 
dent by the board. 

McKnight, president of Cornwell. 
Inc., Washington agricultural adver- 
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tising and public relations agency, is 
a grandson of one of the timber 
company founders. Blunt is a part- 
ner of the Chicago law firm, Bell, 
Boyd, Marshall & Liovd, and a vice- 
president of Laird Norton Co. He 
has taken an active interest in Wey- 
erhaeuser Timber Company affairs 
for many years. C. Davis Weyer- 
haeuser has been with the company 
since 1933, and currently manages its 
forestry, lands and timber activities. 


COMPANIES ANNOUNCE 


Paul S. Smith’s 
appointment = as 
manager of its 
newly organized 
Lumber Division 
has been an- 
nounced by the 
Aetna Plywood 
& Veneer Com- 
pany. Mr. Smith 
has been doing 
sales promotion- 
al work with the 
Chicago firm for the past year. Ex- 
perienced in the lumber field, he man- 
aged the Byrd Lumber Company, 
Marion, Indiana for many years and 
still owns the Service Lumber Com- 
pany, Summitville, Ind. Aetna’s new 
Lumber Division, under Mr. Smith, 
will specialize in handling direct mill 
shipments of lumber cars and of 
mixed cars of lumber and plywood. 


PAUL SMITH 


Samuel Rich has been appointed 
sales manager of the newly created 
prime window division of the Wisco 
Aluminum Corporation, Detroit, the 
firm has announced. Rich, who has 
had wide experience in window sales, 
is a graduate of Cornell University 
and a former Marine Corps officer. 

The new window to be manufac- 
tured by Wisco’s prime window divi- 
sion will be made of aluminum in a 
wide range of styles and sizes for 
residential, commercial and _ indus- 
trial buildings. 

Initial plans call for marketing the 
new window in Illinois, Indiana. 
Michigan and Ohio. The pattern of 
distribution worked out in these 
states will form the basis for expan- 
sion over a wider area and ultimate- 
lv throughout the United States and 
Canada. The company’s combination 
storm windows and doors are now 
sola in 26 states ranging from Colo- 
rado to New England. 


James Wallace has been appointed 
to the newly created post of mer- 
chandise manager of the Forest 
Products Division of Olin Industries 
Inc., it was announced by Robert H. 
Evans, general manager. Wallace 
will be responsible for coordinatin: 
the sales and production activities of 
the division and for the development 
of new products and markets. No 
change is involved in the present 
sales organization under H. W. Mad- 
dox, sales manager. Until recently 
Wallace was west coast sales man- 
ager of the Kraft Paper and Board 
Division of St. Regis Paper Co. at 
Los Angeles. Previously he was on 
the Tokyo staff of the Chase Nation- 
al Bank of New York. 


W. J. Ritchie has been named gen- 
eral sales manager of the Wood 
Products division of the Evans Prod- 
ucts Company, Plymouth, Mich. EF. 


S. Evans, Jr., president, announced. 
Mr. Ritchie will be responsible fe. 
the sales of all products—plywood. 
Evanite wood fiber battery separa- 
tors and other products — manufac- 
tured in Evans plants in Coos Bay 
and Roseburg, Oregon and Vancou- 
ver, B. C. His headquarters will be 
in Plymouth, Mich. A new office for 
all plywood sales to jobbers has been 
opened at 1 N. LaSalle St., Chicago. 
Known as the Evans Wood Product: 
Sales Corporation, it will be under 
the direction of W. M. MacArthur. 


Chris Perrin Brown, British West 
Africa lumber operator, recently 
spent a week at Diboll, Tex., studying 
methods of the Southern Pine Lum- 
ber Company. Mr. Brown is a mem- 
ber of the mill management staff of 
United Africa Company, Ltd., of Lon- 
don, operating in West Africa. In a 
letter to Jules Nogle, Brown’s host 
while in Diboll and sales manager 
for the treating division of Southern 
Pine, Brown states: 

“T had a look around the various 
mills and I can truthfully say I have- 
n’t seen a mill anywhere which bears 
comparison with the excellent setup 
at Diboll. A dirty, wet mill is to my 
mind one of the most depressing 
things in the world. I can see no 
pleasure from working in the sort of 
sordid conditions one finds in most 
places. It really was a pleasure to 
walk around your concern and I am 
sure the effect on the mill staff wil! 
more than repay the money spent,” 
wrote Brown. 


OBITUARIES 


WILLIAM EDWARD GREER, 56, 
died recently in his home at Fort 
Weyne, Ind. He had a stroke in June, 
1952, but had worked until the time 
of his death. 

Mr. Greer was secretary-treasurer 
of the Fort Wayne Builders Supply 
Co., where he had worked since com- 
ing to Fort Wayne in 1927 from Ti- 
tusville, Pa. 


- 


Answers to What's Your Answer? 


Stop! Read questions on page 98. 


1—Thirty. See story p. 48. 

2—-Prices of sales valued at $100 
or more. See Editorial p. 39. 

3—Giving its customers expert 
sticking in dry kiln operations. See 
ad. p. 56. 

4—-Curtis Woodwork Inc., makers 
of Silentite windows. See ad p. 4. 

5—B. F. Goodrich Co., makers of 
Koroseal floor tile. See ad p. 8. 

6—For quick cutting to order of 
plywood pieces. See p. 42. 

7—The increase in the number of 
home owners—from 15 million to 23 
million. See News Briefs, p. 9. 

8—Three-inch commons or better. 
See News Briefs, p. 16. 

9—Western white spruce — for 
boxes, cases, crates, etc. See ad p. 25. 

10—Youngstown Mfg. Corp. See ad 
p. 73. 
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1912-1953 


MANUFACTURERS OF 


B. C. RED CEDAR SIDING, SHINGLES, LATH 


for over 40 years 


PORT MOODY, 86 C CANADA 

















Specialists in Oak Floor ~ 
ing. General wholesal- —— 
ers of all lumber Rems. =~ 























EFFICIENT LUMBER DISTRIBUTION 


WESTERN & SOUTHERN 
FOREST PRODUCTS 


Dependable Service Since 1928 
CALL US TODAY! 





“hiward J. Koza Company 
WHOLESALE LUMBER 
1791 HOWARD STREET — CHICAGO 246, ILL 
TELEPHONE: ROGERS PARK 4-7148 


Sell the Spiral Screw Driver 
that's enclosed...for 
long life, safety 


Here’s the Spiral Screw Driver that immediately 

takes the customer's eye. It’s easy for him to see how 
well he's protected... fingers can’t get pinched 
when working with this fine tool. And since it is 
enclosed it stays dirt and grit free for long years of 
good service. High quality through and through. All 
parts are made to stand up under hard use . . . inside 
and outside sleeves and nose of stainless steel, drive 
nuts of phosphor bronze, other parts of high 
strength aluminum and steel. Hard Wear handle of 
attractive, durable green plastic. Small and medium 
sizes .. . individually packed with three sizes of bits 
in handsome package. Get complete details now. 


— 
GREENLEE 











FREE HAND TOOL QUICK REFERENCE FILE—Facts on the 
complete line of GREENLEE hand tools: Auger Bits, Chisels 
Gouges, Spiral Screw Drivers and many more. Write Green- 
lee Tool Co., 2266 Twelfth St., Rockford, Illinois 











classified 
advertising... 


is the quick, economical way to find what 
you're iooking for. Check the classified pages each 
and every issue—you'll find coluinn after column 
offering real business opportunities. 


. and it’s a sure way of disposing of used equip- 
ment or it can help you to find competent person- 
nel or a choice business for sale! Every other 
Monday copies reach some 25,000 interested per- 
sons in American Lumberman’s nationwide distri- 


bution. Check the classified pages for rates in this 
issue. 

















‘TO VOLUME 


it's PRICED / 
for 
VOLUME! J 


® Specially Treated Stain. eH 
clusive Interlock & Ventilat- 
ing Features. 


@5 Quarter Frame. Exclusive 
Territories Available Price 
list & Sample on Request. 


@ PAPOOSE — the most 
economical Redwood 


Combination. 


REDWOOD COMBINATION 
STORM WINDOWS / 
WRITE .© PHONE OR WIRE FOR FURTHER INFORMATION 


¥ 
F Phone 
y either Lila , UNiversity 
4-7134 


MANUFACTURING COMPANY 


13330 W. MeNichols Road. Detroit 35. Mich. 
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Classified 
Advertising 


All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. lease indicate classification de 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 

commission or cash discount 


AMERICAN LUMBERMAN, INC. 
39 N. Clark St.. Chicago 2. Ill. 


HELP WANTED 


LUMBER JACKS 6 IILLS TOO: 
Why trust to luck in locatt: new posi 
tion? We either have, or wi the job 
} want in any section of the U.S. or Canada. 
ualified persons with good records spon- 
sored on 4 “NO JOB NO COST” basis. Tell us 
your wants. Confidential. 
HINES EXECUTIVE SERVICE 
5955 W. North Ave. Chicago 38. Miinols 


EXECUTIVE ASS'STANT SALES MANAGER 
Wanted By 

Large progressive Western Pine Region lum 

ber operation. Age 30 to 35, preferably col- 

lege man, experience required in admini 














HELP WANTED 


MALE HELP WANTED 
Territories open in Illinois, Indiana, and 
Michigan, for experienced Wholesale Lum- 
salesmen. © represent a progressive 
Wholesale Lumber Corporation. Address Box 
}-22, American Lumberman, Inc. 








WANTED 
Experienced girl to handle lumber office rou 
tine. Typing and some bookkeeping. $300.00 
per month. 
WM. C. SCHREIBER LUMBER CO. 
2255 Lumber St. Chicago 16, Ill. 


HELP WANTED: Millwork Estimator with cost 
book A and practical experience in stock and 
special millwork, capable of accurate take offs 
and pricing residential, commercial, church, 
and industrial plans in fast growing hi 








SALES REPRESENTATION 
WANTED 


LONG ESTABLISHED MANUFACTURER of a 
widely used builders’ hardware item that is 
competitively priced and of extremely high 
quality offers exceptional opportunities to top 
rated manufacturers’ agents calling on sash 
and door mills, building material and hard- 
ware dealers. Aggressive, intelligent repre 
sentation will receive full support, coopera 
tion and liberal commissions. Replies confi 
dential. Address full particulars, including 
lines now handled, to Box J-25, American 
Lumberman, Inc. 


SALES REPRESENTATIVES 
AVAILABLE 











Tenn., with 30-year old, well financed com- 
pany, half million volume, modern mill, air- 
conditioned offices, employee benefits. Will 
arrange interview our expense if your quali 
fications interest us. Address Box J-23, Amer 
ican Lumberman, Inc. 





Young man in Chicago office of building ma- 
terial jobber to assist buyers of hardware, 
paint and building materials. Retail yard ex- 
perience desirable. Address Box J-36, Amer- 
ican Lumberman, Inc. 


SITUATIONS WANTED 








trative selling. Excellent opening for right 
arty. Give full particulars of training, school- 
ng, personal background, references, and 
starting salary wanted. Address reply to Box 
-56, American Lumberman, Inc. 

Established Central Florida Millwork plant 
needs Production Superintendent, also a De 
taller and Biller. Give age, experience, fam 
ily status, references, salary expected and 
when available in letter to Box H-57, Amer 
ican Lumberman, Inc. 


WANTED — Hardwood Plywood Sales Man- 
ager to supervise sales for several Midwest 
Distributing Warehouses. Must have good 
roduct knowledge, exverienced in distribu 
lor sales, under 40, industrious. Good base 
salary plus liberal incentive. Verae well 
established firm thet carries aood inventory. 
Give details first letter. Write Box H-58, 
American Lumberman, Inc. 





Prominent national plywood distributor and 
manufacturer requires two experienced out 
side salesmen to fill territory vacancies. Sev 
eral opportunities In Chicago office also. If 
you desire superior opvortunity at a compe- 
titive salary state qualifications and past em- 
ployment in your letter to Box J-21, Ameri 
can Lumberman, Inc. 





Man not over 35, experienced in retail lum- 
ber business. To list lumber from ble prints, 
also to make cupboard and other millwork de. 
tails. Lucas County Lumber Company. 2216 
Consaul Street, Toledo, Ohio. 





WANTED: Experienced special Millwork Es 
timator who understands the method of CBA. 
Must be sober and canable of listina and 
figuring any class job. Permanent position to 
right party. 
WITLLINGHAWM.TIFT TITMRER CO. 
866 MITRPHY AVE &S§. W. 
ATLANTA, GEORGIA 

Old established manufacturer of standard and 
architectural millwork, located in Central Ohio 
Need thoroughly competent and devendable 
estimator, experienced in schools hospitals 
churches, public and office bnildines, resi 
dences; and also exnerierced in selling con 
tractors, Evrelient working corAitions. Al 
social benefits to right partv State experi 
ence, availabilitv. salary. ete. Address Box 
1-20, American Lumberman, Inc. 





Experienced bookkeeper. Take full charge 
complete set books active retail yard. Locate 
Warren County, N. J. Send resume and sal 
ary requirements to Box J-24, American Lum 
berman, Inc. 





EXECUTIVE MANAGER, will pay good salary 
and bonus to right party, with privilege to 
purchase interest or control in lumber bus! 
ness located in the Calumet Recion. Annual 
business apvroximately $300,000.00, with ca- 
pable manacement could easily be doubled 
If interested write for persenal interview to 
Box H-60, American Lumberman, Inc. 


LUMBERMAN 
We need a young man with several years 
experience in the retail lumber business. We 
prefer a man who ha« had experience man- 
acing a small yard. Applv by letter to the 
wyncton Lumber Company, 715 E. 4th, Topeka, 
ansas. 
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MILLWORK SUPERINTENDENT 
Detailer-Biller, years of experience, large 
volume detailed millwork. Good expediter 
References. Address Box H-24, American Lum 
berman, Inc. 

Young married man with 18 years wholesale 
and retail lumber experience interested in 
representing wholesaler or jobber of lumber, 
millwork, uilding material or associated 
products, in Chicago area and State of Illi 
nois calling on lumber dealers. References. 
Address Box J-29, American Lumberman, Inc. 





Retail Manager, experienced in all phases of 
lumber, hardware, coal, paint and building 
material. Familiar with F.H.A. Honest, ca- 
pable and successful. Can take charge. Avail 
able 30 days. Address Box J-30, American 
Lumberman, Inc. 


SALES REPRESENTATION 
WANTED 


Wanted—Sales Representatives to sell line of 
corner china cabinets and drawer cases to re- 
tall lumber yards. Write giving territory de- 
sired—Harris Products, Inc., Amherst, N.H. 


DISTRICT SALES MANAGERS WANTED 

WITH BROAD LUMBER EXPERIENCE 
A large, nationally known Lumber Wholesale 
organization with Nationwide Distribution of 
all species of Eastern, Southern and Western 
Lumber wants several District Sales Managers 
for territories throughout the country. We 
want men with a proven record of real ac- 
complishment in the saie of lumber and for- 
est products and with the ability to cooper- 
ate with and assist other salesmen. Do not 
apply unless your record as a lumber sales. 
man is outstanding and your past earninas 
high because we expect to pay for top abil- 
ity in each of the territories where we have 
openings. We pay salary and expenses plus 
an interesting participation. We want men 
who know the roves in the Merchandisina of 
Lumber—men with long experience—college 
men preferred. There is plenty of ovvortwnity 
to go places and become an important factor 
in our growing organization. 


If vou think you are one of the men we're 
looking for, reqardless of your location, sit 
right down and write us 4 complete letter 
selling yourself. Give us a good briefing on 
your lumber and sales career to date and 
indicate the starting salary you will expect. 
Your reply will be held in confidence and a 
meeting promptly arranaed. Write Box J-27, 
American Lumberman, Inc. 














Manufacturers Representative to sell high. aual- 
ity nationally advertised sash balance. Must 
have following among sash and door jobbers, 
lumber dealers and sash unit manufacturers. 
Company is long established, well rated. 
Commission. Reply should state experience, 
age, territory covered and lines handled. Ad- 
dress Box J-26, American Lumberman, Inc. 


MANUFACTURER'S REPRESENTATIVE 
WANTED 





Major steel window manufacturer is interested 
in procuring aggressive, fast-moving agents to 
represent them on a liberal commission basis. 
Write full details covering experience, quali- 
fications, territory covered, and present lines 
ee to Box J-28, American Lumberman, 
ne. 


New Jobber of building materials desires to 
represent manufacturers of asphalt roofing, 
steel products, hardwood plywoods, birch 
doors, and otner associated products. Ad- 
dress Box H-44, American Lumberman, Inc. 


LUMBER & DIMENSION WANTED 


We will buy your distressed or rejected cars 
of lumber, millwork, or plywood. We will also 
take them in on a consignment basis. We 
have ample closed storage. The Sanford Lum- 
ber Co., 2831 Woodhill Rd., Cleveland 4, Ohio. 











Plywood Shorts Wanted — mostly Fir or can 
use some hardwoods. Write or call us givina 
size and price of same. GEE LUMBER & COAL 
COMPANY, 7600 W. 79th Street, Chicago, Ill. 
Phone Grovehill 6-7400. 


USED MACHINERY WANTED 


WANTED 
A used oil burner with boiler to operate a 
40,000’ capacity dry kiln, with full equip- 
ment and guaranteed in good operating con- 
dition. P.O. Box 175, Lemoyne, Penna. 


WANTED — RAILS 


RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER CO., INC. 
2111-A Railway Exch. Bidg., St. Louis 1, Mo 


STEEL RAILS 
Any Quantity—Any Size 
MIDWEST STE: CSercanes 
518 Dryden St., Charleston, Va. 

a ie RAILS _ pa 
New Relaying 
Always in market to purchase and sell all 
classes railroad equipment. 

M. K. FRANK 




















480 Lexington Ave. Park Bldq. 
New York, N. Y. Pittsburgh, Pa. 
105 Lake St., Reno. Nev. 


BUSINESSES FOR SALE 


FOR SALE: Either control or entire interest 
in Lumber Yard located in the Calumet Re- 
gion. Annual business approximately $300.- 
000.00, with possibility of increasing to $600,- 
000.00 or more wit proper management. 
Inventory of approximately $50,000.00; Equip- 
ment of $10,000.00; Rental property. To right 
arty will amortize over a period of years. 
{ interested, please contact for personal in- 
terview. Address Box H-68, American Lum. 
berman, Inc. 


RICH TEXAS GULF COAST 
Well established lumber and building mate 
rials yard located between Houston anc 
Corpus Christi, Texas. Annual sales ove 
$300,000.00. Inventory about $45,000.00. Nev 
modern office and plenty of shed space. Ad 
dress Box G-29, American Lumberman, Inc. 


FOR SALE 

Excellent opportunity to purchase old, well- 
established retail Lumber Yard with good 
earning record. Located in aggressive mid- 
western city, commanding a large trade area. 
Can be sold on several bases, with minimum 
cash purchase price of approximately $125.- 
000.00. For further information, write Box 
]-31, American Lumberman, Inc. 

















FOR SALE—Well established profitable retail 
lumber yard, 100 miles southwest of Chicago. 
Located on major highway, near business 
center of prosperous city of 25,000, in rich 
farm area. New modern buildings and show 
rooms. Exceptional opportunity for right man 
—$20,000 will handle land and buildings plus 
inventory. Being sold account partnership 
dissolution. See this before you buy anything 
else. Address Box J-35, American Lumberman, 
Inc. 
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BUSINESSES FOR SALE 


LUMBER YARD FOR SALE 


In Vancouver, Canada. Grosss sales 
1952 $147,000 netting $23,000 including 
owner manager's remuneration. Two 
trucks, land, building on main street. 
Full price $35,000 nage inventory at 
invoice, approximate $15,000. Reply 
Box H-52, American Lumberman, Inc. 








FOR SALE: Three successful lumber yards in 
prosperous and growing communities located 
in the West. Will sell all or separately. Owner 
wishes to retire. Further information will be 
furnished upon request. Address Box H-53, 
American Lumberman, Inc. 





Retail lumber yard in prosperous Central 
Wisconsin community. Two twin towns, ap- 
—t 2,000 population. No competition. 
Complete line of building materials. Making 
good profit. Gross sales approximately $250. 
000 yearly. Call or write: Arvey Ahonen, 
c/o Ahonen Lumber Company, Ironwood, 
Michigan. 





YARD FOR SALE 
RETAIL LUMBER, hardware and coal yard. 
Excellent location. Coal unloading to dump 
truck equipment on the L&N R.R. Co. Fifty 
miles south of Cincinnati, Ohio, between Fal- 
mouth and Cynthiana, Ky. Good profitable 
yard and can be increased. Been in business 
for 40 years. Will sell with inventory or 
without. T. L. Hardy, Berry, Ky. 


For Sale: Lumber and Building Supply Busi 
ness in Denver Suburban Area. Real Estate 
and Buildings can be leased. Good reason 
for selling. Address Box H-65, American 
Lumberman, Inc. 








8 RETAIL YARDS FOR SALE 


You may select from any of our 8 different 
midwestern retail yards. If you can answer 
these questions, we can help you enter or 


expand your lumber and building material 
business. 


i. Approximately what cash investment? 
2. Intend to manage business yourself? 
3. Location or any other preferences? 


With this information, we can direct you to 
the business which best fits your needs 
Write now to STRIEBY REALTY (LUMBFR 
BUSINESS SPECIALISTS), 210 Westport Road, 
Kansas City 1], Missouri. 


FOR SALE — Small yard in Northern Ari 
zona. Annual sales $85,000. Can be very prof 
itable for an owner. Present absentee owner 
wishes to withdraw from business. For fur- 


ther information write Box H-64, American 
Lumberman, Ine. 


For Sale—Established profitable retail lum 
ber yard in south central Michiqan. Excel 
lent location and rail facilities. Buildings in 
clude double decked lumber shed 62x112, 
several warehouses, mill and office plus large 
outside storage and parking araes; compact 
and convenient. Priced to sell. Address Box 
J-33, American Lumberman, Inc. 





For Sale—-Excellent Colorado Lumber Yard for 
sale in important city (not Denver). Going con 
cern. Buy inventory and equipment, lease 
plant. Address Box H-29, American Lumber 
man, Inc. 





FOR SALE — Concentration Yard. 
Large Planing Mill — Dry Kiln and Lumber 
Sheds. Old established firm; producers of 
Pine and Cypress—with or without inventory. 
Eastern North Carolina. Address Box J-32, 
American Lumberman, Inc 


PROMPT SHIPMENT 


BUILDING PAPER 
Glas-Kraft 
Reflective Insulation 
Asphalt Felt 
Red Rosin 


Nail Bags (larger opening) 
Twine (for tying lumber) 
Waterlox 

Seal-All 

Miracle Adhesives 
Miracle Anchor Nails 


SLIDING DOOR HARDWARE 
Joist Hangers (in boxes) 
“Miter Fast’ Corners 
Aluminum Siding Nails 
7” Wall Ties — Areawalls 
Adjustable Shelf Supports 
HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Il. 








Buttpinc Propucts MERCHANDISER 


LUMBER & DIMENSION 
FOR SALE 


Kiln Dried Douglas Fir Industrial Clears, al! 
sizes, from our plant. 
Millwork Blanks Cut Stock 
Ladder Rails & Parts Mouldings 

Your inquiries answered promptly. 

Al Clements Lumber Co. 
PO Box 908 
Eugene, Oregon 

TWX EG 049 





Tele. $-3317 





West Coast Kiln Dried D. F. Industrial Clear: 
in all standard rough sizes. All stock shippec 
on guaranteed weights with WCLA inspectio: 
certificate. 


CASCADIAN COMPANY, INC. 
Box 12. Eugene. Oregon, Phone 5-6312 





FOR HARDWOOD PALLETS, industrial crating 
dimension, radio cabinet skids and similar 
products send us your inquiries. Corinth 
Hardwood Co., Bristol, Tenn. 





QUICK SERVICE TO DEALERS 
CL or LCL shipments 


Hardwood and Softwood 
Architectural Trim and Woodwork 


Stair Treads and Risers 
Plank Flooring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 


2,000,000 feet of hardwoods and 
softwoods in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 





USED MACHINERY FOR SALE 





BOILER FOR SALE ($600.00) 


Fire Tube 60” dia. 16’ Ig. 
44 Four inch dia. tubes 16° Iq. 


Titusville No. 15] 
Good for 1!0 lb. pressure 


SAXONBURG CERAMICS 
Saxonburg, Pa. 


Phone: 70 R 3 (Sax.) 





Located in southern Illinois 3 — 62.5 KVA 
Cummins Diesel generator sets, 220 v. 3 ph. 
60 cy. Cummins Diesel engine 65 HP. HIP 
600 Cummins Diesel engine model H-600. 
Address Box J-34, American Lumberman, Inc. 





We are changing to a 60x60" Carrier and 
Lift Truck package and have the following 
54x54” equipment for sale: Three Series 
70-6657 Ross Straddle Carriers, 1951 model 
each with operator’s cab and steering wheel 
guards, F6209 Continental motor. 


Also Two 1950 Model 10-H Ross Lift Trucks. 
one 20’ and one 24’ lift, 54” forks, adjustable 
side-shifting carriage, operator's guard, with 
all standard equipment otherwise added. 


Machines in splendid shape—now being used 
regularly. 


HUSS LUMBER COMPANY : 
2301 N. Racine Ave. Chicago 14, Illinois 





MISCELLANEOUS 
FOR SALE 


CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO.. Inc. 
Minneapolis, Minn. 








Advertising Yardsticks 


Basswood, 2-color. Sqme price qs 1-color. 
Also Paint Paddl I diate ship t 





B. J. DYMO co. 
491 Stevens be eneva, Ill. 


3 days shipment, billheads, statements, let- 
ter heads, 5! x8l2, 2M—$8.95, 4M—815.25, 
postpaid. Free pl Cc ity Press, 
East Aurora, N. Y. 











USED MACHINERY FOR SALE 





MACHINERY FOR SALE 


Newman Planer and Matcher No. 500, Pro- 
file, all heads, knives and 100 horse power 
elec. motor pulling same. 

Fan system complete, 200 ft. 18° blow pipe 
with 30 horse elec. motor pulling same. 
Corley end trimmers, 20 ft. one extra set of 
saws with 15 horse power motor pulling same. 
Mershon band resaw, 54” with 8 extra 6” 
band saws. 50 horse elec. motor pulling same. 
All switch boxes and electric equipment with 
above motors. 

Dependable grinder, 105-A5 36’ fully auto 
matic for side heads. 

Air cofpressor, 275 lb. pressure greasing unit, 
150 ft. hose. 

170 ft. roller beds, kiln trucks, 1000 ft. kiln 
track. 

Sticks for hacking one million ft. of lumber 
pile bottoms and misc. equipment. 

Hyster, RT 150, 15000 Ib. fork lift truck. 
Allis Chalmers tractor with 6 lumber buggies. 
This machinery was bought new in 1952 and 
is in first class condition, can be seen running 
by appointment. 


P.O. Box 522, phone after 6 p.m. 22315. 


Bradley & Bradley Lumber Co. 
arion, N. C 


GAS ENGINE and D.C. 220V 100KW 
GENERATOR ($1,000.00) 


125 H.P. 2 cylinder 2 cycle 


Cooper Bessemer. Directly connected 
to generator. 


SAXONBURG CERAMICS 
Saxonburg, Pa. 


Phone: 70 R 3 (Sax.) 





For Sale: JUST LIKE NEW TD9 Diesel Log 
Tractor with hydraulic Bucyrus Anale Blade, 
Carco winch and fairleads, for $5,500. One 
UD 14 Diesel power unit International with 
clutch and flat pulley, $1,500. Almost new 
Tower 28" 2 saw inserted tooth edger. 
$300.00. O. W. Houts & Son, N. Buckhout 
St., State College, Pa. 





REBUILT FORK LIFT TRUCKS 
Gerlinger PH 862-130 
Capacity 16,000 Ibs. 
Lift 17 ft. 6 in. 


Hyster RT 150 
Capacity 15,000 Ibs. 
Lift t. 

Ross 15 SH 
Capacity 15,000 Ibs. 
Lift 15 ft. 

Slope Piler 

Cab 


Ross Model 12 
Capacity 18,000 Ibs. 
Lift 17 ft. 6 in. 
Cab 


HARVARD EQUIPMENT CO., INC 
295 CAMBRIDGE STREET 
ALLSTON 34, MASS. 

ST - 2-0826 





The June bride has often dyed to keep her youth—the one she 
hopes to marry, of course. 
.* — 
Bee bop hobo walking down the railroad was heard 
to mutter, “Dig that crazy staircase with the low 
rails.” 
. . . 
love a man from the hottom of her heart but there's 
some other guy at the top. 
2 * * 
Patient: “Five 
pulling a tooth, 
Dentist 
slowly.” 


dollars seems like an awful lot for 
about two minutes of labor.” 
“Well, if you like I can pull the tooth more 


They say that an optical illusion is a misleading visual impression 
who looks intelligent when she wears glasses 
. > + 
Before she was married she played a banjo but now 
she just picks on her husband 
. . ° 


t because he was at the foot of his class 


We once told you how Certigrade Homestead Brand 
Shingles were government tested and approved. Believ- 
ing in the government and its bureaus we feel that 
such information is sufficient proof of right quality, 
priced right. 

However, the high v alue of our merchandise is not 
only a matter of Uncle Sam’s O 

MAUK sold products and Homestead Brand Shingles 
have met tough tests of free enterprise competition 
Over the years they have been used and constantly 
reordered by the people of America 

So. if your customers happen to be people why not 
satisfy them? Sell them MAUK products generally 
ind Homestead Brand Shineles particularly 

. . * 


Simp Celia thousands of women could add years to their 
imply iy | telling the truth. 
° . r 
He: “Do you prefer red wine or white?” 
She: “Makes no difference. I’m colorblind.” 
. . ° 


} 


ur glass figure. One hand was shorter than the 


-_ . > 
As Benjy Franklin didn’t quite say, a man is some- 
times jugged by the company he keeps 
. 7 . 
What Dep't: 
what pettine is? A ticrlich pro 
” pessimist is? 


position 
A misfortune teller 


realist is? A man whe MAUK 


hu ys 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 
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BUTTS on 


every door 
perform better than 2 


This is the modern idea of door installations 
adopted by leading builders. 


The addition of this extra butt mounted in 
the center of the door relieves the strain from 
the top and bottom butts. 


There is also less danger of doors warping 
when this improved method is used. 


Preserve perfect 
alignment of doors 
this simple way! 





When three butts instead of the usual 
two are employed, doors are held in 
rigid alignment. Further adjustments are 
‘seldom required. Smooth-working locks 
and latch actions are also assured 


if mt yi . Order your supply of these 





popular styles today! , 


No. 502 Button-Tip Butt No. 502RC Button-Tip Butt 
x* * 
+ . 


* Vera * = MANUFACTURING COMPANY 
— STERLING * ILLINOIS 





Waterproofed 
BRIXMEN | 


MAKES 


DURABLE MORTAR 


Brixment is permanently waterproofed. 
during manufacture, with the most effective 
air-entraining waterproofing agent known. 


Even under pressure, water cannot readily 
penetrate Brixment mortar. This prevents 
the mortar from becoming saturated 
therefore helps protect it from the destruc- 
tive action of freezing and thawing. to 
which it is subjected many times each 
winter. (See Figure 1.) 


+ + & eH & HH 


In addition to making the mortar more 
durable, the waterproofing in’ Brixment 
gives you two other benefits: 


[ HELPS PREVENT LEAKY WALLS 


Water cannot readily pass through Brix- 


ment mortar. Therefore, if the face 
brick are back-plastered with Brixment 
mortar, an effective barrier is set up 
against the passage of water to the in- 
side of the wall. 


HELPS PREVENT EFFLORESCENCE 


Waterproofed Brixment mortar checks 
the passage of water and keeps it from 
percolating down through the wall, dis- 
solving salis which may be in the ma- 
sonry materials, and carrying them to 
the surface. 


Both these advantages of waterproofed 
Brixment are described in other recent 
advertisements. Write for reprints. 


Louisville Cement Co., Louisville 2. Ky. 


To compare the durability of Brix- 
ment with that of any non-water- 
proofed mortar, make a cylinder or 
block of each, let both cure for a 
month or so, then freeze and thaw 
them about 15 times in your deep- 
freeze or refrigerator, with a little 
water in the pan. 


After a number of freezings and 
thawings, you will note that the 
cylinder of Brixment mortar (at left, 
in both the before and after pho- 
tographs above) retains its original 
condition, while the cylinder of non- 
waterproofed materials has badly 
crumbled and scaled. 


FIGURE 2 

















Prepare two slabs of mortar, one 
with Brixment and one with ordi- 
nary cement-and-lime mortar. After 
mortars have hardened, seal a 
lamp chimney to each of the mortar 
slabs, using wax or candle grease 
and fill with water. 











After 24 hours, note how much 
water has gone into and through 
the non-waterproofed mortar, and 
how little water has gone into or 
through the Brixment mortar 





